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Creating Your Freelance Writer’s Client List 
and Lasso Them In with 3 Super-Simple Steps 

 
 
 
 
Freelance writing has a number of to-dos that must be done in order to create and 
maintain a successful business. The first of which is to know how to write. ☺ 
 
After you’ve mastered the craft of writing, or at least learned how to write fairly well, you 
need to clients. No clients, No business, No income. 
 
So, how do you create a list of freelance writing clients? 
 
When creating your client list, no stone is to be left unturned. This means you need to 
think long and hard of everyone you know, of everyone you’ve done business with, had 
business relationships with, associations, clubs, friends, family, and so on. Think, think, 
and think some more. 
 
Don’t limit yourself when initiating your list. Think of the places you go and the services 
you use in a month and over the year: 
 

1. Clothes store 
2. Food shopping 
3. Dry cleaners 
4. Tailors 
5. Restaurant – Deli - Pizzeria 
6. Doctors 
7. Other medical facilities 
8. Veterinarian 
9. Dog walker 
10. Day care 
11. Preschool 
12. Babysitting service 
13. House cleaners 
14. House repairs 
15. Roofer 
16. Shoe store 
17. Shoe/bag repair 
18. Carpet-upholstery cleaning 
19. Florist 
20. Bakery 
21. Vitamin shop 
22. Alternative medicine practitioner (acupuncturist, naturopathic doctor) 
23. Fitness club 



24. A tutor (business or individual) 
25. Accountant 
26. Financial advisor 
27. Car repairs 
28. Hobby shops 
29. Music lessons – instrument sales and repairs 
30. Bridal shop 
31. Reception-Baby shower-Bridal shower venue 

 
This list could go on and on. You can easily create a list of 30 to 50 options in one 
sitting. Could it be any easier? 
 
As you think of these individuals and businesses write or type them into your list. 
 
Once you compiled your client list, it’s time to do a bit of weeding. Delete those you 
know will absolutely have no need for your freelance writing services. Just be sure 
they’re a definite NO. If you’re not sure, keep them in the list. 
 
This process will result in a fine-tuned potential freelance writing client list.  
 
Now, it’s time to get to work. 
 
The 3 super-simple steps to contacting potential freelance writing clients: 
 
1. Use your writing skills and write an email message  
 
Write an email message to each person/business on the list. Try to keep it brief and to 
the point, as everyone is short on time. You will also need to clearly state the WIIFM 
(the benefit to the individual/business). Create a template that you can quickly change 
the individual details to make it personalized. 
 
You might start it with something like:  
 
Hi, I frequent your flower shop and love your creations. I help companies like yours 
improve (optimize) their website with effective content that will rank higher in Google’s 
results. This in turn will bring more traffic, resulting in more business and increased 
sales.  
 
Is this something you’d be interested in discussing? 
 
If not, do you know of another business contact I might be able to help? 
 
Again, keep it short and sweet and focused.  
 
2. Send out your emails one by one.  
 



When you send out the emails, be sure to individualize each one and send them 
separately. 
 
3. Wait for responses. 
 
From my own experience, businesses do respond, even if it’s to say they’ll keep your 
name on file. And, on the opposite end, this is how I’ve replied to freelance writers who 
ask me to keep them in mind for when I need to subcontract work. And, I really do keep 
their names on file! 
 
It’s all about taking the initiative, taking the first step, raising your hand. I think you get 
what I’m saying. Don’t wait for the mountain to come to you; go to the mountain. 
 
Two examples  
 
One example of querying people or businesses you already know is when I asked my 
acupuncturist if he would be interested in using my services to create visibility. This was 
along with asking him if he would let me leave a few of my business cards next to his in 
the office. He said yes to using my services and yes to the business cards.  
 
Because of taking the initiative, and looking in my own backyard, I got a job. He paid me 
to write a promo piece on him for a local paper. 
 
Currently, I’m in the process of preparing a proposal to a local day-care center. I know 
the owner is struggling to find parents willing to send their children, so I’ll let the owner 
know of the benefits I can provide by writing optimized content for the company’s 
website or for flyers.  
 
I’ll also explain the importance of providing parents with a weekly or monthly newsletter 
that offers children’s health, safety, and learning tips. 
 
This approach to creating and building a freelance writing client list does work. 
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All businesses need content. And, whether they’re small, mid-size, large, or 
conglomerates, they all need writers to write that content. If you can write properly 
formatted and optimized content, you could be one of those writers.  
 
Taking this interactive 4 week e-course will get you there! 
  



Quotes (to help you get by) 
 
 
 
“It’s not what you’ve done that matters - it’s what you haven’t done.” 
~ Mark Twain 
 
“It’s not what you’ve done that matters - it’s what you haven’t done.” - Mark Twain 
 
“You must be the change you want to see in the world.” - M. Ghandi 
 
“Opportunity is missed by most people because it is dressed in overalls & looks like 
work” -Thomas A. Edison 
 
“Never confuse movement with action.” - Ernest Hemingway 
 
“Don't let your learning lead to knowledge; let your learning lead to action.”  
- Jim Rohn 
 
“You don't have to be great to start, but you have to start to be great.” - Zig Ziglar 
 
"Give me six hours to chop down a tree and I will spend the first four sharpening the 
axe." - Abraham Lincoln 
 
“Don’t say you don’t have enough time. You have exactly the same number of hours per 
day that were given to Helen Keller, Pasteur, Michelangelo, Mother Teresa, Leonardo 
da Vinci, Thomas Jefferson, and Albert Einstein.” - H. Jackson Brown 
 
“If a man empties his purse into his head no one can take it away from him. An 
investment in knowledge always pays the best interest.” - Benjamin Franklin 
 
“You have brains in your head. You have feet in your shoes. You can steer yourself in 
any direction you choose.”  - Dr. Seuss 
 
"Minds are like parachutes. They only function when they are open." - James Dewar 
 
“Even if you’re on the right track, you’ll get run over if you just sit there.” - Will Rogers 
 
"If your ship doesn't come in, swim out to it." - Jonathan Winters 
 
Genius is one percent inspiration, ninety-nine percent perspiration.”  
- Thomas A. Edison 
 
"Nothing is impossible, the word itself says 'I'M POSSIBLE." - Audrey Hepburn 
 


