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    Preface 
 
    Hi, my name’s Zack and my co-author’s name is Jay. Jay and I have been making money independently as software consultants for many years now.  I found my first client when I barely knew how to code, so I developed an early appreciation for the fact that people will pay you if you can solve problems for their business (either by making them money, helping them have to invest less money or time, or fixing something that’s broken).  This book is written from my perspective of the business, but Jay is an equal contributor. 
 
    In this book, we will not be focusing on best practices for code quality, technology or anything like that.  Instead, we will be going through an in-depth exploration of topics related to the business of being a freelancer or consultant.  We will try to be objective about the pros and cons and provide you with a map of the skills needed to get up and running and then be successful.  Now, it’s up to you to implement these strategies and fill in the blanks.  
 
    You might choose to proactively gather tons of knowledge about freelance software development by reading this book cover-to-cover.  That’d be great. But beware: this isn’t a novel; it’s a manual.  So you may also choose to use this book as a resource, selectively reading content and referring to sections as needed. 
 
    We’re rooting for you. Good luck! 
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Chapter 1: Finding Clients 
 
    “If opportunity doesn’t knock, build a door.”
– Milton Berle

Finding clients is the cornerstone to freelancing.  It’s the most important thing you will do as a freelancer aside from writing code.  It’s a fundamental skill that will make-or-break you as a successful, independent freelancer: if you develop this skill, you will find success; if you don’t, you will most likely become a full-time employee. 
 
    In order to have your own freelance consulting business, you first need to have clients.  The more leads, the merrier: you have more negotiating power in setting your rates, and if for whatever reason they delay in paying your invoices, your lifestyle will not be as affected by the cash flow hiccups.  In fact, until you have consistent work, you should be spending at least four hours a day looking for new clients.  That sounds like a lot of time, but in fact, it’s an old maxim from the sales community.  Plant seeds in order to guarantee a bountiful harvest. 
 
    If you’ve already found some clients and are considering working with them or have started working with them and you’re not interested in finding more clients right now, then you can probably skip this chapter and move on to the next section.  
 
    Otherwise, if you want to gain some tips on finding new clients, let’s talk about some of the channels that have been most successful for me. 
 
   
  
 

 Making a Popular App for a Hot Space 
 
    In technology, there is always something new and hot.  AsI write this, it’s React.js, Go and AI. And soon enough, it will probably be VR/AR.  Previously, it was mobile –– iOS and Android, especially.  I got my start in consulting by building an app in the ‘hot space’ of the day: the Facebook platform. 
 
    Because my app was at the top of the Facebook “app list”, anyone who wanted a Facebook app built could contact me and know that I would be capable of delivering something of quality – the proof was in the pudding of my existing app. 
 
    Once you have some credibility by creating an app people use in a space that’s heating up, you don’t have to just wait for people to come to you.  I recommend being proactive in advertising your competence: one approach that’s worked particularly well for me has been Craigslist ads.   
 
    I know what you’re thinking– “Craigslist?! Really?!  That site looks like something from 1999, and it’s notorious for scams.”  Those objections may be true, but since it was founded by an old-school geek, it still has a huge population of people who use it as a market to find software development.  Many clients you might find on Craigslist are actually successful businesspeople, but just be smart and be mindful of red flags.   
 
    This was a very successful lead gen channel for me, and to this date, it still is.  In 2017, I generated over $100,000 of new business from Craigslist ads. 
 
    You can post pretty much anything you want in the “Resume” section of Craigslist. 
 
    Title: Facebook App Developer Available to Help You Build Your App 
 
    (Replace “Facebook App” with “AI App”, “iOS App”, “React.js App”, or whatever is hot today that you have subject matter expertise in) 
 
    Body: 
 
    Hi, 
 
    My name is Zack.  I’m an entrepreneur and software developer who recently built a popular Facebook app, that was acquired by [link]. 
 
    I now help startups, businesses, and entrepreneurs build their own apps.  I am a professional and handle everything from helping you ‘spec out’ the app, to performing the QA, and making sure that it’s launched and hosted on a website.  I am totally communicative, and I have references available upon request.  
 
    Send me an email to schedule a free consultation. 
 
    Thanks,
Zack 
 
    Keywords:  
 
    PHP Facebook App Facebook App developer freelance fb app 
 
    You can even add some keywords to the bottom of your ad to find searchers.  Try using the name of some top apps, the name of the platform, common misspellings (write “[sic]” next to the misspelling), and the names of popular technologies used to build the app. 
 
   
  
 

 Ex-coworkers 
 
    If you’ve been working a job in the tech industry, or even a job in the non-tech industry, but you happened to be in tech, it’s likely that your coworkers may have moved on to newer and greater things.  Make a list of all of your old jobs, and then for each job, make a list of the coworkers who you enjoyed working with.  Add to the list coworkers those who you had a great reputation with (for delivering excellent results).   
 
    Update your LinkedIn and Angel List profile to let everyone know that you’re now a consultant.  Change your headline, and add something specific in the bio, so people can understand that you’re really doing this now. 
 
    Add all of those old coworkers as connections. They may reach out to you and either solicit you as a full-time hire or as someone to offload development work to.  There is really no shortage of work for talented developers, and one of the biggest barriers to signing a new client is convincing them that you will actually be able to deliver the work.  You would be surprised by the reasons clients will dismiss you, but if you are dealing with someone who has already witnessed your ability to deliver quality work, first hand, then you don’t have to deal with that hurdle! 
 
   
  
 

 Dealing with Non-solicitation/compete Clauses 
 
    Many companies have non-solicitation clauses in their employment contracts—which prohibit you from inviting former colleagues to collaborate with you on new ventures, or non-compete clauses that prevent you from doing any work that competes with your former employer’s line of business.  There are several things to note here: 
 
    First, the enforceability of such clauses varies state by state.  That is, it is unlikely that a non-compete or non-solicitation clause will hold up in court if it was originally executed in a different state than the one you currently call home. 
 
    Second, the actual language of the clause may not prohibit collaborating with an employee who has already left the company of their own volition.  Read it carefully if you are concerned with non-solicitation. Typically, these non-solicitation clauses are to prevent employee “poaching” so that you won’t join a competing or adjacent business after exiting. 
 
    Third, assuming the clause is valid and still applies, the company may not be interested in enforcing the clause; feel free to reach out to the company and check, but also consider that it is easier to ask for forgiveness than permission. It’s easy for an employer to tell you that you can’t do it just to avoid a future headache even though they have no legal (or moral) ability to prevent you from doing it. Use your best judgment here. 
 
    Finally, the clause may have expired, so check how long it was valid for. Most non-compete and non-solicitation clauses only last 6-12 months, so if you’ve been out of the company for longer than that period of time, then you’re likely in the clear. 
 
   
  
 

 IRC & Chat Rooms 
 
    IRC, or Internet Relay Chat, has been a communication forum for geeks to meet over the net for almost 30 years.  Although its prevalence and popularity has been waning due to the introduction of newer communication tools such as Slack, there is still a vibrant community of people hanging out and chatting on IRC.   
 
    One of the most popular servers is “FreeNode”.  If you don’t have an IRC client, you can connect here: http://webchat.freenode.net  
 
    Join the channels for your favorite languages and tools.  Usually, they have simple names: #PHP, #Java, or similar for each technology.  If you are having trouble figuring out what the channel for your language is, just do a quick Google: “What is the freenode channel for Java Spring,” for example.  And if you don’t find a channel for your specific technology, hop up one layer: so, if you were looking for something on Java/Spring, just find a channel for Java. 
 
    Once you’re in the channel, introduce yourself.  Make sure you use the same nickname every time, so other channel members come to recognize you.  Be helpful to the noobs who join the channel, and answer their questions as best as you can.  Every once in a while, mention that you’re available for contract work. 
 
   
  
 

 Referrals 
 
    I strongly recommend keeping in touch with your past clients for several key reasons: 
 
    First, you can make sure that whatever you delivered to them is still delivering value.  If it isn’t, you can fix it for them (they’ll often pay you for the service), or you can figure out what went wrong in order to improve the professional quality of your work.   
 
    Second, it’s important to maintain the relationship so that they think of you when they need work performed in the future.  In addition, you can just ask them outright for referrals to their personal and professional networks.  If they are happy with your work, then there is no reason they shouldn’t be able to answer with some ideas when you ask, “Can you think of anybody who would be able to benefit from my developer services?” 
 
    The final reason is so that they will provide you a reference that you can give potential new clients. 
 
   
  
 

 Craigslist Gigs 
 
    Many people are shocked when I tell them that they can generate serious revenues through Craigslist, but it’s still a thriving market for freelance programming jobs.  If you go to the Computer gigs section of your local Craigslist, you will find people who need help with various tech gigs ranging from seriously small potatos to six-figure engagements.  These are generally not going to be huge engineering projects, but utilize the ‘foot in the door phenomenon’: once you get your foot in the door with a potential client, and you deliver value, you can earn additional work from that client. 
 
    Creating Your Craigslist Ad 
 
    Post an ad on Craigslist in the resume section and also feel free to post the same ad in the computer services section.  Make an effort to format your ad professionally, utilizing both basic HTML formatting (Craigslist supports this, even if they don’t explicitly mention it) and also by uploading images to your ad.  The kinds of images that you should add depend on your audience; if you are posting an ad that is catering to a developer at a company looking to get some outside assistance with a project, then a great image could include the official “PHP” or “Ruby” logo. Since developers are familiar with the logo, they will be more inclined to click on your ad.  If you are posting an ad that is marketed to an entrepreneur looking to build the next Facebook, posting an image of something like a young Mark Zuckerberg is appropriate.  What?! Here’s why: 
 
    Show that you can help people build their dream business. 
 
    When posting ads on Craigslist many people are looking for developers that can help them launch their startup idea. Many of these people are would-be entrepreneurs, also known as “wantrepreneurs”. You have to understand the psychology of the “wantrepreneur” in order to know how to appeal to them.  All these people know how to do is “playing startup” rather than “executing a startup business”.  They think their developer is going to be a hotshot teenager or a young, 20-something male; they think that by building a “great idea”, they’re going to become the next Mark Zuckerberg, themselves.  By posting an image as such, you’re communicating that you understand their desires– to project success.  In quoting James Spader’s character Robert California, “there is no such thing as a product”.  You are selling success and an image.   
 
    Be honest. 
 
    Ethically, I recommend disabusing would-be clients of the notion that simply building an app is their ticket to success.  There are ongoing maintenance costs; there are going to be unforeseen corner-cases regarding how the end-users interact with the software; there is the challenge of marketing the software and delivering it to the end-users.  Personally, I find it too heartbreaking to take hardworking people’s money in order to sell them an entrepreneurial fantasy; these days, I prefer working with business clients who understand what they’re getting into. 
 
    Be creative. 
 
    Get creative, but know your audience.  Also, know the importance of keywords in the ad: lots of people hiring will search the resume and computer services section by keyword, so make sure you use lots of keywords in your ad – “keyword stuffing”, where you add every possible variation of the keyword to the bottom of your post, is actually okay here. 
 
    Rotating Craigslist Ads 
 
    If you are “rotating” your Craigslist ads by cross-posting it into different metro markets, follow these three tips:

1) Wait 30 minutes between posts 
 
    2) Use a different IP or email address if possible (and Craigslist hasn’t restricted posting to phone verification) – your mobile phone is a good way to get a new IP address without having to go through a sketchy proxy 
 
    3) Vary the headline of the ad and the text in the ad (somewhat) 
 
   
  
 

 Hacker News 
 
    The Hacker News community is a great source of leads. Here is a list of ways to monetize this community: 
 
    ●            Contribute to discussion of topics where you have some technical expertise.  This can include both hard tech and also soft skills threads.  Make sure you have your contact information in your profile – Hacker News will not display your email address by default due to its privacy restrictions, so be sure to add your email address manually to your profile. 
 
    ●            Join the #startups channel on IRC and participate in the discussion, every so often you should remind people that you are a freelancer and an expert in various technologies. 
 
    ●            Go to the Hacker News meetups in your area.  Just do a Google search for “Hacker news meetup [cityname]” in order to find the details. 
 
    ●            When people make “Show HN” threads, send an email to the authors introducing yourself.  In your message, provide feedback on their project and let them know that you are available to deliver value to them when they’re in need of development help. 
 
    ●            Reach out to the community leaders of Hacker News.  These are the people that keep showing up in threads over and over – at the time of writing, community leaders include patio11, jacquesm, and tptacek.  But, you can find a list here: https://news.ycombinator.com/leaders

Because of their relevant social position within the community, they serve as a “hub” of networking and communication.  If you reach out to them with a thoughtful email and later on, after building the relationship, ask for advice on how you can find work, they will be likely to connect you to potential clients.  Remember, they got to “the top” of Hacker News by delivering value within a very meritocratic community!  Just be respectful.  Respect means asking them their feedback and truly listening to their response.  See if you can give before you get: ask, “Is there anything I can help you with?” before you make a request.  Think about what it means to respect people on a primate, animal level, and act accordingly.   
 
    ●            Every month, there is a “Who is hiring?” thread and a “Freelancer?  Seeking Freelancer?” thread.  You can see a master list of all the threads here: https://news.ycombinator.com/submitted?id=whoishiring

You should email all of the companies who post in the Freelancer? Seeking Freelancer? thread.  You should also post your contact info in the Freelancer? Seeking Freelancer? thread.  I personally have found subcontractors by harvesting emails from the Freelancer threads. 
 
    ●            Contribute content that you might find interesting to share through blog posts, and then submit it to the main Hacker News site for discussion.  If you regularly submit content (getting upvoted to the frontpage ~7 times within a year) then you will become a name brand within the community, and people will start cold emailing you out of the blue with opportunities for collaboration. 
 
    ●            There are various Facebook groups dedicated to the Hacker News community.  For example, https://www.facebook.com/groups/114326995294656/ – if you search on Facebook, you will find several.

People regularly post job and consulting opportunities to these groups. Join the groups, participate in the conversations (to build your name brand: most brand building just means repeated positive exposure to achieve recognition), and reply to the opportunities.

There are also other tech groups that you can search for.  Try searching “startups [the biggest metro near you]” for example.  The exact same rules apply.  Some are invitation-only, so ask people in your network where they go online to discuss industry topics (great small talk if you’re ever in need of something to talk about with a co-worker). 
 
   
  
 

 Blogging 
 
    Blog about technical topics for new technologies.  Walk-through guides are especially valuable: show people --- end-to-end --- how to get up and running using a specific technology about which you are an expert.  Include your contact information prominently in your blog’s sidebar and mention that you are available for freelance work.  Teaching others is valuable for self-promotion, but also beneficial for reinforcing your own knowledge of the material. 
 
    However, “If you build it, [they] will come.” very rarely applies, especially for online content.  After you write a new blog post, ask a trusted editor for advice and input.  Then, submit it to Hacker News and to the appropriate subreddits.  Feel free to post it on Facebook and Twitter, too – just don’t “vote brigade”.   
 
    Vote brigading, or participating in a “voting ring”, is the act of working with several of your peers to make sure newly submitted content is promoted to the top.  Although sophisticated vote brigading can work, it is rarely worth the long-term karma because communities have memories, and staunch, influential members can hold such behavior in contempt. 
 
    In case you want to totally ignore what I said, as someone interested in systems, one technique I’ve found for disarming vote brigade detection is to have your co-conspirators vote up a random assortment of articles, yet always sure to include yours.  And, they have to vote from the main feed of content rather than going to it specifically.   
 
    But, don’t do that.  If it’s bad content, people will complain, and it’s not worth it.  Google’s search algorithm is getting smarter and smarter, and eventually, if you write content that people truly like, you will be rewarded.  (Still, follow SEO best practices: if there are any particular keywords that you want to rank for, you gotta include them– Google’s synonym detector is not quite up to speed yet).
Simply publishing your content allows the search engine bots to begin indexing your content, but that isn’t enough.  When it comes to blogging, write for humans; but, remember that following SEO best practices is always helpful.  Unfortunately, SEO is a topic for another book, but you are always welcome to pop into the Code For Cash Slack channel if you want to ask questions or discuss (see “Additional Resources” section, at the end of the book, for info on joining the Slack channel). 
 
    If you’re already making money as a freelancer, you can choose to take your blogging to the next level by running paid advertising (such as Facebook ads, Quora ads, Twitter ads, Reddit ads) in order to promote your blog content and through monopolizing people’s attention, force people to recognize you as a thought leader in your space. 
 
    Make sure that your blog articles mention that you’re a freelancer, available for consulting, and make sure that you clearly provide your contact information!   
 
    Don’t put your contact info in a cryptic puzzle– people won’t think that you’re clever because you avoid spam robots… they’ll think that you’re an unclear, bad communicator.  
 
   
  
 

 Open Source 
 
    If you build a big open source project that gets traction on GitHub, you may start receiving consulting requests – whether to implement your open source software, to make changes, or just to work in some other capacity because you have demonstrated yourself as a competent technologist who makes products that have an impact on the world. 
 
    It’s perfectly acceptable to link to your homepage in the project’s README and also mention that you are available for consulting. 
 
      
 
   
  
 

 Social Media 
 
    Facebook groups (for startups and tech communities) are a great ways to participate in relevant conversations and identify potential clients.  I also recommend participating in LinkedIn threads, such as “popular in the community” news feed items.  As long as you contribute value, you will build a reputation as an authority, and people may seek you out when they have a need. 
 
    As a case in point, this book was written by me (Zachary Burt) and Jay El-Kaake.  We didn’t start our relationship as co-authors, but instead as independent consultants working for the same principal client.  We found each other through a Reddit thread in one of the Ruby on Rails subreddits.  Jay mentioned in a comment that he needed some help with a project; I replied, and the next thing you know we were both invoicing the same client. 
 
   
  
 

 Doing Work for Free 
 
    Solving someone’s problem for free will build your reputation and lead to consulting opportunities.  There is a principle in psychology known as reciprocity: if you do something for someone, they are likely to feel obligated to do something for you.  By doing free work, you can build your social capital that you may later redeem for consulting opportunities. 
 
    The very first consulting job I got was when I was in high school.  I was a member of a web forum called “SomethingAwful.com”.  There was a tech section in which an operator of a web hosting company posted a thread saying that he needed help with Apache.   
 
    I was by no means an Apache expert, but I had used it before, so I volunteered to help.  I invested a couple of hours debugging his httpd.conf files and his various Apache directives. Soon enough, I fixed the problem.  I didn’t expect any payment; I just wanted to participate in the community – but, at the end of the session, he asked my PayPal address and sent me $200. Going forward, whenever he had a problem, he sent me a message (on AOL Instant Messenger – this was in the early 2000s) and then, he would send me a payment once the problem was resolved.  It was great! 
 
    Every so often, you can spend some time monitoring the StackOverflow tags for the tech that you’re an expert in and be the first to respond to inquiries.  Don’t solicit consulting work directly in the threads, but you can link to your website and to your StackExchange profiles; feel free to have an ad for your consulting work directly on your website. If your name keeps appearing when people Google their questions and requests, you will soon be associated as an expert in the given technology.  Even if you don’t consider yourself an expert in the given technology, remember: when it comes to marketing, perception is reality. There’s nothing wrong with putting yourself ‘out there’. 
 
    Giving help for free can lead directly to consulting opportunities, or it can simply lead to “karma” or “social currency” within the community. If you provide real value, you’ll implicitly let people know you’re available to provide related services when they need them most. 
 
   
  
 

 Gun.io 
 
    As one of the original “hire a freelancer” sites on the internet, Gun.io has been a mainstay in the community since 2011. Having evolved their business model over the years, at the time of writing, they now operate similarly to a consulting agency by serving as the primary contractor for their clients and building the delivery teams from their community.  Gun.io provides QA, Project Management, and Billing, staffing all roles except back-office ones with dedicated freelancers from their community. 
 
    Because Gun.io handles so many of these “soft” aspects of client management, and because they mark up the project work, as a consultant, you will not be able to charge much as you would as an independent consultant.  However, not having to do your own business development does have its benefits.  Just hang out in their Slack channel (once you are approved as a member) and they will post new gigs regularly.  This is true freelance work: you aren’t their employee; you’re independent, but you get to work with a team of professionals delivering results for clients that you didn’t have to close yourself, making the return on your investment higher while you spend time developing your client-hunting skills. 
 
   
  
 

 Worklily 
 
    Worklily (https://www.worklily.com/) is a freelancer marketplace that connects tech freelancers with prospective clients looking for technical freelance work. The great thing about this site is that it is new and focused on technical freelancers, so you can hope to get some quality leads by making a profile on it. 
 
   
  
 

 Upwork and Freelancer.com 
 
    Advanced freelancers are going to want to skip this section, but I recommend that you read this carefully, anyway. Upwork (https://www.upwork.com, formerly oDesk) is a contractor marketplace and freelancer.com is a freelancer marketplace. Both have been flooded by offshore freelancers that may present clients with lower-quality services, but if you’re looking to get your first client, it may be a great way to start.  The key thing is to communicate to job ads with thoughtful, individualized replies.  Generic copy/paste is almost never a good idea.. for many higher-end employers, it’s a huge red flag!   
 
    There is a right way to apply to ads on these types of marketplaces, and it follows this format: 
 
    
    	 Polite greeting, such as “Hey, {name}!”, followed up with something that telegraphs intelligence on the other side of the wires.  For example, if their profile says they’re in New York, you might want to check the weather in New York and make small talk about the weather.  This is something that can’t be copy/pasted. 
 
    	 Demonstrate empathy with the person– talk about a few different options that they might be exploring right now and what the trade-offs might be, based on your experience.  For example, if they post an ad wanting a mobile app, you might talk about a few different approaches (such as native apps vs. cross-platform frameworks vs. mobile webapps).  
 
    	 Talk about past success you’ve had in solving this problem.  Can you send links to portfolio pieces?  Can you mention specific, relevant clients – who would later serve as a reference if you were checked on it? 
 
    	 Make it clear what the next steps to collaborate are. Do they need to send you more technical details about the problem?  Be as specific as possible.   
 
    	 Sign off with warmly, and make it clear how they can get in touch with you.  
 
   
 
    This type of response format can be used for dealing with all sorts of clients – whether surfaced through mass marketplaces or dealing with leads that come in through your website. 
 
   
  
 

 Specific Job Boards Like Commerce Hero 
 
    If you have very specific skills you should seek job boards and marketplaces that can showcase those specific skills. An example of this is Commerce Hero (https://commercehero.io). Commerce Hero is a marketplace for Magento (https://www.magento.com) developers around the world. Magento is a very popular open-source eCommerce platform written in PHP that started gaining strong adoption in 2010.  
 
    The average billing rate of someone on Commerce Hero is substantially higher than those that you may find on freelancer.com or upwork.com. I believe specific freelancer marketplaces like Commerce Hero are so much more effective because of the types of people that are looking for freelancers. In the case of Commerce Hero, these clients are specifically looking for Magento professionals and already know what they want to avoid because many have been burned by poor development services in the past. Also, specific marketplaces can outline things that matter more efficiently, such as certifications and accomplishments that might not make sense in more general marketplaces. 
 
   
  
 

 Meetups 
 
    Meetups (via meetup.com, mainly) are a great channel for finding consulting work, but you have to be smart.  
 
    Give talks at meetups. 
 
    Not really as hard as it seems: you don’t have to be asked to give a talk; you can ask!  Here are the steps: 
 
    
    	 Just figure out what you want to talk about and build an outline. 
 
    	 Make a list of all the meetups in your area that would ostensibly be interested in having a talk about what you want to present on. 
 
    	 Email the organizers (there is a button on each meetup group to “Email the organizers”) and say: 
“Hi [names of organizers], 

My name is [name].  I live in [city where meetup is] and have been an expert in [meetup technology] because of [reasons].  I would like to give a talk on [topic] and these are the topics we’d cover [list].  The talk would be about [length] minutes long.  Any interest?  My contact information is [email, website, linkedin]. 
Best, 
[your name].”
  
 
   
 
    At the end of your talk, you can have a slide talking about ways to contact you, and you can mention you’re available for consulting work.  Then, at the end of the talk, throw your slides up on www.slideshare.com and post them to social media (Hacker News, LinkedIn, Reddit, Facebook Groups).  Be sure to bring plenty of business cards that mention that you do consulting work! The culture of business cards varies from community to community.  The rule of thumb is: don’t be the only person with a business card.  If everyone else has them, you better have them too, and take more than you think you’ll need. 
 
    Network at meetups. 
 
    Go to meetups about your topic of interest to chat and mingle.  Make a great impression (you have about 10 seconds to build credibility. Here’s a basic checklist: 
 
    Be polite. 
 
    Smile; make eye contact at least 50% of the time; keep an appropriate social distance; be groomed before presenting yourself; if they give you their business card, look at it and treat it carefully; make a sincere effort to remember their name; do not do anything else while they are talking to you. 
 
    Don’t interrupt.
Interrupting is something that a lot of smart people do, because they grok an idea without the other person needing to talk; however, it turns out, even very smart people are offended by this.  Try your hardest to let your client or prospective advocate get their complete thought out, and then respond.  You will have plenty of opportunity to dazzle them through the quality of your comments. 
 
    Make small talk if it’s appropriate. 
 
    Talk about the weather or the weekend.  Read Dale Carnegie’s book, How to Win Friends and Influence People. 
 
    Actively listen to the other person. 
 
    Don’t just listen without contributing anything to conversation or engaging the person speaking - actively listen. Active listening is when you are quiet while the other person is speaking but you also constantly affirm the person who is speaking that you are in-fact listening. This could be done with simple confirmation phrases like “that makes sense to me,” or nodding periodically, but it can also be accomplished by asking questions related to the topic that might interest the speaker. 
 
    Active listening is a “double-edged sword” in that not only does it increase the appreciation and confidence of the speaker which in-turn means they’ll be more likely to remember and like you, but it also significantly increases the likelihood that you will remember what you heard. Remembering your conversations in future follow-ups shows the new potential client that you actually care about your relationship with them. 
 
    Empathize with the other person. 
 
    If you aren’t naturally gifted at or practiced with empathy, there are books on Amazon.com that can help you. I recommend Emotional Intelligence and Paul Ekman’s books on micro-expressions. 
 
    Talk fluently about your areas of expertise. 
 
    Explain how you drive business value.  If you can explain to your mom what it is you do for a living, you can explain to people within your industry. Mention concrete examples of people or companies you’ve helped. 
 
    Dress well. 
 
    This is covered in the Dress For Business section, but in general, try to look presentable and approachable. This may seem superficial, but in an environment where there are potentially many small interactions between people, prejudice will be an inevitable barrier to overcome. 
 
    Business cards help people remember you. 
 
    Bring business cards with you and give them to people who may be interested in working with you or may know people who could use your services. Follow up at the end of the night with an email and a LinkedIn request to each person.  
 
    You should bring 20-30 business cards with you to a meetup. Focus your attention on people who seemed interested in your services when you follow-up (those are the first people to contact). 
 
    Leverage meetup mailing lists. 
 
    People will send out requests to hire for both FTE (Full Time Engineer) and for a contract via the meetup mailing lists.  Stay tuned to the threads and be quick to respond when the opportunity presents itself.  You are best positioned to act if you change your meetup.com settings to get meetup email as it comes, rather than in a daily or weekly digest.  
 
    It can be worthwhile to have an email template, ready-to-go with your credibility indicators and concrete stories of ways you delivered incredible value.  However, rewrite it for each response: you want the email to signal that there is intelligent life on the other side of the wire! 
 
   
  
 

 Super Early-Stage Startups 
 
    Early-stage startups, especially the ones that have not yet raised significant investment capital, are often eager to take on workers in exchange for payments in something other than cash -- because they don’t have much of it.  This most commonly manifests itself in the form of entrepreneurs who seek to pay pre-funding employees with sweat equity; as evidenced in the many desperate Craigslist ads. 
 
    Seasoned entrepreneurs will be open to other arrangements. These are often the ones you want to work with.  Experienced entrepreneurs will hoard equity; they don’t want to trade equity for something that can simply be paid for with cash.  Instead, they may be willing to work in terms of a convertible note arrangement.  That is, you bill them, but instead of them paying you with cash, they treat the invoice balance as a convertible note to the company.  Then, when the company gets financing, they either pay you back in cash or you receive equity in the company at a discount.   
 
    This can be an extremely lucrative strategy if you are able to discern entrepreneurs who may successfully raise capital.  For example, if you are dealing with a graduate of a top-tier business school such as a Harvard MBA or a Stanford MBA, you can make an informed bet that their fledgling startup will successfully raise capital.   
 
    Be extremely cautious if you are dealing with an uncredentialed or inexperienced entrepreneur who is hesitant to take on convertible debt arrangements or fails to pay invoices before the due date. Always have your lawyer review convertible debt terms to make sure you are well represented for significant arrangements.  
 
   
  
 

 Code For Cash 
 
    Code For Cash (https://codefor.cash) is a website that was founded by Zack Burt, one of the coauthors of this book.  Code For Cash constantly crawls 100+ websites, including many of the aforementioned resources, where people post remote, freelance/contract programming jobs online.  Entrepeneurs and managers post jobs directly to Code For Cash as well. 
 
    You tell Code For Cash the languages/frameworks/tools with which you’re skilled, and Code For Cash will then send you notifications when a job matches your programming language skills and your availability (part-time, full-time, or project-based).  It’s then your job to contact the client and convince them to hire you. 
 
   
  
 

 Referrals From Existing Clients 
 
    Don’t be afraid to ask your previous clients for referrals.  A great way to do this is to check in with them every so often in order to ask how their projects are going.  Once you’re in a conversation with them, you can just ask, “Is there anybody you could recommend who would benefit from my services?”.  It’s as simple as that. 
 
    Be sure to send your clients Christmas or holiday greeting cards - it’s a great way to stay in touch and reactivate relationships. Offbeat holidays such as July 4th, Halloween, and others can help you stand out from the crowd. Physical or e-cards are OK, however physical is probably better since you’re hopefully already connecting with the client via digital means. 
 
   


  
 



Chapter 2: Choosing a Rate 
 
    “It’s easier to explain price once than to apologize for quality forever.” 
– Zig Ziglar

Should you go with an hourly rate?  How do you set your hourly rate?  Or should you go for fixed price bidding?  We discuss these issues in this chapter. 
 
    The best way to summarize what your rate should be is that it should be relative to how much you want the work. To decide how much you want the work here are some things to consider: 
 
    What are your alternatives? 
 
    Do you have other jobs lined up and find that you’re trying to decide which to focus your time on? Or, is this your only job? If you don’t have other options today, then you may be willing to accept a lower rate to start. Remember, you can always increase your rate. 
 
    As a baseline, you should charge at minimum what you can get paid working full-time for a company. Ultimately, you are costing the company less than hiring someone full-time on salary because you are available in shorter time spans. Otherwise, they would have just hired someone full-time, right?  
 
    If you are in school or available only part-time for other reasons, you may think that makes you less appealing as a consultant. In-fact, a part-time commitment may be all that the client can offer you anyway. In those situations, your part-time availability may even make you more appealing to the client, and you’ll be able to charge a rate accordingly. The key is to match up your availability with the client’s needs and adjust for misalignment with an increase in your rate. 
 
    Thankfully, you’re in an industry that will likely have much demand for your talents as a developer and you will likely have many options and more flexibility to charge more. 
 
    How many hours/week are you getting? 
 
    If on a monthly basis, you will be getting $10k for a week or two of work or more from a client, then maybe you should consider charging them less per hour than your standard rate. After all, if it becomes cheaper for them to simply hire a full-time developer, you might lose your contract. 
 
    How is your cash flow? 
 
    Can you get cash up front? Getting a retainer (deposit) is recommended, especially for new arrangements. Money now is better than money later. You may even be willing to offer a better rate if cash is paid to you up front. 
 
    How interesting is the project to you? 
 
    Would you rather work in a legacy language cleaning up the old deprecated crappy code written by an agency that doesn’t exist anymore and managed by a person who you don’t like working with… or would you rather work with the latest technology and build something creatively from scratch alongside a friend? Exactly. 
 
    If the project is not something you really want to do, then you should probably want to get paid really well to do it. If the project is something that is very interesting to you on the other hand, then maybe you’re willing to do the work at a discount.  
 
    I’ve quoted projects that I was highly qualified for up to 3x (three times) my normal rate because I could tell from the project brief that it was going to be very unenjoyable for me compared to my alternatives. Your level of interest for the work you’re doing should be very important to you, as it can affect your daily happiness greatly. 
 
    How much do you want the money? 
 
    At some point, you may get to a point where you have $100k saved in your bank, a nice car, a family you love, a house you love, etc. If you’re happy where you’re at and don’t really need money, then how much would much would you charge to work on fixing bugs in a crappy legacy system? Probably a lot. 
 
    How efficient are you? 
 
    I pride myself on being able to do what most other developers I’ve met can do in 2 hours, in 1 hour. That means that my rate can be much higher than theirs in general. If you’re pricing higher due to efficiency ensure that your work continually shows them that you’re worth it. 
 
    What are their alternatives (i.e. market demand)? 
 
    Do you have skills in a particular system that they have no other choice, but to go to you for help with? Well, that’s a pretty good reason to have a higher rate. It may seem unfair, but that is just how Supply and Demand works.  
 
    Of course, think about the client’s needs before setting a price that may be too high. If you’re the only person that can solve their problem, but they have no way to afford your services and you have no other options, then the client is just going to end up canceling their project and you’ll be left without work. 
 
    How much management do you need? 
 
    If you’re doing the jobs of a Product Manager, a Project Manager, a Designer, a Front-end Engineer, a Back-end Engineer, a Database Admin and an Engineering Manager combined, then you’re probably going to charge a bit more. This is usually reasonable for a client because they’re saving the overhead of having a bigger team.  
 
   
  
 

 Example Rates 
 
    Deandra Reynolds 
 
    Deandra has 10 years of experience for the skills she’s being hired for, she’s full-stack and works extremely efficiently. She’s located in San Francisco and she has worked for her client before. She does about 10 hours per month.  
 
    Deandra charges $200 USD/hr  - a monthly retainer of $2000/mo paid in advance. 
 
    Charlie Day 
 
    Charlie is in school studying computer science at a university. He’s in debt, but paying it off quickly. He’s located in Detroit and this is his first project. He’s doing work for a startup. He’s sort of learning as he goes, but he’s super ambitious about the new project that he gets to work on. The skills he’s picking up are going to be very valuable for future projects. 
 
    Charlie charges $25 USD/hr paid within 30 days of invoice date. 
 
   
  
 

 When Not to Lower Your Rate 
 
    Never lower your rate because a client convinced you to.
- Don’t let clients convince you that they can find someone cheaper. If they could, they wouldn’t be talking to you.
- Don’t let clients convince you that you’re helping them out. You’re not a doctor.
- Don’t let clients convince you that there’s much more work to come. If there is, then they should pay for a retainer. 
 
    The only time to lower your rate is because you want to. 
 
   
  
 

 How to Raise Your Rate 
 
    There are some misconceptions within the developer community regarding how to set one’s rate.  On the one hand, you can subscribe to the principles of basic economics: set your rate wherever the market will bear.  If you advertise yourself and apply to jobs and keep getting rejected because your rate is too high, then lower it.   
 
    On the other hand, you can set your rate higher and justify it by explaining to the client why your rate is appropriate for the amount of value provided. 
 
    I might balk at hiring a Rails developer at $200 per hour to build a completely specced-out CRUD app if I know I can get a developer at $50 per hour to build something that’s 90% as good.  But, if I’m wading into unknown territory, and if the developer has business contacts that I can leverage to make me more money, maybe paying the $200 per hour is worth it. 
 
    Some basic things you can do to enhance your value as a developer — and this requires no special knowledge or connections in any particular market — are improving your soft skills. 
 
    Requiring less handholding, communication, oversight, and management is a big one.  Not only are self-directed people a greater pleasure to work with for the fast-moving business, but they are less expensive.  This is simply because every time you have a conversation with whoever is “managing” you, there is a cost incurred; both your time and the time for the manager.  Therefore, if you can self-manage, you require fewer resources from the business itself, so you can justifiably raise your rate to account for the money you are saving them. 
 
    Work on quality. 
 
    When a client has to come back to you with bug fixes and changes after every feature being built, then they will start to view this as a cost of doing business with you. Your 2-day estimates are now 4, and your $5000 estimate is now $7000. Therefore, another thing you can do to improve your hourly rate is to handle your own QA.  There is always a certain amount of risk involved with business projects. Often times, a big thing that companies fear when involving an outside consultant is that the project simply won’t ship.   
 
    There was a saying that was popular for many years: “Nobody ever got fired for buying IBM”.  That was because IBM enjoyed a reputation for providing pricey services that were always reliable.   
 
    Become a better solution. 
 
    If you can reduce the risk to the business of hiring you by guaranteeing that you will deliver, then you can charge more.  If you already have a solid reputation within your community for delivering quality, then you can use that as your argument; if you don’t, and you’re still confident you can deliver, then you can simply add a clause in your contract where they are entitled to a refund if the specified functionality is not delivered within the additionally specified timeframe.  The other benefit of this approach is that it forces the client to specify what they want in advance – a thorough preparation both reduces “scope creep” and increases the likelihood of project success because issues that would otherwise be encountered during the building process are forced to be confronted during the planning stages.  “A fair fight is a result of poor planning” is a maxim that I return to again and again. 
 
    Probably the most overlooked way to raise your rates is to become a solution for your client’s emotional problems in addition to their business problems.  Someone who provides real joy and salvation is indispensable in our lives.  So, become that person!  Figure out what your client needs.  Is it a boyfriend?  A girlfriend?  A divorce counselor?  Some entertainment?  Someone to talk to?  Someone to take care of selling their car?   
 
    Pinpoint the sources of stress in their life and reduce them.  Pinpoint the sources of joy in their life and amplify them.   
 
   
  
 

 Hourly rate, day rate, or fixed price? 
 
    The question of hourly rate vs. day rate is simple:  if you can devote entire days to specific clients, and if your client has the budget, charge a day rate instead of an hourly rate.  If you have enough demand to book yourself for an entire week, and your clients are willing to pay the weekly rate, charge the weekly rate. This is better for you (in terms of cashflow) and better for your clients because they get your full attention…uninterrupted focus is key in software development. 
 
    But it’s even better to charge a fixed price.  At the higher levels of software development – where $50,000 or more is exchanged in consideration (consideration is actually a legal term implying payment or money), you should have a fixed scope of work and a fixed price.   
 
    Often times in software development, however, it’s not practical to create a fixed scope of work: there are known unknowns and unknown unknowns. But the good news is that studies of software development by Tom DeMarco and Timothy Lister (authors of Peopleware and other software engineering classics) show that if a project is going to succeed, the data inflows and outflows must be defined 15% of the way through the entire time allotted for the project.   
 
    So, a hybrid approach can sometimes be best.  Charge an hourly rate while you are doing discovery and helping the client build a scope of work.  Once the client has the detailed specification and scope of work, they can shop it on the open market (good for them) and get a fixed rate bid.  But you are also in the best position to bid on it. 
 
    Of course, if it’s a small project (such as under $2,000 in total cost), I recommend that you work with the client and come up with the scope of work for free. It’s extremely rare that a client will take your work and then bail on you, finding a cheaper developer; but worst case scenario, you’re putting 15% of $2000 at risk ($300), and if the client does behave unethically, you’re saving yourself from a world of hurt, such as being stiffed on a $2,000+ invoice.   
 
    Most commonly, though, clients will appreciate the initial consultative selling and reward you for it.  Having a fixed scope and a fixed price results in projects that are more likely to succeed and projects that are finished quicker.  After all, if you’re getting paid a flat rate, you’re incentivized to finish things more quickly so you can move on to the next project. 
 
    .  
 
   


  
 




Chapter 3: Keeping Yourself Educated 
 
    “An investment in knowledge pays the best interest.”
- Benjamin Franklin

Continuing education is the key to finding more gigs, promoting yourself as an authority, and ultimately making more money. 
 
    If you are in the field of building software, by now you should have realized that you have committed yourself to a lifetime of continuing education. Most professions have this requirement; lawyers, for example, must satisfy continuing education requirements on an ongoing basis in order to maintain their standing with the state bar.  Medical professionals have similar requirements.  As software developers, however, we might not need to formally renew our board qualifications, but we are highly dependent on the internet of information for our skills. Furthermore, the software development field is not regulated like other professions by any slow-moving governing body, so inefficient components are prone to deprecation within short periods of time. 
 
    If you have not been doing freelancing and have been doing the same work at a company full-time for a while now, it is very likely that you will need to update your skill set in order to effectively find new projects since companies’ needs evolve to use newer and newer technologies. 
 
   
  
 

 Continuing Education Channels 
 
    Read Things 
 
    One way to educate yourself is to read: everything from online documentation, to blog posts from friends, to actual printed books. These are generally longer reads, but you’ll get a lot of useful information from them. 
 
    Follow Software Techies on Social Media 
 
    Keeping subscribed to friends and influencers that are interested in new software technologies through social media is a great way to keep informed about tech on an ongoing basis.  
 
    A great way to learn about updates to existing technologies you’re interested in is to subscribe to the technology brands on Twitter. For example, if you’re interested in Ruby on Rails you should definitely be following @rails. If you’re interested in PHP gigs, then you should definitely be following @official_php. If you’re interested in Scala then you should be following @scala_lang, etc., etc. 
 
    Listen to Podcasts 
 
    Listening to podcasts during long commutes, your off-time laying around somewhere, etc. can be a great way to keep yourself informed in a long-term, and sometimes enjoyable way. 
 
    Here are some of our favorite podcasts to listen to on long car rides or our off-days: 
 
    ●            Coding Blocks
Hosted by three professional developers, Coding Blocks is all about introducing the audience to all kinds of programming-related topics in a way that can be easily digested while commuting to work, cutting the grass, or making dinner. Episodes are 60 to 150 minutes long. 
 
    ●            Full Stack Radio
Despite how the term “full stack” tends to be used these days, Full Stack Radio is NOT about web development. It’s simply a podcast about learning how to build great software products. Each episode features a guest, but not exactly in an interview format. Episodes are 30 to 60 minutes long. 
 
    ●            The Bike Shed
In every episode of The Bike Shed, the three hosts invite a guest to talk about their experiences and the challenges that they’ve faced while working with JavaScript, Ruby, Rails, etc. Episodes are 30 to 40 minutes long. 
 
    Go Through Online Training 
 
    If you’d like to get more formal training for a new language, then subscribe to online training services such as lynda.com or codeschool.com. If you are able to learn effectively by watching videos, Lynda is a great resource, while if you require more hands-on training, Code School’s tutorials that give you some coding experience during the lesson are great. 
 
    Attend Meetups 
 
    One way to kill two birds with one stone is to attend meetups.  You can receive information from presentations, and you can also network to build your bizdev pipeline. 
 
    Do Some Pet Projects 
 
    A fantastic way to learn a new language or update your existing knowledge is to work on a pet project in your spare time that does not require any “business value” to be completed. You can build a tool that might help you do work. Or perhaps, just try cloning an existing app you use often with added features that you’ve always wished they’d build. If you’re interested in hardware-based freelancing, try ordering some computer electronics (or a raspberry pi from https://www.raspberrypi.org) and building some home automation or an interesting widget. 
 
    The great thing about pet projects is that if you can complete and polish them, then you can also use them as examples of work that you have completed for future potential clients. Who knows, maybe your pet project gets popular and becomes the next big startup. Either way, pet projects are a fantastic way to advance your learning. 
 
   
  
 

 Ancillary Skills To Learn For A Programmer 
 
    Some skills that are particularly valuable for a consultant to learn include sales, marketing, product management, and user experience.  If you understand the client’s business end to end, you are better suited to delivering business value rather than simply providing technical functionality.   
 
    Having hard skills outside of programming, such as design, marketing, or sales, can enable you to do jobs that would otherwise necessitate the hiring of multiple people.  This can be a way to double or even triple your hourly rate. 
 
   


  
 



Chapter 4: Closing Deals 
 
    “Put. That coffee. Down. Coffee’s for closers only.”
- Alec Baldwin in the 1992 movie Glengarry Glen Ross

Sales is an essential part of the freelancing career path.  Perhaps the most important part of sales is closing the deal: getting the client to sign the contract and authorize charges to their account.  This section discusses tactics and strategy for closing deals. 
 
    Once you’ve got some interest, it’s time to close the sale. Closing the sale means that you are coming up with an arrangement to start freelance coding for the client under a budget. This is a very important milestone. 
 
    The closing of a deal is really just the opening of a relationship.  Here are some tools and techniques to navigate the relationship from prospect to paying client.  If you apply the checklist of BANT qualification, you can aggressively move forward.  Over time, your intuition will guide you better, but for now: 
 
    1)              BANT qualify them (explained below) 
 
    2)             Communicate the Scope of Work 
 
    3)             Explain your rates and your qualifications of how you delivered business value for similar clients in the past 
 
    4)             Ask for them to sign your agreement 
 
   
  
 

 On Criticism 
 
    As an engineer and a hacker, it is in my nature to want to fix things.  Not only that, but I’ve been working as an entrepreneur for over 10 years, and I’ve been in the startup industry even longer.  So, I’ve seen a lot and I’ve watched a lot of people make all kinds of mistakes. Many times when a client has approached me with an opportunity, I immediately see a thousand things I want to help them with.   
 
    Unfortunately, every time I have pointed these “opportunities for improvement” out to them before I signed the deal, the deal was killed for various reasons.  In psychology, it’s called rationalization. In this case, the client will feel threatened and annoyed by the criticisms and unconsciously decide to go elsewhere, despite even consciously agreeing with the feedback they received. 
 
    Don’t get me wrong: clients want to benefit from your expertise.  However, they want to feel comfortable with you before they are willing to receive your input.  They need to feel like you can comfortably follow orders, be compliant, and elevate them as a leader before they are willing to accept adjustments and feedback.  So, if it is in your nature, as it is in mine, to find ways to improve things, or even to lobby major criticisms: just wait until you’ve signed the deal and you’ve made them happy from building a few things that they’ve already requested.  Once you earn their trust, then you can nitpick and improve to your heart’s content. 
 
   
  
 

 Meetings 
 
    Meetings are an opportunity to demonstrate credibility.  In sales, there are five standard objections in the selling process: 
 
    
    	 Loss aversion - it costs too much, which makes spending feel like a loss. 
 
   
 
    
    	 It won’t work. 
 
    	 It won’t work for me. 
 
    	 I can wait. 
 
    	 It’s too difficult. 
 
   
 
    (To learn more about these objections, I recommend the book, The Personal MBA by Josh Kaufman) 
 
    Addressing the Five Standard Objections 
 
    In a meeting, you always have the opportunity to address objections #2, #3 and #5: 
 
    “It won’t work” 
“It won’t work for me”
“It’s too difficult” 
 
    You can convey credibility by telling stories about how you have done exactly what they need for clients in the past.  Tell them a story and help them visualize, specifically, how long it’s going to take, what kind of ongoing involvement will be required on their part, what the final form of delivery is going to look like, and when they can expect it. 
 
    If they can visualize it, if they can see it, then they can believe it’s real.   
 
    The other objections, “It costs too much” and “I can wait” are also addressable in meetings.  The key is to do what’s called BANT qualification in the meeting.  We’ll explain BANT qualification in its own section, but for now, know that it is an acronym for Budget Authority Need Timeline. 
 
    “It costs too much” 
 
    “It costs too much” is addressable as long as you can deliver within their budget.  The other way to address this, if they made the budget way too low, is to help them calculate the business value of your offering.  Whatever you’re building should provide an ROI, or Return On Investment, that is standard within their industry – calculate the total cost, including your labor and their time. 
 
   
  
 

 BANT Qualification 
 
    BANT qualification means assessing a prospect’s budget, authority, need, and timeline.  It is explained below. 
 
    B - Budget 
 
    Do they have a proper budget for the project?  What is it?  If they don’t, then laugh them out of the meeting: tell them to come back when they are serious about business…of course, use softer language and tone than that! Most clients will have at least some sort of budget in mind. If not, then here’s a good time to give them some SWAG (Shitty Wild-Ass Guess), so they can set some expectations. Be very, very clear that your SWAG is just SWAG though and mean only to help them form a real budget. 
 
    A - Authority 
 
    Can they pull the trigger or do they have to get approval from their boss or investor? 
 
    N - Need  
 
    Do they need this now?  If not, build the relationship with them, but emphasize that they should come back later. If they need more time to plan things, then just be patient and follow up in a few weeks or a month. 
 
    T - Timeline 
 
    When do they need this by?  If it’s a real need, they will have an aggressive business timeline. Time and money are often interchangeable here. If the client is asking for things to be done within an unreasonable time frame, then you should be more aggressive about your timeline...within reason.  
 
    If it can’t be done within the timeframe being requested, then definitely communicate it. Even if it’s being cut short, then make sure you say something. The worst case is that you say something like “yes we can do it in that time” and then you’re several weeks late upon delivery.  Instead, consider saying this instead: “that’s going to be cutting it really close, but we should be OK if we give the project priority. We may have to compromise on some functionality if things take longer to complete or we run into any issues.” Now, when the client gets upset with the missed deadline because they asked for more features or paid later, you can point to your initial timeline estimate. 
 
   
  
 

 Contracts 
 
    Non-Disclosure Agreement (NDA) 
 
    Don’t sign an NDA with a client before they tell you their idea.  Say, “I am available to meet with you in a general way to discuss your needs and my qualifications and mutually assess whether we are a fit.  All of my clients are protected by NDAs, and I honor my agreements.”  This shows them that you care about confidentiality, but you aren’t here to play games, yet at the same time you are willing to demonstrate your qualifications and meet their needs.  You can further furnish a copy of your agreement, pointing to the NDA clause.   
 
    Scope of Work 
 
    You should understand your client’s vision for the project: what is the business value, and where do you need to lead and deliver value.  The legal ideas chapter has information on Scope of Work for the context of your written agreement, but before you have the written agreement, you should be on the same page regarding the expected outcome of your work. 
 
    Development Agreement 
 
    A development agreement can be created and used if you and the client want to agree on particular timelines, budgets, and rates. Sometimes this also includes the “Scope of Work”.  
 
    A development agreement basically outlines the terms of development which you will be engaged in. Typically a development agreement contains:  
 
    ●            a summary of how you plan to build what they’re asking for 
 
    ●            how long you think it will take 
 
    ●            how much you think it will cost 
 
    You should avoid using development agreements as “set in stone” contracts for budgets, since the scope of work changes often, budgets and timelines may need to be adjusted accordingly. After all, the “waterfall methodology” is not used very often anymore. 
 
    E-Signatures 
 
    It is perfectly acceptable to sign documents in person, but these days e-signature solutions are acceptable as well.  I have had good success with both DocuSign and EchoSign.  You can put in your agreement that the retainer must be transferred within X business days of signing the agreement – but, put your retainer payment information in a separate email thread. 
 
   
  
 

 Code Samples and References 
 
    In your development agreement meeting, you should have code samples and references ready to go. However, you should absolutely NOT bring them out or offer them unless they are asked for! 
 
    Here’s the reason: you don’t want to “sell past the close”. 
 
    If a client already trusts you, offering code samples and reference checks can make the client go on high alert and begin questioning the tacit level of trust that was already built. 
 
    However, if the client DOES ask, then having them prepared will signal that you are ready to win and fight for their business. It will also show that you're proud of the work you have done, the reputation that you have built, and it will increase both your credibility and your likelihood of winning the deal. 
 
    Non-technical Client Asking for Technical Things 
 
    If the client is non-technical and is asking you for code samples or references, then he is most likely sending those code samples or references to someone who he trusts that is very technical. 
 
    The Code Sample 
 
    The sample code should be the highest quality possible.  Ideally, take something that was part of a financially successful business operation, and mention its importance to the venture in the story you outline in your email.  Also, don’t send too much code; just send one function, but make sure it’s beautiful: run it through a linter if you need to do that and make sure it has plenty of doc-style comments. 
 
    References 
 
    Try to accumulate as many references as you can.  The best thing to do is to ask them for a referral for additional work or to their friends, but if they can’t give that to you, then ask for a reference instead.  That way, you win either way. 
 
    Be mindful that once you introduce clients to each other, it’s likely that they will continue talking.  If you are feeling especially ambitious, I recommend hosting a meetup where your clients can meet each other and talk about industry trends.  If you’re really feeling ambitious, cater it, and tell your clients they can invite friends.  These sorts of events typically lead to lots of new business.  
 
   


  
 





Chapter 5: Being Productive 
 
    "Try not to become a [wo]man of success. Rather become a [wo]man of value."
- Albert Einstein

Productivity enables you to get more things done.  This keeps your clients happy, because you hit deadlines ahead of schedule; this also keeps your business running, so you can spend more time prospecting and selling. 
 
    I want to spend some time talking about productivity.  Although you may think productivity is a soft skill only tangentially related to the business of software consulting, I’d like to offer a different view.   
 
   
  
 

 Why Being Productive is Especially Important for Consulting 
 
    The quick bird gets the worm. 
 
    If you have a reputation for getting tasks done quickly and reliably, soon enough clients will delegate more and more tasks to you, because you are a reliable way of speeding up the throughput of their engineering organization while maintaining reasonable cost and quality. 
 
    Be cautioned, however, your speed should never come at the cost of quality. Poor quality development is a red flag that will lose you a client and reference for future clients. Which brings us to... 
 
    Being productive leads to more accurate estimations. 
 
    When you’re not easily side-tracked by the latest season of Game of Thrones that was just released on Netflix, then you can get more done in a week and meet your promised deadlines more often.  Furthermore, this also enables you to more accurately estimate how long a task will take, and thus deal more effectively with a client’s time/cost budget. The typical software engineering BS of “It takes how long it takes,” and “I don’t know what I don’t know” is just not as acceptable in the consulting world.  
 
    The effective bird keeps the worm. 
 
    Understanding what the client’s needs are and the state of the application you’re working on will allow you to spend more time on what you should be and spend less time on what you should not. For example, if the company is a startup in North America, should you be focusing on making the input platform translatable into right-to-left languages such as Arabic? Well, unless the client has specifically asked for it, then you probably should avoid such complexity. Understanding the client's needs is a great way to be an effective freelancer. 
 
   
  
 

 How to be a More Productive Consultant 
 
    I spent the better part of my late teens and early 20s reading books related to personal development and personal improvement.  After having read so much content, I can say that pretty much three books delivered the most value for me (this is the 80/20 rule or Pareto principle: 80% of your results come from 20% of your actions). Here they are: 
 
    Getting Things Done by David Allen 
 
    Go ahead and read the whole book if you want, but the most important part that I always remember is the two-minute rule: if something takes less than two minutes to accomplish, just do it now. 
 
    If you decide not to read the book, here are the key takeaways from it: 
 
    
    	 If your day-to-day life is out of control, it’s almost impossible to think strategically or plan effectively. 
 
   
 
    
    	 Define what being “done” looks like. Many people set tasks that have no specific end state, but that can make tasks really hard to complete. For example, setting a TODO list item as “get the feature to a better state” is not good because the task can go on for an entire day and still not really meet your definition of “done” 100%. Instead, be specific about what you want to complete. 
 
    	 Mental work has five distinct phases: Collect, Process, Organize, Do, and Review: 
 
    	 Collecting is the act of gathering input.  
 
    	 Processing is when you examine your inputs.  
 
    	 Organizing is when you arrange your processed inputs in a way that they can be completed.  
 
    	 Doing is when you execute and perform actions.  
 
    	 Reviewing is when you examine the results of your work and strategize ways to complete the next set of tasks more effectively. 
 
    	 Get everything out of your head. As the ancient Chinese proverb goes, “it is better to have short pencil, than long memory”. 
 
    	 Projects and tasks are two different things: track them separately. 
 
    	 Focus on the next action required to move forward. The next thing for you to do is all you should be worried about at any given time. Looking too far ahead can get demotivating and overwhelming. As the saying goes, “How do you eat an elephant? Answer: One bite at a time.” 
 
    	 Use the “2 Minute Rule” for small tasks. This means that if a task takes less than 2 minutes, then don’t worry about tracking it. Just do it as soon as possible, so you don’t forget to do it later. 
 
    	 Use reference and “someday/maybe” files for things that have no immediate next actions. Don’t keep things on your TODO list for today that might not get done today. 
 
    	 Build a trusted system that helps you keep track of your commitments. Put your commitments on things like software or paper that you can rely on, so you can reference and compare your productivity later. 
 
    	 Schedule a non-negotiable time for relaxation and weekly review. Your weekly review will serve as a critical time to relax and unwind as well as a great time to look back at what you accomplished, think of ways you can be more productive in the future, and plan out future tasks. 
 
   
 
    7 Habits of Highly Effective People by Stephen Covey  
 
    This book is more or less worth a read in its entirety.  It is less concrete and practical than Getting Things Done, but the principles definitely resonate with my experience.  With apologies to the authors, the principles are essentially: 
 
    ●            Be proactive.  In other words, take responsibility for what will happen.  Do you have a feeling that the client might fail to send you a required content asset and therefore the project deadline might be missed? Follow your intuition and send the client an email, reminding them of the need to send you the asset.  Are you meeting a client and need to take public transportation which can be often delayed?  Leave with enough time to spare so that if there are delays, you don’t keep your client waiting. 
 
    ●            Begin with the end in mind.  Remember that all of your actions are ultimately toward benefiting your client’s goal.  Can using a new framework be fun and awesome?  Yes.  But does it really help further the client’s business interests?  Perhaps.  Think critically about these things. 
 
    ●            Put first things first.  Say “no” to things that aren’t really important to furthering the ultimate goal.  Do you need to do that refactoring now, or can you take on some technical debt and deal with a more important risk (such as: do users end up actually using the client’s product?).   
 
    ●            Think win-win. Make sure your agreements are mutually beneficial.  If you aren’t actually helping further your client’s business interests, then you aren’t going to be hired again.  If your client isn’t paying you what you could get on the open market, then you’re going to leave them in a lurch and waste their time through employee turnover. 
 
    ●            Seek first to understand before being understood.  Whenever your client says something, see if you can truly listen before responding.  Take a time to think: why did they tell me that?  Often in consulting, people say things that are driven by human needs (the need for status, the need for respect, the need for social bonding, and so forth) rather than information relevant to the project.  
 
    ●            Synergize. This “buzzword” simply means that “two heads are better than one”. Often, it can be valuable to get outside feedback to help you deal with problems in your consulting business.  For example, one way to synergize is to simply ask for help on StackOverflow or in an IRC/Slack channel.  Another way to synergize is to forward an email thread with a prospective client to a friend when you’re not sure how to advance the sales process.    
 
    ●            Sharpen the saw.  This point regards improving one’s skills and tools.  As a freelance software developer, the more you know about your craft, the more efficient and masterful you will be; this will allow you to “make haste slowly”.  If you have more languages, libraries and frameworks under your belt, you will match with more potential gigs (increasing the size of your target market) and also be able to come up with creative solutions to your technical challenges. 
 
    7 Habits of Highly Effective People is a great investment in your ability to get things done; if you apply this knowledge, soon enough, you will enjoy a reputation for being devastatingly productive. 
 
    Finally, I would like to suggest: 
 
    Personal Development for Smart People by Steve Pavlina 
 
    Steve Pavlina is a personal development expert and has read the entire canon of self-help and whatnot.  His book distills personal development into the principles of what he refers to as “truth”, “love”, and “power”.   
 
    “Truth” is the ability to view situations as they are rather than how you want them to be.  It’s being honest with our intuitions about the ways that things could go wrong.  Are there bugs in your code?  Are there potential issues with the roll-out?  Are you incurring technical debt that will need to be dealt with later?  Is your code clear and well-documented, so that in the event that you are suddenly unable to work, you could be replaced by a programmer of average skill? 
 
    “Love” is social support and acting in a way that is community-aligned. Do you have friends who are freelancers?  Does your work for your clients benefit their community.. are people happy to spread the word about your services?  Does your code work and help people get things done? 
 
    “Power” is having the skillset to create real change in the world.  In consulting, this comes from having developed social skills (dealing with clients and people within their organizations) and technical skills (being able to roll up your sleeves, design a product, type it out, and ship it!).  
 
    Steve has generously opened his work to the public domain, so we’re able to share his “33 Rules To Boost Your Productivity” directly in this book (and just a bit modified for the business of software development): 
 
    
    	 Nuke it! The most efficient way to get through a task is to delete it. If it doesn’t need to be done, get it off your to do list. 
 
    	 Daily goals. Without a clear focus, it’s too easy to succumb to distractions. Set targets for each day in advance. Decide what you’ll do; then do it. 
 
    	 Worst first. To defeat procrastination learn to tackle your most unpleasant task first thing in the morning instead of delaying it until later in the day. This small victory will set the tone for a very productive day. 
 
    	 Peak times. Identify your peak cycles of productivity, and schedule your most important tasks for those times. Work on minor tasks during your non-peak times. 
 
    	 No-comm zones. Allocate uninterruptible blocks of time for solo work where you must concentrate. Schedule light, interruptible tasks for your open-comm periods and more challenging projects for your no-comm periods. 
 
    	 Mini-milestones. When you begin a task, identify the target you must reach before you can stop working. For example, when working on a feature for an app, you could decide not to get up until you’ve written all the class methods you will need. Hit your target no matter what. 
 
    	 Timeboxing. Give yourself a fixed time period, like 30 minutes, to make a dent in a task. Don’t worry about how far you get. Just put in the time. 
 
    	 Batching. Batch similar tasks like client status updates and check-ins or server patches into a single chunk, and knock them off in a single session. 
 
    	 Early bird. Get up early in the morning, like at 5am, and go straight to work on your most important task. You can often get more done before 8am than most people do in a day. 
 
    	 Cone of silence. Take a laptop with no network or WiFi access, and go to a place where you can work flat out without distractions, such as a library, park, coffee house, or your own backyard. Download the documentation that you’ll need ahead of time so that you can work fully offline. 
 
    	 Tempo. Deliberately pick up the pace, and try to move a little faster than usual. Speak faster. Walk faster. Type faster. Read faster. Go home sooner. 
 
    	 Relaxify. Reduce stress by cultivating a relaxing, clutter-free workspace. 
 
    	 Agendas. Provide clear written agendas to meeting participants in advance. This greatly improves meeting focus and efficiency. You can use it for phone calls too. 
 
    	 Pareto. The Pareto principle is the 80-20 rule, which states that 80% of the value of a task comes from 20% of the effort. Focus your energy on that critical 20%, and don’t overengineer the non-critical 80%. 
 
    	 Ready-fire-aim. Bust procrastination by taking action immediately after setting a goal, even if the action isn’t perfectly planned. You can always adjust course along the way. 
 
    	 Minuteman. Once you have the information you need to make a decision, start a timer and give yourself just 60 seconds to make the actual decision. Take a whole minute to vacillate and second-guess yourself all you want, but come out the other end with a clear choice. Once your decision is made, take some kind of action to set it in motion. 
 
    	 Deadline. Set a deadline for task completion, and use it as a focal point to stay on track. 
 
    	 Promise. Tell others of your commitments, since they’ll help hold you accountable. 
 
    	 Punctuality. Whatever it takes, show up on time. Arrive early. 
 
    	 Gap podcasts. Use podcasts to fill in those odd periods like waiting for an appointment, standing in line, or while the coffee is brewing. If you’re a male, you can even listen to a podcast while shaving (preferably with an electric razor).  
 
    	 Resonance. Visualize your goal as already accomplished. Put yourself into a state of actually being there. Make it real in your mind, and you’ll soon see it in your reality. 
 
    	 Glittering prizes. Give yourself frequent rewards for achievement. See a movie, book a professional massage, or spend a day at an amusement park. 
 
    	 Quad 2. Separate the truly important tasks from the merely urgent. Allocate blocks of time to work on the critical Quadrant 2 tasks, those which are important but rarely urgent, such as physical exercise, learning new languages and frameworks, and prospecting for new clients. 
 
    	 Continuum. At the end of your workday, identify the first task you’ll work on the next day, and set out the materials in advance. The next day begin working on that task immediately. 
 
    	 Slice and dice. Break complex projects into smaller, well-defined tasks. Focus on completing just one of those tasks. 
 
    	 Single-handling. Once you begin a task, stick with it until it’s 100% complete. Don’t switch tasks in the middle. When distractions come up, jot them down to be dealt with later. 
 
    	 Randomize. Pick a totally random piece of a larger project, and complete it. Pay one random bill. Make one phone call. Write one class method. 
 
    	 Insanely bad. Defeat perfectionism by completing your task in an intentionally terrible fashion, knowing you need never share the results with anyone. Mock up a feature using hideous, bare-bones HTML with no pretty CSS. With a truly horrendous first draft, there’s nowhere to go but up. 
 
    	 30 days. Identify a new habit you’d like to form, and commit to sticking with it for just 30 days. A temporary commitment is much easier to keep than a permanent one.  
 
    	 Delegate. Convince someone else to do it for you. 
 
    	 Cross-pollination. Sign up for martial arts, start a blog, or join an improv group. You’ll often encounter ideas in one field that can boost your performance in another. 
 
    	 Intuition. Go with your gut instinct. It’s probably right. 
 
    	 Optimization. Identify the processes you use most often, and write them down step-by-step. Refactor them on paper for greater efficiency. Then implement and test your improved processes. Sometimes we just can’t see what’s right in front of us until we examine it under a microscope. 
 
   
 
      
 
   


  
 




 Chapter 6: Legal Ideas 
 
    Disclaimer: This is for informational purposes only and not for the purpose of providing legal advice. Be mindful that this was written by an American lawyer, although many concepts are common law or plain common sense and therefore relevant to people outside of USA as well. 
 
   
  
 

 Have a Written Contract 
 
    You should have a written agreement with the client, a contract. An oral agreement can usually be legally binding unless there is a law that requires it to be in writing. Laws vary from state to state, and in your state, there is probably no legal requirement for a contract with the client to be in writing. But, to proceed on just an oral contract is asking for trouble. As a famous movie mogul reportedly said, “An oral contract isn’t worth the paper it’s written on.” That’s not always true, but why take any chances? 
 
    An exchange of emails can be a legally binding contract (if all the elements of a contract are present), but emails tend to be informal and not detail-oriented. Having a carefully written agreement that addresses the issues discussed below will decrease the likelihood of disputes between you and the client and increase the likelihood of getting paid. 
 
    Ideally, you would have a form of agreement on hand that was prepared by your lawyer after a discussion of your projects and the issues that are likely to come up. But, that will be costly, and until you are handling projects where the risk of disputes and non-payment justifies the cost, you will probably decide not to hire an attorney. That doesn’t mean that you can’t draw up a contract that will serve you far better than an exchange of emails, particularly if you keep in mind the discussion that follows.  
 
    Remember one thing, though. A contract is like a lock. It serves to keep honest people honest. Just as a thief will break a lock to get what he wants, a shady client will break the contract. So, the most important thing about a contract is who the other party is. So, do your homework on who the client is and whether the client has had issues with other service providers.  
 
    In the world of employment, when you are interviewing for a job, you are in a situation where the employer has all the credibility and yours is limited. They are the ones deciding whether or not to hire you, after all.  However, when it comes to Business to Business (B2B) discussions (as consulting typically is), the process is really more of a two-way street.  It is entirely appropriate and valid for one party of B2B negotiations to ask for references from another of its existing customers and vendors.   
 
    If the client is an established company , the client may have its own form of agreement that it asks you to sign. In that case, the client has paid its lawyers to draw up the agreement to protect it and is often reluctant to discard its “standard” form of agreement and adopt yours. That doesn’t mean that the client’s form of agreement can’t be modified, and you can try to negotiate changes in your favor based on the discussion below. 
 
    Remember, if you come to the table with a contract already prepared, then you both present yourself as credible and have the opportunity to gain advantageous or neutral contractual terms compared to clients who are not as prepared as you. 
 
   
  
 

 Scope of Services  
 
    Your agreement has to describe the work to be done. This can be done in the body of the agreement, but often the work to be done is set forth in an attachment, typically called the “scope of work.” The description of the work to be done should be as specific as possible. It is also important to specify what is not included in the work.  
 
    There are several benefits of including a scope of work.  The scope of work forces the clients to concretely imagine what the finished functionality is going to look like. This is extremely valuable in the selling process. There are several reasons why this is important: 
 
    ●            once people visualize something, they are more likely to get attached to it.   
 
    ●            you are more likely to crystallize something you can visualize; for example, in sports or video games, you are more likely to make a complex maneuver that you visualize beforehand.   
 
    ●            it forces the company to deal with any pending issues that would interfere with the concrete visualization of their vision. 
 
    A scope of services statement should be very high level and describe the functionality principally in terms of the benefit to the user or customer.  Don’t get too specific in terms of features and details: these things are likely to change as you get feedback from the customer or the market.  By keeping things high level and aimed at the benefit and described business value, you can be more likely to ensure you deliver something that keeps the customer happy. 
 
    For example, here’s a good description: 
 
    “The credit system will include the following high-level functionalities 
 
    
    	 transactions (buy and redeem) 
 
    	 display of credits 
 
    	 change rate (credits per minute) 
 
    	 list history of credits” 
 
   
 
    This is specific enough because a lot of clients haven’t fully resolved the issues of interface detail; they haven’t thought about all the specifications, for example.  But, this is enough detail to begin a business relationship where you can properly bill them for helping develop a more detailed specification. 
 
    A description that would be too vague would be: “A credit system for the website”. 
 
    The time when the work has to be delivered will typically be set out in the scope of services. If you commit to delivering the completed work by a certain date and you don’t, you can be in breach of contract. See the section below about “Limitation on Liability” for a way to limit your exposure for failing to meet a deadline. 
 
   
  
 

 Payment Terms 
 
    Obviously, how you will be compensated for your work needs to be spelled out. For example, it could be a lump sum for the project, an hourly fee, or something else (stock or stock options, for example). Ideally, you would be paid up-front for your work, but that is not likely to happen. Consequently, you need to address the payment schedule.  
 
    If the payment is a lump sum, you will want to be paid as you go along (milestone payments). Waiting until the project is completed to be paid increases your risk of not getting paid.  The client may want to see certain milestones are met before making a progress payment. You need to be specific in your agreement as to what the milestones are.  
 
    If you are being paid on an hourly basis, you should specify in your agreement the time-keeping convention that you will use to record time. Although a computer allows you to track time to the second, that’s a silly way to record and bill for time. Typically time is recorded in increments. The increment could be a tenth, fifth, or a quarter of an hour. The idea of an increment is that it includes a part of the increment.  
 
    Here’s an example of how it works. Let’s say the increment is a tenth of an hour (6 minutes) and you spend 10 minutes on the project. That comes to 2/10 of an hour because 6 minutes is 1/10 and any time spent beyond the 6 minutes takes you into the next increment. Therefore, you record 2/10 of an hour and charge accordingly.  
 
    If you are charging an hourly fee, I strongly recommend that you keep time records as you go along. Each and every day you work on the project, you should record the date, the amount of time spent that day and a brief description of the work done during that time. If the client squawks at your invoice and demands to know how you could spend so much time doing what to the client seems “such an easy task,” you will be able to explain what you did and substantiate your claim. Otherwise, you are in a situation where a client who is unhappy about the size of the invoice may believe you are padding the invoice with hours you didn’t work, and that client is likely to refuse to pay the invoice as submitted.  
 
    If you charge on an hourly basis, another thing to set out in your agreement is what you will bill for beyond writing code. For example, if you have to have phone conversations with the client from time to time about the work, is that billable or not? The same question arises as to time spent on email correspondence on the project or preparing reports.  
 
   
  
 

 Getting Paid 
 
    Although you have the right to sue a client for non-payment, that is a last resort. It can be expensive, time-consuming, and uncertain in outcome. Therefore, you want to include provisions in your agreement with the client that will encourage the client to pay. 
 
    Your agreement should say that any rights to the work product, including the right to use it, is conditioned on your being paid in full for your services. That won’t protect you against a shady client, who will go ahead and use the unpaid-for work product anyway, but it is a good lever for dealing with the honest client who has a good faith dispute with you over the invoice or the quality of the work. Expect this to be a subject of negotiation with a client making progress payments.  
 
    Your agreement should say that if payment is not made when due, you are entitled to suspend work, and if a payment is overdue by a specific number of days, then you can stop working altogether, but that the client is still responsible for paying for all work done until the work was stopped. 
 
    Another incentive for timely payment is a reasonable late charge (say, 5% or less) if the payment is late by more than a specified period. For example, you could say in the agreement that the client agrees to pay a late charge of 4% of the amount invoiced if the amount is not paid within 30 days of the date the invoice is submitted. By the way, most businesses expect 30 days to pay, but if you need more frequent payment, you can try to negotiate that. An unreasonable late charge will likely end up being disputed by the client (even if permitted by the agreement) and may not be enforceable in court. So, don’t try to use a late charge as a hammer. And, waiving the late charge(s) is a chip you can use in negotiating with a client who is disputing your invoice. 
 
    Whether or not the client agrees to a late charge for late payment, the agreement should specify that the client will pay interest on the amount due if the client does not pay within a specified number of days of the invoice being submitted. Most states have limits on the interest that can be charged, and the law varies from state to state. In some states, the interest charged on deferred payments for goods and services provided to a business is not regulated and there is no limit. For advice on how much interest you can charge for a late payment, you will need to consult a lawyer or do some research on your own. 
 
    One solution is to provide that amounts not paid within 30 days of invoicing will bear interest at the lower of: (a) 12% per annum (compounded monthly) or (b) the maximum rate permitted by law. That way, if the specified rate (here the example is 12%) is above the legal limit, your interest clause provides that the rate will be reduced to what is legal.  
 
    If the client is a start-up, you are at risk of not getting paid if the client runs out of money. You can’t get blood out of a stone. So, a possible solution is to get one or more of the founders to give a personal guarantee of the client’s payment obligation to you. When a cash-poor business has to choose whom to pay, a founder who has personally guaranteed your payment is likely to choose you over a liability that hasn’t been guaranteed personally. Most people avoid giving personal guarantees, so this might be something that is more likely to be considered when there is a large exposure to loss if you aren’t paid, such as a lump sum payment all due at the completion of the project.  
 
   
  
 

 Limitation on Liability 
 
    If you enter into a contract and you breach it, you can be liable for all the damages you cause. What if you agree to deliver the work by June 1st, but you don’t, and the client misses a business opportunity that costs a lot of potential profits? What if you deliver the work on time, but you fouled up and there is a defect in the work that causes the client a substantial loss? 
 
    The amount of money you charge for your services can be minuscule compared to your potential liability if you don’t deliver on time or make a mistake in the work you do. The solution to this problem is to have a clause expressly limiting your liability for damages, whether for breach of contract or for negligence. The clause should say two things. First, you have no liability for consequential damages. Second, under no circumstances can your liability to the client for breach of contract, negligence, or otherwise exceed the amount of compensation actually paid to you on the project. In other words, the client gets a refund, but you don’t get taken to the cleaners. 
 
    Another clause to consider is one that says that you are not in breach of contract if your delay in completing the work is due to your illness or other incapacity or for causes outside your control (say, a natural disaster knocks out the electricity for a period of time or forces you to relocate).  
 
   
  
 

 Intellectual Property Issues  
 
    While patent law, which protects inventions, can sometimes be involved in the work a consultant does, it’s not common and won’t be discussed here.  
 
    Copyright is a form of legal protection for “original works of authorship.” Software can be a “work of authorship” and so it can be copyrighted. Copyright law is a complex topic, and its application to software is even more complex. Some lawyers practice exclusively in the field of copyright law since it applies to software. What is discussed here is general in nature, and various exceptions and nuances are not mentioned. 
 
    A copyright literally means the right to copy, but it also refers to a body of rights granted by law to copyright owners for protection of their work. Copyright protection does not extend to any idea, procedure, process, system, title, principle, or discovery. Similarly, names, titles, short phrases, slogans, familiar symbols, and listings of contents or ingredients are not subject to copyright. 
 
    Under US law, the owner of a copyrighted work has the exclusive right to copy or otherwise reproduce the work, to make derivative works, and to distribute copies of the work to the public by sale, rental, license, or loan. In the case of audiovisual works (such as movies or video games), the owner of a copyrighted work has the exclusive right to display or perform the work publicly.  In the case of graphic or pictorial works, the owner of a copyrighted work has the exclusive right to display the work publicly (say, on a website).  
 
      
 
    Of course, the owner of a copyrighted work can permit others to copy, modify, or distribute the work, and this is commonly done by license. In some cases, someone who does not own the copyright and who has not been granted a license may be permitted to use a copyrighted work under an implied license. Alternatively, non-licensed use may be legal under the concept of “fair use.”  
 
   
  
 

 Work for Hire 
 
    Who is the “author” of a copyrighted work? If you are an employee, the copyright to the work you produce belongs to the employer, automatically. The employer is considered the author. But, if you are an independent contractor, you’re not an employee. Who owns the copyright then? You do! At least in theory.  
 
    If you’re hired as an independent contractor to produce code and there is no agreement as to the copyright issues, the client probably has an implied license as to what it hired you to produce, but you probably still retain other rights under copyright law. Obviously, if the client is paying for the work, the client wants to own all of it. So, clients who have a standard form of agreement for software coders will specify in their agreement that the client owns all the rights to the work product. On its face, that seems fair. After all, they paid for it, and so they should own it. 
 
    But, when you focus on the practical aspects, there are issues for you to consider. What if in the process of writing the code you produce boilerplate code (say, a website management script or a self-contained class), code that you could easily (and would like to) use over and over again. If the client owns all the rights to your work, you can’t re-use your boilerplate code. So, you need an exception to the provision in the client’s form of agreement that states you have the right to copy, modify, or distribute your boilerplate code.  
 
    But, you may also have written code that is not boilerplate, but that you might like to modify and use on a future project. If you’re thinking that the modified code isn’t strictly a copy, remember that the copyright includes the right to make “derivative works.” So, if you take code that belongs to someone else and modify it, then that’s considered a derivative work. The client will probably be reluctant to let you take the work that he or she paid for and let you use it for a competitor, but the client might be more open to the idea if you agree that your right to make a derivative work of the code if it won’t be used for any software that competes with the client’s software.  
 
    Often, the client’s form of agreement will state that the work you produce will be a “work for hire.” Under the copyright law, that would mean that the client is automatically the owner of the copyright. Software, however, is not subject to the work-for-hire rule (unless it is part of a motion picture or other audiovisual work, such as a video game).  Notwithstanding the fact that software isn’t subject to the work-for-hire rule, many agreements with non-employee coders still state that the work product is a “work for hire.” 
 
    Can you ignore that clause in the client’s form of agreement on the ground that software is not subject to the work-for-hire rule? No. The clause could be construed to be an implied grant to the client of all rights to the software. It wouldn’t be automatic, as in the case of an employee or a work that is otherwise subject to the work-for-hire rule, but it could end up being so, as the result of litigation. And, a client doesn’t necessarily have to go to court to get to that result. When the client’s lawyer starts sending you letters threatening to sue you, are you going to want to spend thousands of dollars for your own lawyer to advise you and to respond to the other lawyer? So, avoid a possible dispute by making clear in the agreement what your rights are. 
 
    If the client does provide you with its form of agreement, you should provide your own. In the typical arrangement where the client expects to be able to use your work product freely, your form of agreement would say that the client has the following rights:  
 
    
    	 A worldwide, royalty-free, perpetual, non-exclusive license to copy your code, to make derivative works based on your code, and to distribute copies of your code.  
 
    	 A right to sub-license others to copy your code, to make derivative works based on your code, and to distribute copies of your code. 
 
   
 
      
 
    If the client insists on owning the copyright, then you would want to retain a license giving you the foregoing rights subject to the restriction that you could not exercise those rights to compete with the sale, lease, or licensing of the code that you created for the client. And, you would want to retain the right to sub-license your code subject to the restriction that you are not permitted to sublicense to others who compete with the client. 
 
   
  
 

 Confidentiality Agreements 
 
    A confidentiality agreement, commonly called a non-disclosure agreement or just NDA is common in the tech field. If possible, limit the scope of the confidentiality to information disclosed to you in writing. That way, you know exactly what is not to be disclosed. Make sure that the NDA does not prevent your reuse of code that you are permitted to (or not prohibited from using) by the copyright restrictions.  
 
   
  
 

 Representations and Warranties 
 
    Some clients will have a form of agreement that calls for you to “represent and warrant” certain things. A representation is an assertion of something as a fact that the other party can rely on, and a warranty is a contractual promise that a state of affairs will exist (or not exist). If you make a representation and warranty that a certain fact is true, then you are liable to the other party if it isn’t (even if in good faith you believed it to be true). In other words, by making a representation and warranty that a certain fact is true, you take the risk that it’s not, and you give the other party a legal remedy if it’s not. 
 
    One common representation and warranty is that the work product you produce will not infringe on any other person’s copyright. From the client’s perspective, they are hiring you to produce something they can use, not something they can be sued for. There are a few issues here, however.  
 
    First, if the client is giving you code to modify, then, at least in theory, you can be sued if the copyright for the code belongs to someone else and the client has no license to copy the code or to create a derivative work from it. 
 
    So, if a client gives you code to modify, you should exclude it from any representation and warranty that you make regarding any liability on a claim arising out of the code the client gave you. In addition, the client should represent and warrant to you that it has the right to copy the code and to create a derivative work from it and that it has the right to authorize you to do so. 
 
    Second, your code might include code that is covered under a Creative Commons license or GNU general public license. In that case, you have to comply with whatever restrictions are imposed by those licenses, and your client will have to as well. If you copy code off someone’s blog, you are copying code that someone else owns the copyright to; you may or may not have an implied license to use it. So, if you are using code that was created by someone else, you have to make an exception for that in any representation and warranty that you give as to non-infringement of the copyright of others.  
 
    Finally, your code may require the use of someone else’s copyrighted software to operate, and you want to make sure that the contract recognizes that.  
 
    Another common representation and warranty is that the work product you produce is original with you. Obviously, if you use code that was not developed by you, you can’t give such a representation and warranty without qualifying it. For example, if you use code that is in the public domain, that is not original with you. If you go on an Internet forum and get help with writing the code, not all the code that results will be original with you. And, if you use code copied off a blog or code that is covered under a Creative Commons license or GNU general public license, none of that is original to you. So, you will have to add exceptions to a representation and warranty that the work product you produce is original with you. 
 
   
  
 

 Indemnification 
 
    If the client’s form of agreement contains representations and warranties for you to make, it will likely also contain indemnification clauses. Typically, these clauses say that you will pay any damages recovered against the client by a third party if you breached a representation and warranty. But, they typically go further and say that you will defend the client if they get sued because you breached a representation and warranty.  
 
    You have to make sure that you are liable for the costs of defense only if it is found that you actually breached a representation and warranty. Some of these clauses would make you responsible if there is a claim that would be covered if you breached a representation and warranty, even if the claim turns out to be invalid. You can explain that you will be responsible if there is the court finds you actually breached a representation and warranty, but that you are not an insurance company and can’t be responsible for defending against claims that turn out to be unfounded.  
 
    If you’re concerned with the cost to defend yourself then can look into acquiring Tort insurance or contract liability insurance, which is usually relatively cheap. We’ve seen it as low as $30 USD per month for up to 1 million dollars in coverage. 
 
   
  
 

 Attorney’s Fee Clauses 
 
    The rule in the US is that the winner in a court case gets his court costs, but that does not include the biggest cost of all, which is the attorney’s fees. The two exceptions to this rule are that the prevailing party is entitled to be reimbursed for his attorney’s fees (1) if there is a statute that provides for attorney’s fees (the copyright law permits recovery of attorney’s fees against an infringer) or (2) there is a contract that provides for attorney’s fees in the event of litigation between the parties. Aside from copyright infringement, typically, there is no statute that provides for attorney’s fees to the prevailing party in a dispute between a coder and a client. The entitlement to attorney’s fees will depend, then, on whether there is an attorney’s fee clause in the contract, that is, a clause that provides that the prevailing party gets awarded his attorney’s fees.  
 
    An attorney’s fee clause is a double-edged sword. You want such a clause if you are in litigation and you win. That way, you are entitled to be reimbursed by the other party for your attorney’s fees. But, you most certainly don’t want such a clause if you lose. Then, not only do you have to pay your attorney’s fees, but you also have to pay the other party’s attorney’s fees as well. Sometimes the attorney’s fees of a party may exceed his recovery on the underlying claim! 
 
    You might think that you are better off with an attorney’s fee clause because, if you have to sue to be paid, you want to get an award that includes reimbursement of your attorney’s fees. But, even if you have a dead-certain, slam-dunk case against the client, actually litigating it could cost upwards of $100,000 if the other party really fights it. That’s money you will have to pay out of your own pocket. If you win, you are entitled to be reimbursed for your attorney’s fees, but the other party might not be able to pay. 
 
    A better approach is to forgo an attorney’s fee clause and instead to limit how much credit you extend to your client. In most states, there is a small claims court in which you can sue without using an attorney. The maximum dollar amount that a small claims court can award varies by state. In California and Illinois, for example, the limit is $10,000 while in New York or Florida, it’s $5,000. If you keep what the client owes from going much over the small claims court limit in your state, you minimize the loss from having to sue the client, and you won’t have to pay attorney’s fees.  
 
    There is another situation in which the attorney’s fee clause is important, and that is when the client sues you. Again, if you win, you want the attorney’s fee clause, and if you lose, you don’t. The absence of an attorney’s fee clause in the contract can discourage the client from suing you, since the amount it’ll spend on attorney’s fees won’t be recovered and that can make the lawsuit not worthwhile.  
 
    Copyright infringement is a statutory violation, and the copyright owner is sometimes entitled by the copyright law to be reimbursed for attorney’s fees. The absence of an attorney’s fee clause is irrelevant (and most copyright infringers don’t have a contract with the copyright owner in the first place).  
 
    If the form of agreement that you end up signing has an attorney’s fee clause, make sure it provides that the prevailing party is entitled to attorney’s fees. Many such clauses are written so that the client is entitled to attorney’s fees if it sues and wins, but you are not if you defeat the client’s claim! Truly a “heads I win, tails you lose” situation. In some states, like California, an attorney’s fee clause is automatically reciprocal, even if written in a one-sided fashion, but this may not be the rule in the state where the case is brought. So, if there is an attorney’s fee clause, in the contract, make sure it provides that the prevailing party (not just the client) is awarded attorney’s fees.  
 
   


  
 




Chapter 7: Making Great First Impressions 
 
    “It's fascinating, and sometimes funny, to read doomsday predictions, but it's even more fascinating to watch what happens to the reasoning of true believers when the prediction flops and the world keeps muddling along.” 
 
    - Elliot Aronson, co-author, Mistakes Were Made (But Not by Me); social psychologist; professor emeritus, psychology, University of California Santa Cruz

This section discusses some of the soft skills required to succeed in the freelance software sales process.  
 
    Making a great first impression will set the standard for your experience with the client moving forward after the first discussion. In psychology, it is referred to as the primacy effect. People will remember your first and last impressions much easier within their memory. If you set the wrong first impression, then you will be constantly battling to redeem yourself to your client. 
 
    However, if you set the right first impression, then you will be fighting a downhill battle. This is much better than having to constantly be assuring the client that you are that person they hoped you were when they hired you. The beauty of this effect is that people don’t like to be proved wrong. If they guessed you were the right person for the job when they first met you, they internally desire to be right about you, so this makes it a downhill battle for you to maintain the relationship moving forward. 
 
    In the book “Mistakes Were Made (But Not by Me)”, Elliot Aronson talks about how people deal with being proven wrong. Even when they were obviously and factually wrong, people's brains will assure them that there were circumstances that made them think the way that they did in the first place and that they are still right “to some extent”. In fact, they are completely wrong - period. This is perhaps the reason why so many couples live for the thrill of proving their significant others wrong. That’s why it’s so important to make sure you make the right first impression - so that the client’s first instinct tells them that you’re great, then it becomes very easy to prove them right by being the great consultant that you are. 
 
    It feels so good to be right, so make a great first impression and let your clients prove themselves right. 
 
   
  
 

 It’s Psychological, Not Personal 
 
    People that you will be working with, like everyone else, will be hardwired to formulate and calculate snap judgments and hasty impressions of you.  When we see something new our brains jump to make a quick decision about what that thing is and whether we should be defensive or open up. It’s not actually something that humans can control. It is an evolved trait. When we used to live in the constant fear of being eaten, we relied on our brain’s ability to know whether or not a cougar was attacking our tribe or a large leaf was just blowing in the wind. The split-second decision allowed us to survive much more frequently. 
 
    Even more interestingly, we make these split-second, preliminary prejudices without even knowing about it! In the book “Emotional Intelligence” by Daniel Goleman, he demonstrates indisputable findings from psychologists around the world that not only are we making split-second, first-impression decisions, but we are even making them without consciously knowing about it. 
 
    In several studies, psychologists tracked brain signals with modern machines to see “fight or flight” responses in patients when exposed to new things. They found that these signals stemmed from the Amygdala, a roughly almond-shaped mass of gray matter inside each cerebral hemisphere. These signals completely bypassed the Prefrontal Cortex of the brain, which is the part that scientists believe processes cognitive thought. The reason this is extremely interesting is that the Amygdala does not handle your consciousness, but has a connection to the rest of your body to perform actions as a result of what it thinks it “saw”. That means that we can be making first-impression decisions and responding physically and emotionally before we have even processed what it is standing before us! 
 
    So, what does that mean for freelancers? That means that first impressions are critically important. Not only do people not like being proved wrong, but they may become biased as to whether or not they should be working with you even before the logical part of their brain has asked you for your name! 
 
    So, don’t let our evolution get the best of you. Make a great first impression. Let’s talk about how. 
 
   
  
 

 How to Make a Great First Impression 
 
    Now that I’m sure you’re convinced that making a great first impression is incredibly important, let’s talk about some easy ways to make great first impressions with your clients. 
 
    First, plan ahead. 
 
    Plan ahead by preparing the things that you want to talk about and the things you want to get out of the first meeting. If it is just to get to know the person, then you should make this clear in advance. If you want to negotiate terms, then say so, in advance.  
 
    People don’t like being surprised by anything, especially if the client knows they’re in a vulnerable position, such as a failing system they have that needs to be updated, or lack of candidates to do his/her job. 
 
    Relax. 
 
    As engineers, we don’t get into very many social situations in our day-to-day lives. When you compare your life to a person who works all day in face-to-face sales, you can probably guess that it’s easier for them to meet people in-person than it may be for you. The key to remember is to relax. Showing that you are nervous may cause the client to throw up a red flag that you’re hiding something. Focus on being great yourself and not on what the other person is thinking of you. 
 
    When you feel good, you look good. 
 
    Watch your body language. 
 
    When we are nervous, we tend to do things with our bodies that we do not notice. In the Ivey MBA program in Canada, one of the top-rated classes simply consists of one where students make conversations with people they don’t know on camera and put themselves in tough situations. Students are then asked to criticize themselves based on the footage collected.  
 
    Almost every student finds that they have a nervous tick of some sort. Jay found that he paces when he is thinking of the next thing to say, and looks away when he thinks about something profusely in first meetings.  
 
    These nervous ticks can be reduced by exposure and training, much like they do in these classes. If you don’t have access to this type of critique, there are suggested alternatives. For example,  you can always simply ask a friend to watch you speak to people at a bar, or simply tell you what they’ve noticed you do in social situations in the past. You’ll be surprised about the things they point out. 
 
    Start off with a high standard of honesty and integrity. 
 
    Your first meeting may seem like a big part of sales, and it is, but you should focus on being completely honest with the client and requesting 100% honesty from your client as well - even if it costs you money. Assuring the client that you are on their team sets them on a path that makes it easier for you to tell them difficult news, such as the fact that they have unrealistic expectations for the project. 
 
    Simplify your story in favor of congruence. 
 
    In early meetings where you are just getting to know the client, avoid saying things that might question your integrity, even if they are true. Let’s say that you sold a small business in the past. In your first meeting with your client, it is okay to mention your business acquisition if it comes up, but if you explain your business acquisition as the biggest thing to happen since sliced-bread, they’ll start to wonder why you’re working for money and talking to them in the first place. Maybe the acquisition didn’t yield that much money, or maybe you just love freelancing so much that you do it regardless of the money, but to the client, they don’t know the answer, so they will start to fill in the blanks with question marks that might not work in your favor.  
 
    To reduce their need to “fill in the blanks” just remember that if you’re going to say something interesting about yourself early on, make sure it’s easy to understand or that you explain every detail that makes your story not questionable in your first impression. 
 
    Here is an example where bringing up your connection in a field could come in use when done properly: 
 
    Client: We need to build something pretty similar to XYZ Co’s product. 
 
    You: Oh, I’m familiar with that company because I was the lead engineer for their biggest competitor a few years ago. 
 
    Here is an example of how not to bring up your credentials: 
 
    Client: We need to build ABC feature. Nobody has ever done it before. 
 
     You: I sold a few businesses in that sector. 
 
    If you must mention your credentials in that way at least elaborate on the transaction as much as you can and tell them how it helps them for you to have had that experience. Otherwise, it’s just a brag. 
 
    Ask questions about the other person. 
 
    Coming into your first meeting with the client, whether it be in-person or over a video call, come with some pre-throughout questions that you can ask. Some of these can be personal for small talk (“where are you from?”, “where did you go to school?”, etc.) but, after a few minutes make sure you start asking about the project. Too much small-talk may be annoying for you, but it’s a great way to help you relax and maybe even relate to the client in a personal way. 
 
    Asking the right questions about the project and the job is a double-edged sword: It not only shows the client that you are diligent enough to gather all the details before making any educated decisions on technology, but it also helps you move the project to the next step of the sales pipeline.  
 
    Also, do not assume anything about the client or project and you will save yourself a headache in the future. It’s easy to ask questions in advance or confirm things you may believe are obvious, but for you looking back at a project that went in the wrong direction because you made a (probably pretty understandable) assumption will be a tough pill to swallow. You’d be surprised with how many skeletons a prospective client will have in their “technology closet,” so keep that in mind! 
 
   
  
 

 Dress for Business 
 
    Dress and appearance can be extremely important to business people, especially for making a satisfying first impression; it can be the difference between charging thousands of dollars a day vs. charging twenty-five bucks an hour. Many people have a prejudice against programmers being antisocial and unable to work without supervision and a bad attire may perpetuate that stereotype. This may be related to the fact that many brilliant “computer people” that are visible in the media look informal and don’t appear not to take direction from others.  
 
    That being said, if you frequently get compliments about your dress attire, then you can probably skip the rest of this section. 
 
    Employee Engineer vs. Consultant Engineer 
 
    When you are interviewing for a job as a software engineer, I actually recommend that you go in a little disheveled: unshaven (or, perhaps, with hair unwashed if you are a female reader), wearing a hoodie that maybe hasn’t been washed, super-recently, etc.  These are the standard garb of the developer “guild”; it signals that you probably know what you’re doing. 
 
    Unfortunately, when you are a consultant, the same rules do not apply.  Not only are you a developer, but you are a business person responsible for delivering a business result.  Therefore, I recommend you dress for business: 
 
    Basic Outfit 
 
    Tips for Both Genders 
 
    ●            All clothing should be pressed, clean and wrinkle-free. 
 
    ●            Wristwatch – you think it’s passé because we now have cell phones?  Nope, wristwatches are a fashion symbol to symbolize “you are always on the clock” and “time is money”: you are here to get down to business and drive results forward without wasting time. 
Smart watches are fine (but, not ideal, unless your client is wearing one, in which case they are ideal). 
 
    Tips For Men 
 
    ●            Wear dress shoes.  Business casual is almost always fine:  Rockport’s Oxford is a great line of shoes that looks fancy, but is comfortable due to its synthetic sole.  It’s especially great for days that require a lot of walking. 
 
    ●            Slacks: get them tailored if they don’t fit.   
 
    ●            Dress socks should match the color of your slacks – don’t wear white socks! 
 
    ●            Your shirt should be tucked in.   
 
    ●            Wear a belt that matches the color of your shoes. 
 
    ●            Dress shirt – with “collar stays” or “cufflinks” if required. 
 
    ●            Dress jacket – your jacket should be tailored and fit you nicely.  Before you meet them, have your jacket buttoned on the middle button.  Once you greet and start talking, open up the jacket: it signals openness and is a valuable body language signal for building trust.  On a three-button jacket, the rule is “sometimes, always, never” where you sometimes button the top button, always button the middle button and never button the bottom one.  On a two-button jacket, you always button the top button and never the bottom one.  Never button all your buttons. 
 
    Tips for Women 
 
    ●            Wear colors based on a neutral color palette (black, navy, cream, charcoal or grey). 
 
    ●            Wool, lightweight wool-blend skirts and pants suits are good.  Skirt length should not go above the knee. If the skirt doesn’t go past your hands while they are at your side, then it is too short.  
 
    ●            All suits and skirts should be tailored to fit just snug, and blouses should be conservative, freshly pressed, and always tucked in. 
 
    ●            White, ivory & cream shirts are good.  Collars should be high and stand up with notches & sharp points.  Sleeves should be long with cuffs. 
 
    ●            Avoid gaudy accessories. Think simple, sleek and chic. 
 
    ●            Wear scuff-free heels or flats in a neutral color. If you go for the heels, don't wear anything higher than 3 or 4 inches.  
 
    ●            Hair and makeup should be groomed, neat, and simple.  As the fashion authority, Lauren Conrad says: "the ballerina bun is the perfect hairstyle for any female powerhouse. It's feminine, yet strikingly authoritative". 
 
    Don’t overdo it, but err on the side of overdressed. 
 
    A tie might be too much.  An over-dressed individual tells me that you are just there to close the sale and don’t know what you are talking about. It’s like wearing too much make-up. That makes people suspicious what you’re hiding.  
 
    That being said, if you’re not sure what level of attire is appropriate always remember that it is better to be overdressed than underdressed. There’s an old story my father used to tell me about a man named John, who worked in a factory as a blue collar worker. John wore a suit to work every day and all the other factory workers made fun of him for it. They would even jokingly calling him “Mr. John” some days.  
 
    One day, the floor manager was not present and the Vice President of the company ran out to the floor in a panic because a new and exciting order had come in from one of the clients, but it needed to be fulfilled immediately. Because John was the only person well-dressed on the factory floor, without even asking, the VP walked right up to John and started instructing him on what to do to fulfill the order. John and his team completed the order successfully and John was immediately promoted to the new floor manager when the VP later realized that the person he was talking to was not the original floor manager. Good on you John. 
 
    The key is to dress respectfully. 
 
    Clients typically are smart enough to know if they’re engaging with a big company or a small company, so you should avoid dressing to deceive. Dress to show respect and seriousness instead.  
 
    Listen and adapt your attire later to match expectations. If they’re wearing dress shirts for meetings, then so should you. If they are not, then it’s time to let your inner Software Engineer shine. 
 
    Lastly, I’ll mention that this dress code also applies when you are doing video interviews!  You may even find it makes you more professional if you are well-dressed when you are doing phone-only interviews. 
 
   


  
 




Chapter 8: Getting Paid 
 
    “Get money, get money like an invoice”
– Tinashe, “2 on”

Invoices are how you get paid.  In this section, we discuss some best practices for handling your invoices. 
 
    In case you don’t already know, an invoice is a list of goods and services for services provided with a statement of the sum due attached. It is how you get paid for the work that you did for a client. 
 
   
  
 

 Invoice Often 
 
    It's important to send your clients regular invoices.  Your invoices should be formal invoices: they should have an invoice number, line items describing the charges, a date, your name, the name of the client, and payment instructions. 
 
    As much as possible, describe the benefits that your work for the client provided.  This helps rationalize the charges and avoids buyer's remorse, wherein clients regret purchasing your services. 
 
    Sending invoices regularly provides several benefits.  Hopefully, you structured your contract with the client such that if they are delinquent in sending payments, penalties kick in.  Therefore, it's beneficial for you to get the clock ticking as soon as possible. 
 
    The secondary benefit is that disputes do occur.  It's possible that a client, after racking up a large bill, experiences either buyers' remorse or displays surprise that your work required so much time and expense.  Sometimes projects get cancelled due to various reasons, including internal politics that may have nothing to do with you. 
 
    You want to nip these issues in the bud: if a client has decided they aren't going to pay you, wouldn't you like to learn that from them after only one business week of work rather than after two weeks, a month, or worse. 
 
   
  
 

 Tracking Time 
 
    I recommend using time tracking software to keep track of the time you spend.  There are a lot of solutions available, but some solutions that I recommend include "Harvest" and "Freshbooks". When you track your time, bill in increments; if a client has demanded your time for a task and it only takes 5 minutes, it's normal and entirely acceptable within the business community for you to round up to an hourly increment (such as .25 or .2 of an hour, which is 15 or 12 minutes, respectively). 
 
   
  
 

 Payment Info to Have Prepared 
 
    (in a computer file easily available through your inbox) 
 
    You should keep a file with your payment information: 
 
    ●            Your EIN or SSN (in the USA, for tax purposes) 
 
    ●            Your wire information: your name, your address, your bank's name, your bank's address, your account number, your ABA routing number, and the bank's SWIFT code.  Be sure to specify who will be responsible for paying the wire fee! 
 
    ●            Your mailing information (if you would like your clients to pay you by cheque) 
 
    ●            Your PayPal information.  Be sure to specify who will be responsible for paying the PayPal fee! 
 
    I would like to add one note about cheques.  Unfortunately, it is all too common to experience clients who write cheques that bounce.  Therefore, you will have to wait a few days after you deposit a cheque; see if it clears, and then the client's transfer of funds (and fulfillment of their end of the agreement) is complete. 
 
    An official bank cheque is less likely to bounce than a normal check, but unfortunately, there are cases where clients forge checks; this risk is more likely when dealing with someone over the internet whom you haven't met and verified in person. 
 
    By the way, just because a client has a nice website doesn't necessarily mean that they are going to be honorable in dealings.  Clients ask for references, but it's also acceptable for you to ask for references from your clients.  A client with a sterling reputation will be willing to provide such information; a client who's hiding something will balk and perhaps respond by acting offended and indignant. 
 
   
  
 

 Payment Terms 
 
    In your invoices, and in your contract, be sure to include your expected payment terms.  Ideally, you should set the terms; it’s okay to ask for aggressive terms such as “net 5”, which means that the business must pay you within 5 days of receiving your invoice.  Larger businesses that tend to have a separate accounting department will often have standard net payment terms that they adhere to, and due to their size, they may have negotiating leverage over you (e.g. “all of our contracts have these payment terms and we can’t make an exception”).  In general, everything in life is negotiable, but sometimes it’s best to take the path of least resistance. 
 
    If you have built up a track record with a client who is paying you on a delayed payment schedule, then there is something you can do in order to get paid sooner.  The first possibility is just calling up the accounting department and asking very nicely and very politely for them to pay you sooner.  When you remember that you are dealing with a business, but also, really, with individual human beings, you can open doors more smoothly. 
 
   
  
 

 Invoice Factoring 
 
    The second possibility is something called invoice factoring.  There are firms that specialize in buying out invoices from you; they give you a large percent of the money owed, in advance, and then collect the balance payment from your client on the normal schedule.  Some solutions include kabbage.com and bluevine.com.  
 
   
  
 

 Working with Startups 
 
    Working with startups versus established companies and agencies will be a common occurrence for many freelancers. While working with startups can be fun and exciting, you’ll quickly learn that it comes with the disadvantage of the risk of not getting paid. In order to manage this effectively, you must do a few things that we’ll talk about here. 
 
    Expect to get paid later. 
 
    Firstly, set your expectations to getting paid later. An accounting professor at any university will tell you “CASH IS KING”, but for startups cash is not only king, it’s the queen, the Senate and much more. Even cash flow positive startups will manage their cash-out transactions to keep as much cash as possible in the company. Unfortunately, that means that if your payment terms are to get paid within 30 days of the invoice date, expect to get paid on the 30th day. 
 
    Consider alternate payment terms. 
 
    If you ever think that you may not get paid for work you did, start thinking of other ways you may be willing to accept payment. For example, let’s say that your client is 30-days overdue on an invoice for $5000. If the company is having cash-flow issues, but you’re confident that the company will be around by next year, why not offer them financing to pay for their $5000 as $600/mo for 12 months. 
 
    A traditional CFO would look at that and say “that’s crazy, that’s a 44% interest rate!!” however to a startup that might be lucky to get any kind of financing it may seem like a reasonable term. If you do choose to do this sort of financing make sure to cover all your bases. I recommend taking credit card details, so you can automatically withdraw monthly cash. This can also be done with PayPal or similar payment systems that connect to most major bank accounts around the world. 
 
    If you do decide to go down this route put together a simple “payment agreement” so that you and the other party understand what the monthly payments will be and how they will be made over what time, as well as the consequences if the client misses a payment or decides not to pay. 
 
    Taking equity as your payment. 
 
    This is a tough one. Most companies won’t give shares to outside parties, but they’ll consider giving stock options. The main difference is that shares are simply ownership of a company today, and stock options are the option to buy shares at a preset price. This is mainly because shareholders are harder to manage versus stock option holders, and shares also may come with an annual capital gains tax. 
 
    Nonetheless, the most common issue with accepting equity is the concept of valuation. Particularly when you’re dealing with a founder, you’re going to get a highly biased valuation of the company. Obviously, the owners of the company are going to say “this company is worth millions!!”.  
 
    The best thing to do is to ask a friend or third party for a valuation of the company. If you’re accepting equity as payment it is reasonable to ask for the company’s financials and history, so you can make an informed decision. After all, you’re trading real money for theoretical money.  
 
   
  
 

 Dealing with Clients Who Don’t Pay 
 
    After a client doesn't pay an invoice, you might see one of a few different patterns of behavior.  Some clients might outright refuse to pay, other clients might go radio silent, and others might lie about sending payment ("the check is in the mail" or "the wire transfer was already sent; the bank is processing it" are both common lies). 
 
    Before we dive into solutions, I would like to reiterate that these types of issues can be avoided entirely if you ask for money up front in the form of a retainer.  Try to get a retainer. 
 
    Because you're a sophisticated consultant and not just a run of the mill freelancer who is winging it, you have a contract.  Your contract likely specifies or implies that your work is work for hire, and it doesn't become the client's intellectual property until money transfer and payment has settled. 
 
    Prevent buyer’s remorse by reinforcing value. 
 
    Once the client receives the work you completed, point out the business value (future revenue potential, scalability, how it compares to other systems, etc).  This forces you to ensure that you did deliver business value, so it’s ultimately in your best interest, a true win-win perspective.  The client, therefore, gets to mentally account for the business value you delivered, and it puts your payment rightfully in perspective. 
 
    Deny access to unpaid services. 
 
    You can withdraw or deny access to web services if you have self-hosted them; after all, they don’t become the client’s property until the client renders payment.  I absolutely recommend consulting with your lawyer before you invoke this maneuver; however, it can be an extremely powerful lever in dealing with unfair, greedy clients. 
 
    Clarify and deny access to ongoing services. 
 
    Ask your client whether they intend to pay you. Whether you choose to continue working or not can be informed by whether your client even says they intend to pay you.  No response is a no, by the way. 
 
    Manage negative emotions. 
 
    You may think this is generic advice and you want to skip this section.  Maybe you’ve already been told about meditation and the benefits of meditation before.  Give us this one paragraph; read it before you skip this section:  inevitably, clients will stiff you on a payment.  The normal human reaction to this is to either get angry or upset.  These emotions are wildly useful from an evolutionary standpoint, but extremely unhealthy for business – not managing them properly will cost hundreds of thousands of dollars or more.  Meditation is just one tool to manage these emotions; exercise is another one.  Convinced?  Read on.   
 
    When a client stiffs you on payment, it is understandable and normal to get emotional: to feel sad, to feel betrayed, to feel cheated, to feel angry, to feel confused, to feel shocked, and to feel panicked.  All of these are normal feelings.  Unfortunately, acting or displaying these emotions is rarely productive.   
 
    The first thing to do, once you learn to recognize this feeling, is to take five minutes and be most productive by meditating.  Rarely is it beneficial to you to take advantage that five minutes spent meditating is not five minutes you could have used to otherwise give you the upper hand; in other words, an ounce of prevention is worth a pound of cure here.  Meditate. 
 
    Here’s a simple meditation: focus your attention on your breathing.  Feel how the air comes in through your nose and out through your mouth.  Pay attention to the details of your breath and how it affects your physiology.  Just to be sure, make sure you can take at least five, deep, thoughtful breaths. That’s it! 
 
    Seek mediation. 
 
    Mediation, however, often results in outcomes that are more favorable to the buying corporation, than the selling consultant, so if you are dealing with an especially high-value deal, litigation rather than mediation, is in your best interest. 
 
    Leverage lawyers when it comes to it. 
 
    Nassim Taleb, the philosopher, has penned an aphorism: "the most impotent threat is a verbal one".  In other words, saying "I'm going to call my lawyer!" or "See you in court!" are much less effective than a simple inquiry email coming from your lawyer's domain name – much more intimidating to a weasel client. 
 
    A great lawyer is worth their weight in gold.  The reason great lawyers bill in excess of $400 per hour is because they're worth it.  I once had a lawyer who charged me $2,000 to settle a dispute with a client; I was upset at how expensive it was, but when the client gave me a $17,500 bank cheque, I decided it was completely worth it. 
 
    A bad lawyer will nickel and dime you and stroke your ego, charging you all sorts of fees for their valuable advice, but will not deliver results. 
 
    Do your due diligence on your lawyer.  It's okay to ask for references; check their Martindale-Hubbel rating, and do some Google searches to see what other people are saying about them.  Don't just trust their own website: anyone can hire an SEO pro these days, even bad apples.  If you can, find lawyers that your colleagues have personal experience with.  A lawyer is someone you need to place a lot of trust in, so it’s worth doing some work to find a good one. 
 
    Unfortunately, unless you are dealing with matters in excess of $50,000 to $100,000, it is rarely cost-effective to initiate a proper lawsuit; however, in your contract, you should have a clause that deals with disputes.  A good clause will specify that in the event of a conflict, the prevailing party will be entitled to their lawyers' fees in addition to any monies owed and damages. 
 
    Settle in court if you must. 
 
    Generally, claims that are settled by arbitration go in favor of the client, whereas claims that are settled through court litigation are more likely to favor the consultant or service provider. 
 
    Small claims court is an option, but it is stressful and cumbersome to navigate the process, and there is also a limit to how much you can collect. 
 
    Big corporations are no stranger to lawsuits; it's entirely common for a big corporation to have all kinds of pending litigation at all times.  People break contracts all the time; that's why there's a huge legal industry.  The threat of a lawsuit is much more real to a startup: specifically, it can impact their ability to finance (through a venture capital round, because a deal may get killed in the due diligence stage).  It can also kill their ability to get acquired (the deal could get killed in the due diligence or closing stages).  Play off of the founders' greed in order to collect what they properly owe you for the work you performed! 
 
    Think about using a collection agency. 
 
    Another way to collect a debt from a lame client is to hire a collection agency.  There are law firms that specialize in retrieving debts; they usually include a lawyer and a team of agents who will phone up the client.  The best part of dealing with a collection agency is that many of them are entirely happy to work on a performance fee arrangement: there is no charge to you up front (except for maybe a small deposit, refundable if they do not succeed) and if they collect the debt for you, they are entitled to a reasonable commission.  I've seen fee schedules that ask for up to 35%; that may seem steep, but remember that 65% of your invoice is a lot better than nothing at all. 
 
    Seek tax relief for unpaid invoices. 
 
    If you are working with an accountant, you should also talk to your accountant about the possibility of getting some tax relief for clients who don’t pay invoices.  Although it’s better to get a cash payment for services rendered, if the client is dead, you may be able to get a tax deduction, significantly easing your tax burden. In that unlikely, unfortunate event, you may also consider seeking money from the deceased’s estate. Contacting the executor of the will may help you to retrieve some or all of what you owe.  Don’t feel bad about it, people owe what they owe alive or dead. 
 
    On that note, let’s talk about tax. 
 
   


  
 



Chapter 9: Must-know Tax Tips 
 
    “In this world, nothing can be said to be certain, except death and taxes.”
- Benjamin Franklin, 1789

Managing your tax obligations will lead to making more money. 
 
    We must provide a caveat for this section: it is truly geared only toward USA citizens.  If you live outside the USA, you may read it and find it inspiring or valuable in that you may be able to consult with an expert in your area to implement ideas.  For example, in many non-USA legal jurisdictions, you may be able to write off the balance from a client who hasn’t paid.  So, therefore, our main recommendation here for non-USA residents is: “skip this section if you’re in a rush, but if you aren’t, read it for ideas, and then definitely find a local tax expert as an advisor for your consulting business”. 
 
    Firstly, let’s get something clear: Nowhere am I advocating that you ever perform any kind of tax evasion or commit any kind of tax crimes. This is, not only irresponsible, but it is also dumb. Don’t do it. 
 
    Now, with all that being said, there are some ways you can effectively reduce the amount of tax you pay as a freelancer – tax avoidance, as opposed to tax evasion.  Let’s talk about those. 
 
    Making less money is better. 
 
    The most important tax-reducing tip you need to know is that the less money you make in profit (revenue - expenses), the less taxable income you will have in North America. This may seem obvious to you, but it is something that is easily forgotten when you’re boasting about your huge income statement. Tax time is not a time to be waving around all the money that you made. You should be much more proud about the money you didn’t make. For this reason, private companies often have different financial reports that they show to prospective investors than the ones they report in their year-end.  
 
    Write-off Everything 
 
    Okay, don’t write off everything, that’s not legal, but always be thinking about what can be expressed as a business expense. As a small business, it is not hard to argue to the government that something is an expense and required for you to perform your job effectively.  
 
    Example 1: Without Write-offs 
 
    Let’s consider this very basic income statement: 
 
    [image: ] 
 
    Example 2: With Write Offs 
 
    Let’s look at how we could use our expenses to reduce our taxable income and end up with more left-over cash at the end of the year: 
 
    [image: ] 
 
    In the second example, you were left over with $5,250 more than the first example by effectively reporting less net income. This example, of course, assumes that: 
 
    
    	 You have a home office with an internet connection. 
 
    	 Your laptop is used for work. 
 
    	 Your car is used to get you to client’s offices and for other work-related things. 
 
    	 You met with some clients or vendors on your flights. 
 
   
 
    All four of these things are not hard to prove. 
 
    Be ready for a big tax bill at the end of the year. 
 
    Since you are likely self-employed doing freelancing, then you will be required to pay income tax on all your income during the year-end. This can really add up to a lot of money depending on how much money you’re making and you should be prepared to pay it or suffer the severe consequences of the IRS. 
 
    In Example 2 above, you would have had to pay $22,750 in taxes at the end of the year. This is a lot of money for most people, so you should be ready to make the payment when it is time. 
 
    Consider paying tax vouchers. 
 
    In the USA, the IRS requests that you pay monthly quarterly tax vouchers if you are self-employed to avoid a large tax bill at the end of the year. You can obtain these forms from any accountant or on the IRS website. If you decide not to pay these vouchers quarterly in advance, then you may be charged interest on the outstanding balance of your tax liability at the end of the year. 
 
    Uncle Sam always finds you. 
 
    The USA is one of the only countries in the world that will tax you on your worldwide income. That is, even if you make money in a different country and then later come back to the USA, then you are still taxable on that outside income in the state that you are in last. 
 
    Look for tax treaties. 
 
    Some countries have tax treaties that allow you to pay tax in the country that you did the work in and avoid double taxation. An  example of this is such an agreement between Canada and the USA. These two countries have a treaty that allows you to pay tax in Canada during your stay in Canada and pay tax in the USA during your stay in the USA. 
 
   


  
 





Chapter 10: Communicating Effectively 
 
    “The art of communication is the language of leadership.”
- James Humes, former US presidential speechwriter.

You might be surprised how often clients choose to hire you based on your ability to communicate with them rather than your technical knowledge.  In fact, if your client isn’t a former or current software developer themselves, it’s almost certainly the number one factor in the hiring process.  
 
    Effective communication can make or break your deals. It can be the difference of a fantastic relationship and horrible one. It’ll make the difference between a project well done and a happy client that refers you many more projects to come, or a lawsuit at your door, unpaid invoice, and terrible review. For these reasons, I believe that good communication is a critical cornerstone to successful freelancing. 
 
   
  
 

 Proper Spelling, Capitalization, and Punctuation 
 
    It is imperative that all communication to the client use proper spelling, capitalization, and punctuation.  Even if the client decides to be informal and casual, such as through abbreviating “you” to “u”, using proper punctuation denotes a level of respect that you are bringing to the table.   
 
    Even if you feel the client is being impolite by abbreviating, respond by being polite and using proper punctuation.  “In the way you do anything, you do everything”: the way you pay attention to correspondence shows the client how you will pay detailed attention to their work. 
 
    Perfect attention to mechanics also gives you more credibility; the higher your credibility, the more you can charge.  And, many clients who have no basis or skills for evaluating a developer will instead evaluate on superficial things like grammar, spelling, promptness, and sincerity in responding to email. 
 
   
  
 

 “I” vs “We” 
 
    The usage of “I” vs “We” (or vice-versa) in your everyday communication can make a massive difference in your tone and personal interaction quality. I find that developers, especially ones in nations where the average pay is less than North America, struggle to understand the value of the correct usage. Let’s discuss it a bit here. 
 
    Clients aren’t stupid. 
 
    Don’t try to deceive your clients. If you’re a 3-man team, say so, feel proud and boast it. Don’t try to be a massive team. It is the QUALITY of your work that matters, not the size of your team. That’s why I know plenty of people getting paid $150/hr and know far fewer 10-person offshore teams getting paid that same rate. 
 
    The thing to always keep in mind is that humans are extremely smart at picking up on deception. This is an evolutionary trait that allowed us effectively work in a herd. 
 
    So, saying "we" when you're really just an "I" can cause a potential client's subconscious BS-radar to flare up and that will kill the deal. 
 
    Become a sumo wrestler. 
 
    Have you ever wondered how Sumo wrestlers manage to knock down their opponents that have so much weight? Have you ever tried to push a large person? I bet you won’t get very far. The trick to Sumo is to use the opponent’s weight against them. 
 
    The same principle applies in the freelancing business. The value you provide as a freelancer is that you are nimble, quick, smart, and agile. Sure, the client can go hire a set of IBM engineers to do the same work, perhaps even for a comparable rate, but their team will never match your ability to be agile. They boast having access to a massive set of resources, but it’s not hard to convince your client that the resources they provided will overwhelm the client and slow them down. 
 
    Sincerity matters. 
 
    When something breaks, and trust me - it will, take ownership. What does this mean? Well, let’s explore the two ways you could respond to a client telling you something broke on their system after you deployed a change: 
 
    Option #1: “We are looking into the issue and will contact you shortly when we have a solution. It is our team’s top priority.” 
 
    Option #2: “I’m incredibly sorry that this has happened. I’m going to take a look right now to fix the issue and make sure it never happens again. You’ll hear back from me shortly.” 
 
    Which option would make you less angry? Well, if you’re like 95% of people then Option #2 probably makes you feel so much better. We, so often, have to put up with calling tech support centers that never seem to really solve our problems that leave us scarred. Knowing that there’s a real human being on the other side of the line makes an incredible difference. 
 
    People don’t care how much you know until they know how much you care. 
 
    To a large company, your client is just one client out of many. To you, a dedicated and ambitious freelancer, that client may be all you have. This matters so much. Losing this client will affect you greatly. Don’t hide that fact from your client. 
 
    Vulnerability makes you human, and in turn, makes you significantly more likable. As a manager of your own business, being likable by your client is very important. Tell your client how important it is to you personally that they do well in their business and that they like your work. Tell them that you appreciate their support and appreciate the patience and understanding that they give you when things don’t work out as expected. Tell them “I appreciate your patience a lot” (even though many times in my experience, they lack that particular trait).  
 
    When to Use “We” 
 
    Generally, the best time to involve the team in your discussions is when you’re taking credit and there really is a team involved. This shows humility. Let’s look at two ways we could respond to a client saying that they really liked your work: 
 
    Option #1: “Thanks, I’m really good at this stuff!" 
 
    Option #2: “Thank you, I’ll relay your thanks to the team!” 
 
    Option #2 seems much better, doesn’t it? Even if the work really was just you, it never hurts to give credit to others. It will never make you seem worse. Option #1 seems awkward and arrogant. 
 
    The client is part of your team, so at minimum, you always have at least two people who did a good job when a project succeeds. You and your client.  
 
   
  
 

 Summary 
 
    As long as you remember the following things, you won’t have to worry about “I” vs “We” and the language you use will just be a matter of semantics. 
 
    ✓ Be Honest
✓ Sell your team size as your advantage
✓ Be Sincere
✓ Show Clients You Care
✓ Distribute Credit Evenly 
 
   
  
 

 Communicating with the Client 
 
    “Better to have short pencil than long memory.”
- Ancient Chinese proverb 
 
    Write everything down. 
 
    The first thing you should always keep in mind is that if it is not written down, then it basically didn’t happen. Without writing something down that both parties can see, then you get into a he-said, she-said battle, and that never, ever ends well. Consider the following situation: 
 
    ** On Monday, June 7th**  
 
    Client: “When can you get this XYZ task done?” 
 
    You: “I’ve got a few things I need to finish by Friday, so let’s aim for next Tuesday, June 15th.” 
 
    Client: “OK” 
 
    ** On Monday, June 14th ** 
 
    Client: “Why isn’t that XYZ task done yet?” 
 
    Let’s hope that you wrote down somewhere in an email what you told them. If you didn’t, then you might as well take the blame for it now because arguing that the client is wrong is a slippery slope to nowhere valuable. 
 
    Communicate important engineering decisions. 
 
    If you’re not sure of the best technology for something, don’t hide it to avoid looking like you don’t know what you’re doing or that you are less skilled than you are. Research the options and tell the client that you are on the fence and why. List out the pros and cons of each alternative, and the consequences and remedy strategies that you forsee. In some cases, they may be able to offer insight and help you come up with a better decision.  
 
    In the worst case, if you end up going with the wrong technology at least you’ll easily be able to back to the client later and tell them about your mistake they will fully understand, and even often share some of the blame since they felt like they were part of the engineering decision in the first place. On the contrary, if you make a technology decision mistake (and you most likely will because nobody can predict the future with certainty) and you did not discuss with the client when you made the decision, then the blame goes 100% on you and they will question your judgment moving forward because they were not part of the decision to go with that technology. Communicate your major engineering decisions.  
 
    Setup processes that make communication easy. 
 
    Use programs like Basecamp to make communication easy between multiple parties. Another good program to use is Slack for group chat and announcements. Email can be effective as well, but it is slow and sometimes hard to search through all the discussions with other clients or unrelated communications. 
 
    When in doubt, communicate. 
 
    If you’re ever wondering “hmm, should I tell the client ___” then the answer is almost always, YES, tell them. I have never run into a scenario when I thought to myself “hmm, I should not have communicated that to the client”. Over-communication is better than under-communication when it comes to freelancing.  
 
    Communicate deadlines at risk. 
 
    If you’re coming up on a deadline and you’re noticing that the work is much more involved and time-consuming than you first thought, then make sure to communicate with the client as soon as possible of the possibility.  
 
    If you do this, then in the worst case they will be a little upset (and they’ll get over it), but ultimately you won’t lose their trust when you hit the revised delivery date. In the best case, you’ll surpass their expectations and get things done before the revised delivery date and you’ll look like an all-star. 
 
    Don’t go “ghost”. Factor in social and emotional needs into your timelines instead. 
 
    Going “ghost” is when you stop responding to all messages from your client for a short period of time. I’ve seen this extremely often among freelancers, even when working with other freelancers as if those other freelancers are not smart enough to realize they’re getting a taste of their own medicine. 
 
    Developers typically go ghost when they are embarrassed about the amount that they actually accomplished before their deadline and they’re too occupied with something else at the time to do any “quick updates” that make it seem like they did a lot more. This can be due to many things, including straight up “not feeling like it” when the time comes to do work that you committed to. 
 
    The fact is that software engineering is not a continuous process. We need breaks. We need to think about other things. We have families. We have social needs. We have other clients. Good clients will understand this, so going “ghost” to avoid explaining how you messed up expectations is not giving your clients enough credit. So, why put yourself in that position in the first place?  
 
    I’ve noticed that going “ghost” means that you likely didn’t plan your committed timelines accurately. This can be due to many unforeseen factors, but usually, we avoid telling the client the real reason because we’re embarrassed to say it. Nobody wants to go back to their client and say “I didn’t finish the project on time because I got hooked on the new Game of Thrones season”.  
 
    The only solution is to start factoring in your social and emotional needs into your timelines and be honest with yourself. If you have a pub crawl this weekend, but your client wants something by Monday, say “no” unless you are planning on skipping the pub crawl. If it’s your anniversary this Wednesday and your wife/husband doesn’t like you working during your time with them, then don’t commit to something. Or, simply if you have been working non-stop for the last 4 weeks, don’t block up this weekend completely with work. Take the weekend off to do something different. 
 
    If you plan for your emotional and social needs, then I can promise you that you will thank your future self for not giving-in to your client’s deadline pressure and for allowing yourself to have fun. You’re only human after all! 
 
   
  
 

 Managing Expectations 
 
    Expectation management can make the difference of whether or not you are viewed as a pain in the butt to the client or a hero to the client. The truth is the client and yourself will often make mistakes in estimation and execution. Compensating for these errors makes a massive difference in the quality of work you will be able to provide. 
 
    Underpromise and overdeliver. 
 
    If something looks like it’ll take 4 hours, then estimate 6 hours, tell the client 8 and complete the task in 4. In the worst case, you’ll do the task in 8 hours and meet the client's expectations. In the best case, you’ll do it in 4 hours and look like a hero to the client. I can guarantee that if you consistently underpromise and overdeliver, you will see the client constantly coming back with a smile. 
 
    Buffer your timelines, then buffer them again. 
 
    Timelines aren’t really effective for agile development, but if you have to provide one, then you will want to ensure that there is at least a 50% buffer between when you think you can do the work and when you say you can complete the work. I can guarantee that your estimates will be wrong, everyone’s is to some degree, and when that happens, you will need to have to room to breath. 
 
    Value clients who communicate effectively. 
 
    I’ve worked before with clients that would explode if you missed one deadline. These clients are generally not the best types of people to work with because they don’t understand that coding is a moving target in the freelancer world. I recommend that you try to educate the client, but if that doesn’t work, there are plenty of fish in the sea. 
 
   
  
 

 Politeness 
 
    As much as it pains me to need to write this, I am going to take a break from our normal programming to talk about etiquette.  When dealing with prospective clients, always be polite...to a fault. What do you do in the face of impoliteness or rude behavior? Act polite and gain respect.  
 
    Although the community might seem large, you are going to run into the same contacts again and again; people talk, and because lots of communication is digital nowadays, it’s very easy for evidence of bad behavior to spread like wildfire.   
 
    In addition, life is long.  If you have a bad encounter with someone, it’s likely to have long-term consequences.   
 
    I’ll give you an example:  I was once interviewing a potential contractor to subcontract some work.  I asked him some technical questions, quizzing him on the behavior of the programming language we were using.  After a few questions, he said “This isn’t the way I like to do business” and hung up the phone. I was embarrassed. A much better response would have been something like “Unfortunately, I don’t feel like this is a good fit, but thank you for the opportunity”. Maybe he felt that I was wasting too much of his time by asking him too many technical questions, I cannot really ever know.  
 
    The reason that being polite when you decline a project is incredibly important is because while the project you’re being pitched on today may not be for you, it may be for you in a few months when things don’t go your way. Also, sometimes the project is not for you, but the same client comes back later with a project that fits much more with what you want a short while later. Jay and I have both on many occasions gracefully passed on projects that were offered to us only to have the same client reach out again the following year with another project proposal that was much more appealing. So please, please, please: be polite.  Especially, when you have the upper hand. 
 
   
  
 

 Building & Maintaining Relationships 
 
    “People may not remember exactly what you did, or what you said, but they will always remember how you made them feel.”
- 1991 book by H. Jackson Brown Jr. to Maya Angelou 
 
    Michael Scott, Steve Carrell’s character on NBC’s hit comedy The Office, was celebrated as being comedically genius through his quixotic and idiosyncratic nature: he was remarkably self-aware, and yet, he said idiotic things that flew in the face of social convention.  At times, he was keenly observed by members in the fictional office to be “some kind of secret genius”.  So, let me share one of his most valuable quotes: “Business is the most personal thing there is”. 
 
    At the end of the day, why are you reading this book?  Why are we writing this book?  Yes, maybe you want to develop yourself professionally, and maybe we want to make a difference in the world.  But why?  Maslow’s Hierarchy of Needs tells us that there are five core human drives:  
 
    
    	 Drive to acquire: which includes physical objects, status, power, influence, and fame. 
 
   
 
    
    	 Drive to bond: this means to feel valued and loved by forming relationships with others, either platonic or romantic. Think restaurants/conferences/dating services and companies that promise to make you attractive/well-liked/highly regarded. 
 
    	 Drive to learn: meaning to satisfy our curiosity or to develop our competence/skills. 
 
    	 Drive to defend: we have a need for home security, insurance, martial arts, and legal services. 
 
    	 Drive to feel: which means finding new sensory stimulus, emotional experiences, pleasure, excitement, entertainment, and anticipation. 
 
   
 
    People go and spend countless hours setting up complex social systems: businesses, organizations, writing books, making TV shows, making art, and so forth, and at the end of the day, but according to Maslow it can be all reduced to wanting to satisfy one of these core human drives. 
 
    If you satisfy your clients’ core human needs, then you are going to be an invaluable resource to them and they will not replace you.   
 
    Anybody can be respectful without being obsequious, and that will immediately meet a core human need. Don’t fall into the nerd trap of puffing your chest because you have a superior knowledge of technical details.  Respect your clients by communicating to them in the language they understand…money.  
 
    In general, try to escalate your relationship with a client or potential client based on what the most appropriate way is for meeting one of their needs.  This is based on how much you know about the client and how well you know them; don’t go too fast.   
 
    At the beginning of your relationship, it may suffice to do something subtle like sending a client a link to an online article that you believe would benefit them. This is low-risk and offers a good benefit, servicing the drive to learn.   
 
    As you get closer to the client, you may find appropriate ways of satiating their other drives.  Each person has a different mix of what drives them most and what is important to them.  Part of your responsibility as a high-value consultant is attuning yourself to what deeply drives your client, and finding where they actually need help (or, servicing them where they’re already strong, helping them become even stronger). A good consultant should be able to help with what the client wants, but a great consultant understands their clients enough to satisfy what they need. Your success from being a great consultant is what makes the business truly personal. 
 
    Focus on solving problems, not writing code. 
 
    Whether you write code or not is irrelevant if you can’t solve the problem your client is coming to you for help with. In fact, when you think about it, you’re not really being hired to write code, rather you’re being hired to solve problems for the client’s business. 
 
   
  
 

 Freelancing is a Relationship Game 
 
    Relationship building is an extremely important skill in the business of being a freelancer.  I don’t want to be too robotic, but it’s an asset to be good with people, and it provides many benefits.   
 
    Clients who like you will: 
 
    ●     Be more likely to recommend you to their network 
 
    ●     Be more likely to give you more work in the future 
 
    ●     Be less likely to dispute your invoices 
 
    There is a business principle that it is 10 times cheaper to keep an existing client than to sign a new one.  For every client you find, you probably spent a significant amount of energy prospecting.  So, let’s keep your clients happy through relationship building! 
 
    Catering to Emotional Needs 
 
    Sometimes your clients may request your feedback on their personal issues.  If your client is complaining about their girlfriend or boyfriend and you can suggest a helpful solution, provide it. The point is that helping a client solve problems outside of the scope of the work that is committed to show that you are focused on helping them and builds trust. When you help your client emotionally, this goes beyond doing them a favor. Humans remember emotional effects a lot longer than simple tasks. 
 
    Tread lightly when catering to emotional needs and be authentic at all times. Sometimes just listening is enough. Not all complaints need a solution. 
 
    Send thoughtful and sincere messages. 
 
    Send thoughtful emails not related to the business you’re contracted for.  For example, let’s say your client happens to be a big fan of astronomy (as a personal passion).  Start monitoring some of the top astronomy social media feeds (find via Reddit, kottke.org, twitter) and if there’s ever some great content, email it to your client with a thoughtful sentence or two letting them know you were thinking of them. 
 
    Send Thank-you notes.  This is so important!  Use nice stationery and a nice stamp; hand-address the envelopes and sign the notes yourself.  Tell them that you are grateful for the business, and enjoy working with them, and look forward to the powerful combination of your collaboration going forward.  You should do this in your own words with honesty.  Because, if you can be sincere in your expression of gratitude, it will go a long way. Thank-you notes are a wonderful touch.  Go buy nice stationery today.  Do it now. 
 
    Treat your clients. 
 
    Treat your high-money clients to sporting events.  This gives you and the client an opportunity to build some rapport outside of the work environment; outside of the office, alcohol flows more freely, people let their guard down, and sometimes even more productive conversations can be had.  Spring for the nice seats – this is a gift that your client will appreciate because it’s not something that they would buy for themselves.  And, it’s a socially acceptable excuse, even for a workaholic or a super committed family person, to stop working for a while, so people tend to say yes. 
 
    Pick up the tab whenever you go to coffee, drinks, breakfast, lunch, or dinner.  If the client asks to pay, just say “You are the client; it’s appropriate for me to treat you” and if you really need, you can add, “It’s a business expense; it helps me with taxes”.  Be sure to save your receipts!  Paying for a meal causes a little bit of a pain for even rich people; everyone likes something free.   
 
    It’s just part of our human psychology. 
 
   
  
 

 Think Long-term and Multi-degree 
 
    Frequently, I receive referrals from people who I worked with almost 10 years ago. Both I and the other party have changed roles, moved to other companies, moved around the globe, learned so much - and yet, we somehow find a way to work together.  
 
    One of the most common qualities that I observe among smart people is that they keep other smart people in their social circles. You become a product of the network you spend time with. This doesn’t mean you have to be best friends with them. It just means that you should be keeping people around you who you value as smart and keep them connected to you on your social networks like LinkedIn, Facebook, and Twitter.  
 
    When you think about the relationships you keep, think multi-degree.  This means that you should not only think about your first-degree network, but also think about your second and third degree networks.  
 
    Never burn bridges. 
 
    Sometimes clients do terrible things, like fail to pay you properly or expect unrealistic things from you. In the end, you should always remember that while you may never want to work with them again, they’ll still talk about you after it’s all said and done. Do you want them to speak terribly of you, or do you want them to tell others how you worked well with them in a tough time? A bad referral from a crappy person isn’t anything to worry about and may not be completely avoidable, but if you can have 100% positive references, then you never have to worry about who your next client asks about you. 
 
    In freelancing, when it rains, it pours.  When you’re busy, somehow, clients can sense that you’re performing at a high level and will start reaching out to you.  Perhaps this is due to the interconnectedness of the social media age.  Either way, as a freelancer, you can often be in this type of situation: 
 
    Chain of events 
 
    
    	 Start working on project for client, “Peter”, at $40/hr. 
 
    	 You are halfway through the project when “Ritika” sends you an email and offers you a project at $80/hr… 200% of your current rate.   
 
    	 You don’t have enough time for both Peter and Ritika.  You think: why would I waste my time at $40/hr when I could be making double?  You start rationalizing: Peter is difficult to deal with.  Ritika’s project has a bigger impact on the world.  And so forth. 
 
    	 So, you drop the news to Peter that you will no longer be working on his project and suddenly stop all communication and development.  You start working with Ritika, and soon you are richer than ever. 
 
   
 
    This is a terrible, shortsighted business practice.  It’s been done to me and honestly, I’ve done it as well.  It was a huge mistake. 
 
    Although sometimes you will come across a client who is understanding, people have memories like elephants: they never forget.  The best way to handle this situation is to candidly tell your former client that you have come across an opportunity that you need to take, but you are going to be there to handle the transition 100%.  And, do that; make short-term sacrifices in your personal life in order to truly create a smooth transition for the client. 
 
    
    	 Document your code.   
 
    	 Search your network and help find potential replacements.   
 
    	 Bring the new hire up-to-speed.   
 
    	 Give a huge discount on your last invoice, too—you’re going to make up for it with your next gig, and the client is going to incur costs  (time and money) as a result of the turnover.   
 
   
 
    The software industry is, ultimately, small; after ten years of active freelancing, you will find that you are 3rd-degree-connected (or closer!) to almost everyone.  Although doubling or tripling your hourly rate can be a huge, short-term win, not leaving one’s old client on good terms will be incredibly costly and damage your future prospects beyond measure.   
 
    


 
   
  
 





Chapter 11: Freelancing Part-time 
 
    “How to have your cake and eat it too.” 
 
    In this section, we’re going to talk about being a freelancer part-time (less than 40 hours per week). Being a part-time freelancer means that you have other commitments on a full-time basis while you are freelancing. Full-time commitments may include school, taking care of children as a stay-at-home parent or even a day job. 
 
    While this section is worth reading for perspective part-time freelancers that are holding day jobs as well as part-time freelancers that are not holding day jobs, it is focused on the situation where you are occupied during the “daytime” with other work. 
 
    Before reading this section, it might be helpful to read your full-time employment agreement. 
 
   
  
 

 Costs and Benefits of Part-time Freelancing 
 
    There are lots of benefits to freelancing part-time versus full-time. Let’s talk about them here. 
 
   
  
 

 Advantages 
 
    Reduce your financial risk. 
 
    As a part-time freelancer, you have the benefit of a consistent source of income in addition to your freelance income. This means that you don’t have to worry about many things others may have to worry about; such as paying for your mortgage or getting kicked out of your apartment. This is by far the most common reason to keep your full-time job and do freelancing on the side. 
 
    Attain additional income to buy nice things. 
 
    A full-time engineer’s salary is pretty good. Most software engineers that I know are considered “upper middle class”. To many people, that’s enough. You’ll get a decent car. You’ll get a decent house. You’ll go on vacations periodically.  
 
    But, what if you want to get a Porsche? Or, what if you want to pay off your student loan in less than 10 years? What if you want to take your wife/husband to Turks and Caicos, or buy him/her that really nice piece of jewelry? Well, that average salary of $80,000 in the USA isn’t going to cut it in those cases. 
 
    So, let’s say you’re making all of your other payments from your full-time work 9-to-5. At $100/hr, if you take up only 10 hours of freelancing per month you’ve added an extra $1000 per month in income. That may be enough for you to finance a fancy Porsche or go on that fancy vacation after a few months.  
 
    In the book The Book on Rental Property Investing, the author Brandon Turner talks about the way to reach $1000 per month of extra income. Turner estimates 2-3 houses purchased and rented after a ton of research, risk, and cash invested to reach that amount of additional income. While I realize that rental income is supposed to be passive income (though many property managers will say it’s not that passive) if you do enjoy programming, 10 hours per month looks a lot better than having to buy 2-3 houses on top of your current house and maintain them. 
 
    Build secondary skills. 
 
    Do you have a passion for sales and marketing, but you’re really good at programming, so you do that for a living? This situation happens to many people who are smart, that have diverse interests. When you are interested in doing other things, but don’t have the background or the desire to do those things full-time, then part-time freelancing may be a great way to build those skills outside of your full-time office hours.  
 
    This can actually become of value to your day job as well (if you hold a day job) since you will be able to apply these newly found secondary skills to your day job without the company having to pay for your training or giving you the time off. 
 
    Who knows, you may just find that you’re really good at those secondary skills and decide to have a career change! 
 
    Learn the latest technology. 
 
    Unfortunately, most companies that are established can’t afford to switch to the latest and greatest technology every time it comes out and they end up building some tech debt that you are constantly working on reducing. Part-time freelancing may give you the opportunity to learn about and use these new technologies outside of time your full-time employer is paying for. This in itself may give your full-time job the benefit of having someone with experience in the new technology in-case they decide to make the switch. 
 
    You won’t upset your coworkers by overachieving. 
 
    Some companies have cultures that support people going home at 5 pm. If you’re like me, you have the capacity to work much more than 37.5 hours per week. Unfortunately, working overtime hours on a salary will set the standard at your work that others should do the same. This can annoy a lot of people that may want to go home to their families or other commitments. Freelancing part-time may be a good way to work your 9-5 while still giving an outlet for you to “do more”. 
 
    Leverage a creative outlet. 
 
    In many programmer full-time positions, you don’t really get the opportunity to be creative. If that’s the case for your daytime occupation then part-time freelancing may be your solution. When you are a freelancer you have the option to pick up gigs that give you a lot of creative freedom. 
 
    It can be a win:win for your clients. 
 
    Many small businesses cannot afford to hire a full-time software engineer for their day-to-day or small tasks, but as a part-time freelancer you can take on these “smaller” roles. Full-time freelancers may see these gigs for 10 hours per month as too small, but for a part-time freelancer, they may be perfectly suitable. 
 
   
  
 

 Disadvantages 
 
    While part-time freelancing does have a ton of benefits, it also has a lot of disadvantages versus full-time freelancing. 
 
    You risk losing your job. 
 
    If you’re working a full-time job while you’re part-time freelancing you will be in a constant state of potential job loss. If your full-time job is communicative, you will probably see the signs that you are risking your job loss far in advance. This is especially a major issue if you are working in the country on a visa (such as TN or H1B in the USA), since the loss of your job may result in your deportation. For people with families, that’s a big risk! 
 
    The best advice I can give for this is to: 
 
    
    	 Always prioritize your full-time job in the event of emergencies. 
 
    	 Work on making yourself “unfireable” by learning as much about parts of the organization and technology that many others don’t know. 
 
    	 Set proper expectations for your day job deliverables and always deliver. If you think you’re falling behind, you probably are and should consider reducing your freelance commitments. 
 
   
 
    You may run into intellectual property conflicts. 
 
    While any work that you do for your clients will belong to your clients, you will always need to think about whether or not the stuff you’re working on conflicts with the intellectual property you are creating, designing, or collaborating on in your day-job. In this event, you may be liable for the legal implications. We’ll talk a little bit more about managing intellectual property in this chapter. 
 
    Projects will take longer to complete versus full-time freelancers. 
 
    Many clients may have projects that they want to be completed within a short period of time. As a part-time freelancer, these may not be for you since you will only be able to commit a small part of your time (hence “part-time”).  
 
    A project you quote at 200 hours may take you 4 months, versus a full-time freelancer that could do it in 1.5 months. At the same rate, this is a big disadvantage you will have versus full-time freelancers. There’s really no way around it other than to alter your offering to provide value in other ways. For example, you may consider lowering your rate due to reduced availability. More than likely, you will just need to avoid these major commitments. 
 
    Conflicts of interest may come up. 
 
    At any time during your day job, if you are working on something that you may gain a part-time freelancer advantage, you’ll be faced with a conflict of interest.  
 
    The general rule is to refrain from connecting your part-time freelancer life to your full-time life, but we will talk about this a bit more later on in this chapter. Your full-time job should get your first priority.  
 
    Certainly never use company hardware and tools to do your consulting work, especially since some companies monitor employee devices. 
 
    You may upset your coworkers. 
 
    If your coworkers find out that you are part-time freelancing while you are employed full-time, this may upset them. Some may not understand your position or understand how you are capable of working so much and still managing to deliver the same amount of value at the same salary they are getting.  
 
    Whether it’s simply a mean co-worker or an envious one, it is best to avoid these situations by keeping your part-time work confidential. We’ll talk more about that later in this chapter. 
 
   
  
 

 Does Your Day Job Allow it? 
 
    Before even considering part-time freelance work while you're employed full-time, you need to make sure that your employment arrangement allows you to do it legally. If you disclosed that you have a consulting company before you started work at your full-time day job, then you’re probably in the clear.  
 
    If you did not disclose your consulting business before you started your full-time position, you may still be in the clear, but your situation will be a lot more complicated. First, you should consider telling your employer that you want to do part-time freelance work. Do this in writing and don’t treat it as a big deal. Make it clear that it won’t affect your day-job performance and you will continue to strive to overdeliver value to the company, and that the company will always be your #1 priority. 
 
    I’ve never been in a position where I had to do this, since I always disclosed my consulting business, so I am limited in what advice that I can give. That being said, I can’t really see your employer being accepting of your request to do part-time freelance work outside of office hours. After all, what’s in it for them? If I had to guess what they’d do, I’d say that they’d delay as long as possible. They would be very slow to respond and avoid explicitly telling you that you can or cannot do it. The only time I can see an employer allowing you to do it free willingly is if they know that by saying you cannot do it, they are risking having you leave the company. 
 
    Assuming that you didn’t disclose your consulting practice before joining your full-time company, and assuming that your employer doesn’t give you the thumbs up to do part-time consulting, then your last, very risky option is to just do it confidentially. I don’t recommend doing this if you care about your full-time job, but I suppose if you’re able to do it effectively without affecting your day job, then what they don’t know can’t hurt them! 
 
   
  
 

 Intellectual Property 
 
    Your employment agreement probably has a clause in it that says that everything you do while employed on salary belongs to the company that you work for. If it does not say anything about owning all intellectual property conceived, then you are in the clear. If it does, you may still be in the clear. The reason you may still be in the clear is that many companies will ask you to sign away a lot of rights, but what they’re asking for is not really enforceable. Though an employer may say that they own everything that you create during your time employed, it’d be really hard to argue that in court if you follow the following tips: 
 
    
    	 Never use your employer’s hardware or services to get your part-time freelance work done, and definitely don’t ever write code for your freelance career on your full-time employer’s computer.  
 
    	 Never do part-time freelance work during your full-time office hours or in the full-time job’s office building. 
 
    	 Invoice your clients with meticulously written line items that contain what was conceived during the hour blocks you’re billing for. Since consulting arrangements usually mean whatever you make is owned by the client by default, being specific about what you conceived is extra valuable. 
 
    	 Avoid leaving any trace of communication or data on your work computer. Use your phone and your own devices whenever possible to communicate with and manage clients. 
 
   
 
   
  
 

 Time Management 
 
    If you’re working a full-time job or have full-time commitments (such as school), you will learn to get really, really good at time management. You’ll need to plan your days and weekends right down to the 30-minute interval. If you have a family, you will need to make time for them all the same. This gets really challenging, but by doing it effectively, you will become better at living your life.  
 
    We won’t get into a lesson on effective time management in this section.  I recommend reading First Things First by Stephen Covey and Organize Tomorrow Today by Jason Selk and Tom Bartow if you want more help with managing your time effectively.  We also have some information in the “Productivity” chapter. 
 
   
  
 

 Keep it Confidential 
 
    Regardless of your situation, you should keep your part-time consulting life confidential from your workmates. In my experience, workmates don’t like thinking that their co-worker is doing other things on the side. Of course, this depends on your co-worker and work environment, but it would be wise to assume they should not be proactively told about it unless you’re prompted. 
 
    If you’re in school full-time, then you’ll want to keep your freelance career private from your classmates as well. The last thing you want is them blaming you for a group assignment not getting completed on time. The time to bring up your part-time freelance career is only when looking for jobs if you decide not to go full-time freelance after you graduate. 
 
   
  
 

 Don’t Mix The Two 
 
    While part-time freelancing and your full-time work life may seem like they have a ton of “synergies” you should always avoid mixing your day job intentions with your part-time freelancing intentions. The main reason to keep them completely separate is that it makes it easy to distinguish what intellectual property belongs to whom and reduces the likelihood of conflict arising when there is uncertainty. 
 
   
  
 

 Leverage Tax Write-offs 
 
    In most countries including the USA, Canada, and the UK, if you’re running your own business part-time, you’re eligible for write-offs such as home offices (as a % of your rent/mortgage) and travel expenses. This can effectively multiply your part-time freelance earnings. 
 
    See the Tax Tips section for more tips on managing your tax effectively. 
 
   
  
 

 Have Fun! 
 
    This seems like a cliché, but it’s actually really important. You need to make sure you are having a ton of fun if you are part-time freelancing. Avoid gigs that are unenjoyable to you or that you don’t find interesting. 
 
    This is extremely important because you will get burnt-out very quickly if you are working effectively 2 jobs and not enjoying both of them. When you are having fun it easy to do part-time work after working full-time or going to school full-time.  
 
    When you truly enjoy your freelance work, then it feels less like working on the weekend and more like a replacement for playing video games or watching TV. The only difference is that you’re getting paid to do it. 
 
   


  
 



Chapter 12: Going Back to a “Regular” Coding Job 
 
    "So the consulting life isn’t for you right now? No problem. You can always come back to it in the future." 
 
    Going back to a regular software job, once you’ve been a freelancer and consultant, is straightforward.  In my experience, there is little-to-no career risk.  There are some challenges, however. 
 
    The first challenge is dealing with them asking you “Why do you want to go back to full-time employment?”  There are a few possible ways to answer this, but the most politically correct answer is: 
 
    “I am passionate about code and building things, and I felt that when I was self-employed, I spent too much time finding clients.  I am ready to find a position where contributing every day is possible, so I can focus on my strengths, which are engineering, teamwork, and communication, rather than sales and marketing.” 
 
   
  
 

 Interviewing 
 
    When you go back to the full-time gig, you are going to need to interview again.  Now, in another section, you were advised to “dress for business” when you were doing consulting.  If your inclination is to take your newfound fashion abilities to the next interview, please swallow your pride: you should dress like an engineer dressing-up rather than a businessperson dressing-up.  You don’t want to throw any red flags. 
 
    Also, avoid spending too much time talking about all the time you spent working on the business-side of your freelance consulting career. Although your experience as a freelance software consultant is very valuable for any programmer position, you don’t want to give the employer the impression that you were spending your entire time running the business instead of building great software.  
 
    Do, however, mention how you fulfilled requirements end-to-end and how you spoke to clients and delivered exactly what they needed efficiently and accurately. This will differentiate you from other candidates that may not have the freelance developer experience that you bring to the table. 
 
   
  
 

 Day-to-day Differences 
 
    The main challenges you should be aware of are internal.  When you go back to FTE status, you are either going to be taking on less responsibility or more responsibility.  There is little middle ground. 
 
    After you have been independent, and you go back as an individual contributor software engineer, you are going to be principally responsible for writing code.  Your skills in sales and client management are going to transfer somewhat, but they will not be invoked in your day-to-day life, and they will not be part of your identity. 
 
    As long as you can swallow your pride on this matter, you should be okay. 
 
    The flip side of the coin is that you may also now be qualified for more senior, management-level roles. 
 
    Are you ready to take on that kind of responsibility and provide leadership? 
 
    It’s up to you, but I hope so. 
 
    We all do. 
 
   
  
 

 Dealing with Clients that Want to Convert You into FTE 
 
    A great contractor who regularly performs, delivering value for the business, provides quality code, takes responsibility and initiative, communicates effectively, and generally is excellent to work with will naturally appeal to a business and make the business want to convert the contractor into a full-time employee. The benefits to them are obvious: they pay you less, they don't have to police and enforce your hours, they get you dedicated for 40 hours a week, and if the business is acquired, they get paid more since the value of the company is higher as a multiple of each competent engineer. 
 
    Almost always, such an arrangement is not in your best interest.  Your effective hourly rate as a consultant will be much higher.  Equity in a startup can be clawed back or not released if you are terminated before you properly vest; even worse, you can be diluted or elbowed out of a money-making deal by a venture capitalist whose preferred stock is more valuable than yours. 
 
    The upside is almost entirely to the business; they decrease risk and increase upside, while increasing your risk and offering you only minimal upside. 
 
    Sometimes, the way a client will try to dance you into employment is by praying to your softer and compassionate instincts: "we're running low on cash"...."our investors won't release money to use to pay your high hourly rates"... "we need you" ..."don't you want to be part of a team?" 
 
    Sometimes, they will be a little bit more aggressive; I once had a client who refused to pay my invoice unless I converted to FTE status.  They postured like they were going to provide me a "generous" signing bonus by paying my invoice; really, they wanted to avoid paying what they agreed to in exchange for value delivered.  And, the fact that they wanted to keep me around speaks volumes to the fact that they valued the work I had performed! 
 
    Whatever the strategy by the client may be, the most important thing to keep in mind is to weigh out your value to stay as a contract versus joining them. If the value you get to be a FTE isn’t more than or equal to the value you get as a consultant, then you probably should continue your career as a freelancer. 
 
    BATNA 
 
    The best way to defend against clients who want to trap you in employment shackles is to have a BATNA or Best Alternative To No Agreement – in other words, have another source of income, so you don’t become totally dependent on them.  Get paid up front with a retainer.  Be prepared to pursue legal action to collect your invoice.  Be prepared to withdraw your code and intellectual property.  But, most importantly, have multiple clients and multiple streams of revenue. 
 
      
 
    I would like to bring up a sales maxim: Always Be Prospecting.  There is a bit of a sales cycle in software consulting; for every client you try to sign, there will be lost prospects and clients who disappear.  Not every prospect will be responsive to you. 
 
    Therefore, study the client acquisition channels discussed elsewhere in the book.  Make a commitment that you will always be hunting for new business, at least one or two hours per week, especially when you are super busy, successful or even swamped with work. 
 
    And, here's a big one: don't tell your clients that you have other clients unless you are asked.  And, don't tell them who they are.  Your clients may try to collude in order to manipulate you, to cheat you out of your rates, and to force you to accept worse terms in your dealings.  If you need a logical reason for withholding information, just tell them that you are honoring your confidentiality agreements, and thank them for their integrity in respecting contracts. 
 
   
  
 

 Going Back to Freelancing 
 
    The best piece of advice I can give you is to maintain your contacts while you’re working full-time. You may even get new clients while you’re employed begging for your help on a project. Keep these contacts and be polite in your responses (and definitely respond in a timely manner).  
 
    If you do this, then you will more than likely be able to go back to freelancing easily after leaving your full-time job. 
 
   


  
 



Chapter 13: Additional Resources 
 
    Here are some additional resources that are worth your consideration: 
 
   
  
 

 Books and Soft Skills 
 
    These books are highly recommended by Jay and I:  
 
    ●            How To Win Friends and Influence People by Dale Carnegie 
 
    ●            Influence by Robert Cialdini 
 
    ●            First Things First by Stephen Covey 
 
    ●            Organize Tomorrow Today by Jason Selk and Tom Bartow 
 
    ●            The Personal MBA by Josh Kaufman 
 
    ●            Getting Things Done by David Allen 
 
    ●            Personal Development for Smart People by Steve Pavlina 
 
   
  
 

 Code For Cash 
 
   


  
 

 After writing the book and having conversations with many early readers, I (Zack) felt motivated to help our readers find success beyond just the book. For that reason, I built a paid service to find freelance programming jobs: Code For Cash.  Sign up for the free trial at https://codefor.cash/signup 
 
      
 
   


  
 





Chapter 14: Ending Note 
 
    Thank you so much for reading this book. Your support and feedback are hugely appreciated in helping more prospective freelancers find their dream careers or existing freelancers improve their existing careers. Feel free to send thoughts and feedback (or even just a quick “hello”) to 
 
    zack@codefor.cash 
 
    and 
 
    jay@wellfounded.ca 
 
    Now go forth, prospect some great clients, help create strong value, put yourself out there, don’t be afraid to fail, and do an incredible job of making sure your clients are successful.  You’ve got it in you to do phenomenal things.  Just the sheer fact that you have read this book all the way to its conclusion shows your dedication to be successful. 
 
    We’re rooting for you!
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Appendix C. Why Consulting? 
 
    “Choose a job you love and you’ll never have to work a day in your life”
- Confucius 
 
   
  
 

 Freelancer or Consultant? 
 
    When I speak in reference to the distinction between freelancer or consultant, I would like to emphasize that the consultant takes responsibility for his or her impact on the business, whereas the freelancer tends to simply fulfill a discrete requirement. 
 
    For example, if you asked me to build some code that would change the background of a page according to the time of day, that’s more of a freelance task.  But, if I change the background of the page in order to optimize the amount of sales your business gets, that’s closer to consulting.  However, in the real world I have found that things are often a hybrid of the two, but if you deliver more value, you can charge more, and clients will be happy to pay you higher rates.   
 
    Now, I’m going to do two things.  First, I’m going to address some of the risks involved with this line of work.  Then, I’m going to try to talk you into this kind of work. 
 
   
  
 

 Challenges of Freelancing 
 
    Like any other career, freelancing comes with a lot of challenges. The challenges require more responsibility. Here are a few challenges to consider: 
 
    ●            You have to communicate, developing influence within the organization and its partners without necessarily being there on site.  
 
    ●            You have to deal with clients who don’t pay, therefore your income stream is less reliable.   
 
    ●            You have to pay for your own insurance, both health insurance and any business insurance you decide to get.  
 
    ●            You have to create your own social life.  
 
    ●            You have to own failures 100%. There is nobody else to blame when a project fails. If you built it a certain way and it’s buggy, then guess who the client is going to point a finger at? Even if it is not your fault, guess who’s going to potentially lose? 
 
    ●            You have to deal with the challenges of incorporation, accounting, quarterly taxes (in the US), and a separate bank account.  
 
    ●            Finally, you have the big challenge of hunting clients, probably the most important part, because without them there is no work and no payment and your consulting business is dead!  Eventually, there is the challenge of hiring people to replace you, but that is outside the scope of this book. 
 
   
  
 

 The Rewards of Freelancing 
 
    Freelancing comes with a huge set of rewards. I’m sure you’ve heard of some of them and that’s probably why you decided to pursue this career path in the first place.  
 
    Freedom 
 
    The largest reward of freelancing is a tremendous amount of freedom.  No other job gives you full control over your time, even when compared to being the CEO of a company. 
 
    ●            You don’t have to show up at an office and wake up at a specific time.   
 
    ●            You don’t have to have as a boss who may be someone you may perceive as being beneath you.   
 
    ●            You can move from city to city if you’d like.   
 
    ●            If you are feeling inclined, you can work much longer hours and get paid much more money.   
 
    ●            You can work on new entrepreneurial ventures or devote time to hobbies at your will.   
 
    ●            You can build your self-esteem in an incredible way through a feeling of independence and control in your life. 
 
    Money 
 
    The average Senior Software Engineer’s salary in Austin, TX is $120,000 USD/year. That’s pretty high. Now consider that the Senior Engineering Consultant charges at $120 USD/hr. That’s $234,000 USD/year working 8 hours per day. If you’re choosing your projects right, you’ll probably enjoy doing more than that and start seeing closer to $260,000-300,000 USD/year. Suddenly your parents aren’t mentioning that you didn’t become that doctor or lawyer anymore.  
 
    And, that’s not even considering write-offs (see Tax Benefits below...). 
 
    Autonomy 
 
    Do you want more work?  Take on more work. 
 
    You want to take it easy for a while and spend time with the family? Pull back your available hours. 
 
    When you’re freelancing, it’s your call. Working full-time you’re committed to a minimum number of hours and deadlines that are tied to other people’s commitments that you probably didn’t choose. You’re in charge of your life when you’re a consultant. 
 
    Tax Benefits 
 
    In the USA, we have a very pro-small business country; take advantage of that!  If you are self-employed, although you will have to pay self-employment tax, you can also benefit from expensing lots of your meals, your internet connection, your cell phone bill, and your rent. 
 
    The tax law varies by region and as such, I recommend you talk with a trusted tax advisor or accountant to help you structure your business in a tax-efficient way.  What you are allowed to deduct may depend on what sort of legal entities, if any, you are conducting your business through.  Because of this, it can make sense to spend $450 on filing an Articles of Incorporation with the state and getting an EIN, so you can receive more than $450 worth of tax deductions –– see what I’m saying?  (The number $450 is just a made-up example, but you can often incorporate inexpensively if you deal with the state’s division of corporation directly, rather than hiring a lawyer.) 
 
    Another reason to talk to tax advisor is that once you make the transition to being self-employed, in the USA, you may have to begin making quarterly tax payments. A good accountant can help you navigate this transition in a stress-minimizing fashion. 
 
    More Responsibility 
 
    As an independent, you will suddenly have more responsibility.  In this section, I am framing that as a good thing.  Did you know that in the legal statutes in the USA, the word “employee” used to be written “servant”?  That is a change that didn’t occur until the 1970s.  So, if you were someone’s employee, you were their servant.  And, there was a long history of common law, and social and political philosophy and thought, dating back to the time of Aristotle, in which the master was charged with the responsibility for the servant or slave’s wellbeing.  The latin doctrine of respondeat superior, or “let the master answer” for wrongful acts that an employee committed under their employment, speaks to this, as just one example of many.   
 
    Today, you can see it plainly in the workplace: employers try to provide a social life for you, advertising their weekly happy hours or weekend trips together as a key benefit.  They provide health insurance.  However, if you are self-employed, you must go get your own health insurance.  You must build your own social life. I am not going to teach you how to find health insurance; the laws are always changing, and the information will be dated before we know it.  Go get your own health insurance.  
 
      
 
    It’s your life and it’s your choice. You are responsible for yourself as a freelancer. 
 
    Social Life 
 
    You’ll almost never hear from a freelancer “I can’t attend that event because I have to work on that day”unless they are deliberately trying to avoid the event or perhaps managing their own time ineffectively. The fact is that as a freelancer you have a much more flexible work schedule than a full-time job and you can balance that with a strong social life. You may have to take the odd call or answer the occasional email or two during your outing, but you can enjoy saying ‘yes’ to more event invitations. 
 
    You will, however, be required to take on more responsibility for your own social life as a freelancer as it will not be provided to you in “fun and mandatory company parties”. Here are some channels that have worked best for me, as a self-employed person looking to network and meet friends: 
 
    ●            Bars
Going to bars and doing whatever it is you were going to do at home on the computer, but instead on the computer at a bar or on your phone, is a great way to put yourself in a situation where you are forced to talk to people.

Obviously, this is not appropriate at every bar; some places, you will seem quite odd and it will be socially unacceptable.  However, in major cities, there are a lot of bars where this sort of behavior is explicitly encouraged.  For example, if the bar provides WiFi, it’s a good bet that you can go with your laptop, phone or tablet and be totally normal. 

You can search on Yelp (or whatever yellow pages, web directory is fashionable these days) to filter bars that have WiFi.

I personally met my best friend at a bar in New York City around 3 am; we were both hanging out on our phones until we started talking. 
 
    ●            Coffee shops
Basically, the same thing as bars, except during the daytime and without alcohol.  If you go frequently enough, you will make conversation and you will meet people.   
 
    ●            Sports
Sports are a great channel to meet people.  In New York City, I’ve met quite a number of pals by hanging around on the basketball courts, looking for pick-up basketball games.  I also joined a recreational league to meet people.  However, a funny story about that:  I joined the “Zog Sports” “competitive” basketball league.  Don’t join the “competitive” league if you are looking to meet people.  Although I was fortunate to be drafted onto a winning team that made it to the league championship, everyone was also competitive in their work life and eschewed the customary after-game drinks in order to hustle back to the office. 

My college also has an alumni group that plays softball in the park during the summer.  I recommend you check and see if a similar resource is available for you.  I found it’s a great way to meet people in low-pressure setting.  Softball is like bowling; every so often, you have to go up to bat, so there’s an activity to fill any silences that arise in your conversation. 
 
    ●            Meetup groups
Whatever you’re interested in, there’s probably a meetup for it available on Meetup.com.  In another section, I discuss how meetup is also a good networking and client acquisition channel; however, I encourage you to pursue your interests through Meetup groups and meet like-minded people.  People are more likely to “click” if they share commonalities, so a mutual interest (and a common location, since you’re both attending the same-locale meetup group) brings a potential relationship off to a great start.

There are also regular Hacker News meetup groups (they’re unofficial; do some searching in order to find out if there’s one in your city).  We also discuss Reddit meetups in another subsection here. 
 
    ●            Reconnecting with old friends
On LinkedIn and Facebook, you can filter your network by city in order to find out who you know in a particular city.  If you don’t already have a complete profile, follow the instructions that the social networking sites present in order to fill out your page, then go and “add” people whom you have met and liked throughout your life.

I bet you will be surprised and discover someone whom you had no idea was living in the same city as you.  It happens all the time, even if you’re not a social butterfly!
  
 
    ●            Local Subreddit
Go find the subreddits on www.reddit.com that cater to your city’s community.  Make an account, and subscribe, so they are in your default feed.  There will often be a separate subreddit for city-specific meetups, so be sure to add that one to your subscribed reddits list, too.  If you stay tuned, you will eventually find a meetup announcement or a meetup request that feels intuitively appealing to you.  Send a message, either on the thread or via PM! 
 
    On Romantic Relationships 
 
    Although relationships are not mathematical, so I don’t like talking about them as if they can be attained through some sort of algorithm, I believe that being a freelancer makes it much easier to be in a current relationship or pursue a new relationship.  
 
    Because your work schedule is much more flexible, you have more flexibility to go on dates. Because you don’t have a boss looking over your shoulder, you can chat with your prospective significant other to get to know each other more as well.  
 
    As needed, you can control your work schedule and the amount of time you want to invest in your freelancing to supplement for needs in your relationship. This is generally not always attainable in a full-time job and almost certainly not attainable working on your own startup. 
 
    I can think of at least two people that are, as of writing this book, in relationships that were started during a freelancing career. I recall one of them telling me how he was averaging two first dates per week, which was aligned to his goal at the time to meet more women after ending a long relationship.  
 
    Another friend of mine just announced that he will be marrying his boyfriend that he met during freelancing. Today, he works as a full-time engineer at a company, but I’m certain his flexible freelance career played a major part in allowing him to find his life partner. 
 
      
 
   
  
 




Appendix D. Step-by-step Guide to Finding Your First Client 
 
   


  
 

 How to Use This Section 
 
    If you follow this 30-day plan, you will build an authoritative web presence and you will have a formula for attracting clients.  You can repeat it ad infinitum once you complete the initial 30-day stretch – it is a business playbook. 
 
    Start slow, with one exercise per day.  But, do it thoroughly.  Put in the extra effort.  Go the extra mile and do each day’s exercise with vigor.  If you do too much, you aren’t going to make a regular habit, practice and routine out of this, and your efforts will not be as prone to success. 
 
    Once you finish the 30-day cycle, repeat from the top. Introduce your own variations for each day’s exercise, and make the routine your own.  This is a routine that, in your life as a consultant, will ultimately never end.  You’ll always be prospecting. But, the good news is that it will deliver you results and you will ultimately end up saturated with work.   
 
    But, even when you’re super busy, remember: you’re never too busy to be prospecting.  Thanks, good luck, and remember: have fun! 
 
   
  
 



Day 1: Update LinkedIn 
 
    Update your LinkedIn profile: 
 
    ❏  Make “[Your Name] Consulting” a new employer.   
 
    ❏  Make your title “Principal” or “Consultant”. 
 
    ❏  Make your headline “[your areas of expertise] consultant”.  For example, in the past, I might’ve used “facebook apps consultant”. 
 
    ❏  Make a list of your previous employers.  Search each one on LinkedIn and go find your ex-coworkers.  Visit their profile, so your new headline appears on their visitor's list, then send them an invitation.  (If you haven’t been employed before, skip this step.) 
 
    Complete your profile until LinkedIn says you are an “All-Star”; take their automated advice, in addition to the proactive steps outlined in this section. 
 
   
  
 



 Day 2: Build A Blog 
 
    Make a website.  It should be [your name].com.  Try to get a .com instead of a .net a .org or one of those new fancy top-level domain names.  A dot-com will convey the most credibility, despite all of the advances in search technology that claim to put .ninja and all the others on equal footing. GoDaddy is fine as a registrar; you are welcome to find another one if you disagree with its controversial politics. 
 
    You can use plain HTML, Squarespace, or whatever you feel most comfortable with.  I like to make DigitalOcean droplets because I’m more of a power user and I like as much control and granularity here, after all, this is my strong suit, but feel free to use any web host.   If you are comfortable with Linux, sign up for DigitalOcean here to get a $10 credit: [https://m.do.co/c/f8a7ea2d0793]. But you can actually apply to Microsoft BizSpark (as your freelancing business!), get Azure platform credit, and generate a VPS using their services.  It just takes longer. 
 
    You know all those “make a website using a WYSIWYG, What You See Is What You Get, drag-n-drop builder” tools?  You know how they’re allegedly for non-technical people?   
 
    You’re building a business now.  When it comes to a website, it’s all well and fine to geek out if it’s enjoyable to you, but remember: that’s not what’s paying the bills.  The main mission with your website is having something (a) attractive and (b) credible to whoever’s going to be signing your checks, which likely isn’t going to be other developers. 
 
    If you really have no idea what to use, use SquareSpace. 
 
    On your website, put a simple ad in text.  It should have your name, your LinkedIn, your email address (you can wrap various characters in new HTML tags to foil email scrapers: for example, zachar<span>y</span>burt<b>@</b>gmail<span>.c</span>om – this way you don’t annoy your prospects by making them solve a puzzle.  Remember, you want to make it as easy for people to contact you as possible), and links to any work samples. 
 
    On the website, write “I am a consultant who specializes in [your area of expertise].  I would be glad to help you.  Send me an email or call me here: [contact info].” 
 
    This doesn’t have to be anything fancy.   
 
    Now, update your LinkedIn profile from yesterday to include your website. 
 
    [advanced] Go to www.cloudflare.com and sign up for the free plan so you get SSL or https. 
 
   
  
 

 Day 3: Craigslist Resumes 
 
    Go to your local craigslist market.  If you don’t live near a major one, just use San Francisco or New York City.  If you aren’t in the USA or Canada, don’t use Craigslist, use whatever’s popular in your area.   
 
    Go to the resumes section.  You are going to post a new resume.   
 
    Your title/subject is:  [Your area of expertise consultant]. 
 
    The message is: 
 
    Hi, my name is [name].  I am an expert in [area of your expertise].  I have this expertise because of [reasons for your credibility].  You will like working with me because I over-communicate to a fault, I charge a reasonable rate in exchange for the value I deliver, and I guarantee that I will get the job done. 
 
      
 
    Then, show, not tell, why you’re an expert.  Can you add links to iPhone apps you have in the app store?  A website that you built for a client?  A book you wrote?  Whatever it is, make it very obvious for clients go ahead and check out your best work. 
 
    Definitely, include a link to your new website.  It has your contact information, and it should reinforce your credibility: you are a real, living-and-breathing consultant; you’re not a fictitious entity scamming people on Craigslist. 
 
    At the bottom of the post: add a section called “Keywords”.  You are going to add in ALL the possible variations for your post.  For example, if you are a data scientist, add “data science, data scientist, datascientist, matlab, r, excel, dataviz, d3” etc.  This is the kind of thing where it’s prudent to write “rails” and “ruby on rails”. Why?  Because people are going to be searching, and that is how you are going to get found.  It’s socially acceptable to do this kind of keyword stuffing as long as the keywords are explicitly related to the contents of your post. 
 
    Images: Posts with images, get more views.  Upload a professional headshot picture of yourself as an image. If you don’t have one, make plans to get one, today.  Cell phone camera quality is now comparable to DSLR cameras, so find a friend to take some snaps of you while you’re dressed in a business or business-casual outfit against a solid color backdrop. 
 
    Feel free to also upload your best-quality portfolio images (like a screenshot of your code) or Ruby’s official logo (if you write Ruby code).  If you’re building Facebook apps, put the Facebook logo. 
 
    Also, post the same ad in the “services” section. 
 
    [advanced] If you are feeling ambitious, go to a few other metro markets and post variations of the ad. 
 
      
 
    By the way, word to the wise: don’t worry too much about tracking where visits to these Craigslist ads came from through embedding a tracking pixel or anything like that.  Later on, on day 9, we’ll be setting up Google Analytics tracking on your website.  Google Analytics has the functionality to automatically track referrals.   
 
   
  
 





Day 4: Find Meetup Groups 
 
    Go create a profile on www.meetup.com.  Put your professional headshot as your photo, add a headline if possible and also add a link to your website and LinkedIn in your bio.  Now, search for meetups within your local area related to a few keywords of interest.  For example, if you are a data science consultant, search both “Data science” and “data scientist” and maybe “matlab”, and limit your search to a 50-mile radius (or whatever is reasonably accessible to you given your means of transportation.  It’s totally cool to take the bus or the train somewhere.  You’re making a business trip!” 
 
    Join all of those meetup groups.  Choose to receive email notifications instantly, as it comes, rather than in a daily digest.  If people post a freelance job opportunity, you want to be the first to reply! 
 
    And, make a list of these groups’ upcoming meetups in the next 30 days that interest you.  RSVP that you are attending, and in your comment to the group, in your own words, say “My name is [name].  I am a [expertise] consultant who recently launched my business in the [where the meetup is] area.  I will be attending to network, to learn and to share with my community and I look forward to meeting you all there!  Feel free to send me a message here on Meetup if you’d like to coordinate or talk in advance or about anything at any future time. I am excited to meet you!”   
 
    Now, add all those meetups to your calendar. Promise you will go. 
 
   
  
 






Day 5: Hacker News 
 
    On your calendar, add a recurring event for the first of each month.  This event is called “Post to Hacker News seeking freelancer thread”.  No matter what kind of coder you are, you can post an ad in this monthly thread.  Sometimes, it will appear on the first business day of each month, rather than the first calendar day, so if you don’t see it, check again the next day. 
 
    The website for Hacker News is https://news.ycombinator.com 
 
    If you don’t have a profile on Hacker News already, create one.  In your profile, put: 
 
    ●       Your email address twice – once for the Hacker News system, and once in the portion of your profile that is visible to everyone else. Their user interface sucks, perhaps intentionally, perhaps just as a relic of it being Paul Graham’s arc programming language passion project. 
 
    ●       Link to your website 
 
    ●       Link to your LinkedIn profile 
 
    ●       A description of who you are, what you do, and a mention that you’re available for consulting work. 
 
    In the monthly Freelancer?  Seeking Freelancer? thread, copy the contents of your Craigslist post, but sans images.  Your content assets are paying dividends.   Make sure to add your contact information. 
 
   
  
 

 Day 6: Hired 
 
    Go to www.hired.com and fill out an application.  Make sure you identify yourself as seeking CONTRACT work.  I’ve personally used Hired to find work and it’s been great.  Here’s my personal referral link to Hired; sign up through me here, https://hired.com/x/ni9Ccr – if you are having trouble getting through the approval process, ping me and I will reach out to a few of my contacts there :)  
 
   
  
 

 Day 7: Toptal 
 
    Go to www.toptal.com and fill out an application.  It may take a few weeks for an interview, but it will be worth it.   
 
   
  
 

 Day 8: Gun.io, Freelancer.com, Worklily, Upwork, etc 
 
    
    	 Go to www.gun.io and fill out an application. 
 
    	 Go to www.freelancer.com and create a profile. 
 
    	 Go to www.upwork.com and create a profile. 
 
    	 Go to www.worklily.com and create a profile. 
 
   
 
    Find other user job boards specific to your skill-set and create profiles with those. 
 
   
  
 



Day 9: Set up a blog 
 
    Remember how you built a website previously?  Now ,you’re going to update the website to add a blog component.  If you’re using Wix.com or Squarespace, this functionality is built-in.  If you’re using WordPress, this functionality is built-in. 
 
    If you built your website from scratch, you can very easily add a blog by installing WordPress: https://www.wordpress.org is the free version. 
 
    If you are super-technical and want to shun WordPress, try Jekyll. One early reader of this manuscript observes: 
 
    “Jekyll is great and deployments are effortless if the user is technical. Otherwise, wix, wordpress, squarespace are good solutions. The issue is once you stop paying, content is lost. With github, it *should* be up forever (ex: stackoverflow hates when people post answers to their own self-hosted blogs. In 2-3 years, the link is typically dead.)” 
 
    The good news is you can get WordPress for free, from the WordPress organization at WordPress.org, and self-host, rather than paying a monthly fee to WordPress.com.   
 
    Whatever you end up choosing, take some time to customize it with a theme, so it looks attractive to you.  On subsequent days, you’re going to post content here in your area of expertise.  Posting the content serves a few purposes: 
 
    ●            Establishing your credibility as an authority 
 
    ●            Helping you find future clients through SEO or Search Engine Optimization.  If people find your articles when they google their problem, they’re likely to see you as an expert and contract you.  SEO is an extremely common lead-gen channel for businesses, and remember: you’re now a business! 
 
    I want you to take the time to set up the blog, so you feel like it’s attractive and it’s something you’re proud of.  We can’t control people’s first impressions of us, they just happen, but you can exert some level of influence by making sure you’re releasing something into the world that you’re happy to put your name on. 
 
    One thing that is extremely important is making your contact information (email address) displayed prominently on the blog, with a widget.  Make a section titled “Contact Me”.  This widget should be visible on every page, something you can configure in your WordPress settings.  As of writing, in WordPress Admin, go to the “Appearance” section, and then to the “Widgets” subsection.  Add a text widget with a “Contact” headline in addition to your contact info. 
 
    Don’t worry too much about comments: comments aren’t a useful source of SEO (too much spam).  You’re more likely to attract someone who will harm your credibility, than someone who will enhance it.  They’re not worth the time and effort to manage.  I recommend disabling comments! 
 
    Now, add Google Analytics to both your website and blog.  Go to https://www.google.com/analytics to create an account, and Google for a tutorial for whatever website or blog host you’re using in order to figure out how to integrate Google Analytics. 
 
      
 
      
 
   
  
 




Day 10: Dream Client List 
 
    Make a list of your dream clients.  Who would benefit from your services?  Who would be in charge of the purchasing decision?  Come up with 100 dream clients – companies, not people.   
 
    For each client, try to find the person who would be in charge of that purchasing decision at that company.  If you need help on this, ask in Slack (details on joining our Slack channel are in an appendix).  When it comes to figuring out whom to contact at an organization, your best bet is to try to aim high and get a referral down the ladder.  It’s much better to have the CEO refer you to one of her lieutenants than vice versa; the lieutenants are going to be much more cautious in wasting the CEO’s time, whereas a referral down to the lieutenant is almost a tacit endorsement, because if the CEO didn’t believe what offering potentially had value, they wouldn’t be wasting their own people’s time. 
 
      
 
    First, set your LinkedIn profile to public in your LinkedIn privacy settings.  Now, visit each person’s profile on LinkedIn, so your name – and your new headline, advertising that you’re an ABC consultant! appears on the visitor's list. 
 
    If you can find each person’s email, send them a cold email as well.  https://hunter.io/ is a tool to help you find email addresses.  Generally, however, if you know someone’s first and last name, you can search around on the internet for examples of other email addresses at that company domain, and then, email your person (email in the same format). 
 
    If you are feeling particularly ambitious, try to call the person.  You can always just call the company (look for their “Contact Us” information) and ask to be transferred to your contact (either using the company directory or by speaking to a receptionist).  If they ask who’s calling, just say your name (in an authoritative tone, as if they will be expecting your call).  If they ask what it’s regarding, tell them you’re following up about [your area of expertise].   And, you are following up.  You already made a contact via LinkedIn and an email, didn’t you? :) 
 
   
  
 








Day 11: Create a Twitter Account 
 
    Create a twitter account.  The same drill applies: in your bio, mention that you’re a consultant and what you specialize in (talk as if you’re talking directly to your dream client).  Link to your website.  Upload professional headshot.  Update your website and social media profiles to link to it.  
(You should create a bookmarks folder with all your social media profiles for future reference.) 
 
    Your next mission is to find a list of authority figures in your domain.  You are going to follow them in order to do a few things:  
 
    1)              Get a sense of other sellers in your market 
 
    2)             Find colleagues with whom to network, so you can use them as a potential source of referrals 
 
    3)             Establish yourself as a brand within your niche 
 
    In the future, any time you create some new content (for your blog, for YouTube, for LinkedIn… wherever…. You’re going to syndicate it by tweeting it and using a few relative hashtags also, to enable discovery).  Example tweet: 
“New article on how to make viral #facebook #apps https://www.yourwebsite.com/blog/new-article-title #fbplatform” 
 
    In order to find authority figures in your field of expertise, it’s pretty simple.  Start by searching a name or two that you already know of, and find their Twitter.  With any luck, they will already be on a twitter “list” relating to your field.  Find all those names and follow them.  And, if you’re feeling ambitious, tweet the person who manages the list and asks if they can include your twitter account. 
 
    You can also search on Google “list of twitter accounts in [area of expertise]”.  Often times, there will be compiled lists on the internet already.  Once you have a list of those names, you have two choices.  You can either follow them all immediately.  However, if there are too many to follow right away, you can follow them slowly using a “drip” campaign. 
 
    This is advanced and requires installing a Ruby program.  Here are the steps: 
 
    
    	 Make sure you have ruby installed. 
 
    	 “gem install t” 
 
    	 Create a new twitter application here, https://apps.twitter.com/app/new, and make sure it has access permissions to read, write & access Direct Messages. The name of the application isn’t material; it’s not going to be public-facing.  But, in case Twitter ever leaks it, make sure you don’t name it something embarrassing.  The purpose of the app is just for your internal use. 
 
    	 Once the gem ‘t’ is installed and you’ve set up your application, type “t authorize”.  Follow the on-screen instructions to authorize the application. 
 
   
 
      
 
    You now have the ability to automate your tweeting on the command line. 
 
    Next, create a file with the names of all the twitter accounts you want to follow.  One per line.  Don’t include the @ symbol.  Save it as “twitter_handles”. 
 
    Now, create a new file called “twitter_automation.rb”. In it put this code: 
 
    [image: ] 
 
    Now, open a new screen with GNU screen (just type “screen[enter] on the terminal.  If it doesn’t work, then do “apt install screen” or “yum install screen”.  If you’re on Mac OS X, the screen should already be installed, but if it isn’t, you may be able to install it with “brew install screen”.  If you’re on Windows, you can use a screen with the new Linux subsystem. 
 
    Now, run your ruby app (“ruby twitter_automation.rb”) and then detach your screen (in sequence, type: ctrl-A, ctrl-D).  You will now be following your new twitter accounts at the rate of 1 per hour.  This should pace your announcement into your market and give you the time to see who’s following you back (the better your profile is, the better likely you’ll get reciprocal followership) and give you ample time to build out your twitter presence by tweeting interesting content. 
 
    Make a rule to spend a few minutes a day on Twitter, contributing content and interacting socially.  Unless you find Twitter to be an incredible leadgen source for you, anything more than a few minutes a day is excessive and you’re wasting time per the law of diminishing returns. 
 
    Anyway, congratulations: you now have a Twitter. 
 
   
  
 





Day 12: Write a blog article. 
 
    Your blog article should use a headline that talks to a human audience, rather than to a technical audience.  Make it something that a non-technical person who might buy your services would be interested in reading.  Here’s a hint: people love lists!  If you’re an iPhone developer, here are some titles that might work: “Five things you didn’t know about building iOS apps”, “Six marketing strategies for iOS”, “Ten tips for getting approval into the iOS App Store”. 
 
    Your blog content should be at least a few hundred words long.  If possible, embed some original images – interesting screenshots work perfectly well. And, break up the content into paragraphs, so you don’t have walls of text. 
 
    At the bottom of the article, mention that you are available for consulting work. Tell people how they can contact you. Now, submit your new original content to social media outlets for your area of expertise.   
 
    For example, if it’s about ruby on rails, submit it to Hacker News, reddit.com/r/programming, reddit.com/r/rails, and reddit.com/r/webdev. 
 
    Also, tweet about it, with the appropriate hashtags: #ruby #ror #rails #rubyonrails. 
 
    Share it on LinkedIn and share it on Facebook, if you use Facebook.
Caution: Remember how we talked about keyword stuffing (adding lots of keyword variations) in your Craigslist resume?  That’s okay on craigslist, but do NOT do this for your blog post.  It will come across as spammy and search engines will punish you for it. 
 
   
  
 

 Day 13: Twitter engagement 
 
    We’re going back to Twitter today.  Make a point to tweet @ ten people you’re following and say hi.  Tell them you’re on twitter because you’re looking for [area of expertise] consulting work.  Ask them if they have any tips for you.  And, pay them an original compliment based on something you like about them: check out their bio, check out their tweets, check out their web page.  Make sure your compliment is sincere or it will come across as painfully obvious and ineffective flattering. 
 
   
  
 



Day 14: IRC 
 
    Have you heard of IRC?  IRC is one of the most old-school ways to chat on the Internet.  It’s mostly populated with geeks; it’s hard to use so that in of itself keeps non-technical people mostly out of it.  However, that makes it a great way to find tech people (developers) who are looking to contract or subcontract some of their work when they’re swamped. 
 
    Go to https://webchat.freenode.net and connect to IRC.  For your nickname, choose whatever.                Don’t check the “auth to services” box. 
 
    Then, once you’re connected, type this into the console: “/msg nickserv register help” and press enter/return.  You will get instructions on how to register your nickname.  Follow the instructions, and the next time you do connect, you can check the “auth to services” box on the webchat.freenode.net page. 
 
    Registering is important, because many channels won’t let you join unless you’re already registered, and if they do let you join, they won’t let you speak until you’re registered.  So, go ahead and complete that registration process. 
 
    Now, you want to join some channels related to your expertise.  The way you do it is /join #channelname.  All channels are prefixed with the #symbol (pound sign, hash sign, octothorpe… they’re essentially hashtags, but they existed way before twitter was invented).   
 
    For example, “/join #java” or “/join #php”.  I guarantee you that if you look hard enough, there is a channel dedicated to whatever you’re an expert in.  Once you join the channel, start by introducing yourself; IRC is a small community, and although people with questions will filter in and out, there are some regulars who are there every day.   
 
    Then, whenever someone joins the channel with a question, answer it.  You can finish your answer by mentioning that you’re available for consulting work. 
 
    In addition to this sort of ad, you should ask the channel operators (they’re the ones with the @ symbol next to their name) what the rules are about soliciting work.  Each channel has different rules.  But, it’s mostly okay!  Some channels will have a channel dedicated to socializing (such as the PHP channel, which has #phpc for the PHP community) and that’s where you’re supposed to talk about non-technical things, such as work and contracting.  However, once you find the appropriate channel, ask people how they find their contract work.  You’ll learn some great tips that are specific to your particular niche. 
 
    If you decide that you like the IRC experience, I recommend getting a desktop IRC client, so you can idle there every day.  On Mac, I recommend Colloquy.  For Windows, I recommend mIRC.  On Linux, I recommend XChat. 
 
   
  
 





Day 15: LinkedIn content marketing 
 
    We’re going back to LinkedIn today. 
 
    Today, you’re going to write an article for LinkedIn.  You are going to use the same step-by-step formula as for when you wrote a blog post previously, except instead of publishing it to your blog, you’re going to use LinkedIn’s interface to “Write an article” 
 
    [image: ] 
 
    The topic of the article should be interesting to people in your network and relevant to your area of expertise.  
 
    At the bottom of the article, mention that you are available for consulting work. Tell people how they can contact you.  And, ask them to tell their friends about you. 
 
   
  
 

 Day 16: Make a YouTube Video 
 
    Today, we’re going to make a YouTube video.  You can film this with the camera built into your laptop or even your phone if you’d like.  I am not going to go over the mechanics of how to film a video; there are plenty of articles available online.  However, I will say this: if you’re using your phone, make sure you aren’t using vertical video mode, and also make sure you’re well-lit: lots of lights, ideally with “natural” light bulbs, pointed at you will make you appear better on-camera. 
 
    The topic of the video can be whatever you feel comfortable talking about in front of a camera for a few minutes.  Talk about your experience as an iPhone developer, for example.  Just make sure it’s something that you are passionate about.  If you don’t feel passion, it will come across in your body language and listeners are not going to be engaged. 
 
    If you speak a language other than English, consider making the video in that language. 
 
    At the end of the video, mention that you’re available for consulting work and put your contact info up on the screen.  You can also add your contact information in the video description. 
 
    Now, upload it to YouTube.  Create all the appropriate tags.  Next, syndicate it: tweet it.  Post it on your LinkedIn. Create a new blog post and embed the video as content. 
 
   
  
 




Day 17: More Blogging, with syndication checklist 
 
    Today, you’re going to write another blog article.  When you’re done, you’re going to submit it to: 
 
    ❏           Facebook as a post 
 
    ❏           LinkedIn as a “share an update” 
 
    ❏           Twitter, as a tweet, with some text introducing it, the URL shortened with https://bit.ly, and plenty of relevant hashtags 
 
    ❏           Reddit – the appropriate subreddit 
 
    ❏           Hacker News, https://news.ycombinator.com 
 
   
  
 




Day 18: Craigslist Market Rotation 
 
    Take your Craigslist ad from day 3.  Now, go to a new Craigslist market: if you were in New York, try sfbay.craigslist.org.  If you were in sfbay, try losangeles.craigslist.org.  Or chicago.craigslist.org. 
 
    I want you to re-post your resume except with one variation.  At the top, where you made it abundantly clear you are available for consulting work rather than employment, mention that you are based in [your home city], but totally available to work with clients in [this new market], because you are communicative and always available via Skype, email, phone, and FaceTime. 
 
    Clients will appreciate this level of honesty.  Mostly, they’re checking for intelligent life on the other side of the wires, and this level of communication is a display of great empathy. 
 
    Plus, you’ll be doubling your lead-gen this way. 
 
   
  
 

 Day 19: Blog Content Day 
 
    Blog content day: write an article about a topic of your expertise and syndicate it.  You know the drill.  If you get lost here, refer to the checklist from Day 17.   
 
   
  
 



Day 20: Blog Research Day! 
 
    Today, instead of doing any major writing or outreach, we’re simply going to make a list of sites in your niche.  For example, if your niche is iPhone apps, we’re going to make a list of all the sites that cover iPhone development.  How do we do that, you ask? 
 
    Part one of today is simply googling.  “iPhone app development blogs”.  Go through the search results and make a list of all the top blogs you come up with.  Some of the results are going to be blogs with lists of other blogs, so go to those pages and rip out the list and add it to your list. Also, try “iPhone app developer news” in addition to simply searching for blogs.  Your goal is to find as many niche-authority sites as you can find. 
 
    The second part of your mission today is to harvest the contact information for each of those sites.  Put it into a spreadsheet.  Why are you doing this?  So, you can reach out to them later and ask to do a guest-post.  
 
    The third part of your mission today is to find their most popular piece of content.  It will probably just be linked on the sidebar.  If you can’t find their most popular piece of content, any recent piece of content will do. 
 
    When all's said and done, you are going to have a spreadsheet that looks something like this: 
 
    [image: ] 
 
    Try to put as many rows in the spreadsheet as possible, because we’re going to be doing a lot of work with it.  The more rows in the spreadsheet, the more “seeds” you are planting.  The more seeds you plant, the more you harvest.  The more you harvest, the more money you make.  This is a maxim that we’re going to return to again and again in this business because truly, high-value freelance consulting is all about knocking on doors and putting in the work to find clients. 
 
    Your guest post will have a bio, with a link to your website, a link to your twitter, and a mention of your consultancy.  
 
    When you do guest posts, you’re going to benefit a few ways.  One, readers will associate your name with the space, and it’s going to build your brand.  Next, some people will click through on the link to your site or follow you on Twitter.  A few may even reach out to request your consultancy.  However, you’re also going to benefit tremendously from the domain authority (an SEO term) of wherever you’re guest posting.  You now have a trusted “backlink” to your site, and all the blog content that you already wrote is going to begin ranking higher in the search results. 
 
   
  
 



Day 21: Guest Post Outreach 
 
    Reach out to all of the blogs on your list.  Send them a message telling them that you’re in their niche too, that you’re also an expert, and you would love to do a guest post on their site.  Tell them that if they would like, they could suggest a topic for you to write an article, but if not, you would be happy to write an article on [here is a topic you suggest here]. 
 
    Fear not, you do not need to come up with 50 unique suggestions if you have 50 blogs on your list!  Just give everyone the same suggestion and if there’s a conflict, you can tell them: “I’m sorry, I spoke too soon.  I am going to be writing a post on that topic elsewhere.  Could we instead do a post on either [new suggestion from you] or a topic of your choosing?” 
 
    I recommend the freemium Gmail add-on Streak, https://www.streak.com, in order to do a bulk-mail (with mail merge) if you have email addresses.  Otherwise, just paste the same message into the “Contact Us” widget on the the blog’s page.


 
   
  
 



Day 22: Portfolio Day 
 
    Today you’re going to be bolstering your website by adding a portfolio.  Make a list of the places that you’ve worked over the years and the projects you’re most proud of.  Is any of it on the web?  Go through and take screenshots and make a list of links if you can.  If they’re not online anymore, take a look at www.archive.org and see if you can find out whether there’s a screenshot on the Internet Archive. 
 
    Once you have a collection of screenshots of various projects, put them up on a page titled “Portfolio” and link to this new portfolio on your homepage and on every page of your blog – such as in your author bio below each post. 
 
    If you have more than a few projects featured, here’s what we’re going to do next: we’re going to remove the worst ones.  That’s right: I want you to rank your projects in order of impressiveness and cut out the bottom half of the list.  Remove them from your website.  Just show off the gems; let your clients fill in the blank that this is your standard level of quality.  Better yet, why not raise the bar each time you deliver work? 
 
   
  
 




Day 23 to Day 25: Blog Content 
 
    Write more blog content.  Syndicate it.  You know the drill by now.  We’re beefing up your authority and we’re widening your presence on the Internet.  Soon enough, when people search, your name is going to come up more and more, and the true fans or client prospects who scroll through your blog to read every entry are going to think of you as even more of an expert.   
 
   
  
 






Day 26: Find Your Following On Twitter 
 
    We’re going to go back to that spreadsheet list of authority blogs that you came up with on a previous day.  Today, we’re going to find out who’s reading their content.  Here’s how. 
 
    First, go to https://www.buzzsumo.com.   
 
    Remember how you wrote down the URL of one of each blog’s popular pieces?  Go to the first row in your spreadsheet, find that entry’s URL, and now go back to BuzzSumo and paste that URL into the widget on the homepage.  You should get a report of who’s talking about the content.  
 
    Filter the list by the most influential twitter users– you want people with a lot of likes/retweets/engagement on their mention of the content.  Add them to a new list; call it, “People Who Would Probably Pick Up What I’m Putting Down”. 
 
    Repeat this process for each entry in your spreadsheet until you have a bunch of twitter accounts. 
 
    Now, go follow all of those accounts.  This is going to serve the dual purpose of: 
 
    (1)           Getting your name out there. 
 
    (2)           Populating your twitter feed with people who like what you’re an expert in, putting you in touch with the market and giving you the opportunity to @reply to their tweet threads. Some people will follow you back, right away; with others, it will take time and engagement.  But, this is part of the slow grind to building your presence and authority. 
 
   
  
 



Day 27: Craigslist Gigs Hunting 
 
    We’re going to dive into one of the most underrated aspects of Craigslist today: gigs.  The gigs section is like the “jobs” section except it’s devoted to short-term, freelance gigs.  You can meet clients here who might hire you for one job at a small rate, but once you build credibility with them, they will hire you for bigger and bigger jobs. 
 
    Just go to Gigs -> Computer Gigs and behold. 
 
    This is a place where you can cross-post your resume. 
 
    You can also set up a search for gigs that match your skills.  Use all the search terms that you were previously keyword-stuffing in your resume to guide your search here.  
 
    Go ahead and send an email to all of the gigs advertised.  I bet you’ll make some inroads here. 
 
    By the way, at the bottom-right of the Gigs page, once you’ve searched, you should see an orange RSS icon that looks like this: 
 
    [image: ] 
 
    Click that orange box in order to get an RSS URL.  RSS stands for Rich Site Summary and is a dynamically updating feed; in this case, it’s a feed of all the posted gigs. 
 
    Go to FeedReader, http://feedreader.com/online/, and set up an account.  You can paste that RSS URL into FeedReader, so you get a notification whenever there’s a new gig posted that matches your criteria! 
 
    Alternatively, sign up for Code For Cash: https://codefor.cash/signup 
 
    Code For Cash monitors the RSS feeds for Craigslist in 30 different cities, Dice, Indeed, and over 50 different freelance programming job boards.  Whenever a new job is posted that matches your skills, you get a notification. 
 
   
  
 

 Day 28: Quora 
 
    Build karma!  Spend 30 minutes on Quora.com, searching for unanswered questions with tags where you’re an expert.  On your Quora profile, mention that you’re a consultant and link to your social media/website. 
 
   
  
 

 Day 29: StackOverflow 
 
    Build karma!  Spend 30 minutes on StackOverflow.com, searching for unanswered questions with tags where you’re an expert.  When you register on StackOverflow, be sure to use your real name.  On your StackOverflow profile, mention that you’re a consultant and link to your website.  If you aren’t a programmer, visit another relevant StackExchange site where you can contribute as an authority.  Same rules apply. 
 
   
  
 



Day 30: Meetup Talks 
 
    Today, you’re going to go back to the list of Meetup talks you made at the beginning of the month.  For each Meetup talk you joined, go to its meetup page on Meetup.com. 
 
    On the left-hand side of the page, there should be a button that says “Contact the organizers” of the meetup.  For each meetup, I want you to contact the organizers and send a variation of this message, in your own words: 
 
    Hi, my name is [name] and I’m an expert on [topic of this meetup]. I’ve built [portfolio examples– link to portfolio here]. You can read about some of my teachings on the subject via my blog articles here [link to your blog, which now has many entries].  I would love to give a free talk at the next meetup on [topic you suggest].  The talk should be about 20 minutes in length with another 10 minutes for Q&A.  It’s totally non-sponsored, so it would be for the benefit of the community, but I am a consultant, so it will help me by getting my name out there.  Is there room for me at one of the next meetups?  Let’s also definitely connect on LinkedIn [your LinkedIn goes here] and Twitter [your twitter goes here]. Mahalo, [Your name].” 
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