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Welcome LinkedIn Marketing Influencer Program Members!

Richard van de Bloom

Kathleen Booth Anthony Blatner

Katie Martell

Brendan Gahan

Laura Erdem

Jason Miller

Lee Moskowitz
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Deepa Kedoor  Gehna Batra John James String Nguyen Tom Child
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‘Leverage Is when your effort
today keeps working for you
tomorrow.”

No Leverage.
billing hourly, repeating the same
explanations to each client.

Burnout, income celilings, feast-
or-famine cycles.

having a signature process, charging

t{ure SKy is the Limit!!
for value, getting inbound leads.

With leverage. ::
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SO, If freelancing isn't
about time, what is it
about”?
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Processes

Why do you need them??

1. Consistency
2.Improved Client Experience

3.Increased Productivity
4.Reduced Stress & Burnout

www.thecoollion.com




AV

793N The Cool Lion
©

Processes

How to establish them?

Step 1: Audit & Take notes of everything you do, in a typical Month

(Pro - Tips: extend it to a Quarter, Highlight repetitive, boring, or even tasks that you hate doing)

Step 2: Pick a place & start

The beginning is half of every action. - Aristotle

Step 3: 1. Templetize every file
2. Automate Repetitive Tasks

3. Put Everything in SOPs*

(Pro - Tip: here also set your client limits - ex. up to 3 revisions per design)

Step 4: Test & Refine

www thecoollion.com
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Processes

A few examples:

 Offers - Client Follow-ups

* |nvoicing

o [ ate Fees Reminders

Client Onboarding

Scheduling Meetings & Re-scheduling
Reporting

Income, Expense & Tax Tracking
Upselling Proposals

www thecoollion.com
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"Pricing isn't jus
numoers, it Is
Lositioning
Psychology
Process”

SO wise at such a young age...
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Pricing

Models

« Hourly Rates: (easy but caps growth)

* Per Project: (better for value alignment)

« Retainers: (predictability & stability)

« Value-based: (highest potential - hardest to master)
* Any Combination of the above

(Pro - Tip: go for tiered offers)
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Pricing - Math

Calculating you base hourly fee

 Expenses & Business Survival Rate: cost of living + business expenses
 Billable hours: how many hours you are willing to work

 Profit Margin: [percentage for savings, growth, risk]

 TaxPercentage: based on the country you are being taxed

Expenses & Business Survival Rate +
Profit Margin + Tax Percentage

Billable hours
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"Pricing Is more of a
minaset issue than a

math problem
problem’

When will he stop speaking”
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PosiItioning

The percention of your value through your client's eyes.

Core Components

* Niche: who you serve
« Value: what problem you solve
 Differentiator: \why you are unigque



The Cool Lion
POosItioning

Why it maters more than talent:

Clients do not buy “hours - worked™ - they buy outcomes and trust.

Thus without positioning you are seen as a commodiity.

Seen as the Get paid
Positoning —— specialist ——> what you

that you are should
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PosiItioning

Formula

“I help [WHO] achieve [RESULT] through [HOW]

ex.
"l help B2B companies generate measurable growth by
combining performance marketing, SEO, and LinkedIn
strategies”
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PosiItioning

3 Pillars of strong Positioning

 Clarity:
Potential Clients should instantly “get” what you do
* Relevance:
Position yourself in line with your client's biggest pain
* Credibility:
back up your claims with proof
(ex. testimonials, case studies, credentials, awards)
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PosItioning

N . —
most common Mistake: NNOt living your positioning!

Positioning is not just words - its how you show up:

* Your Social Presence (social profiles, deliverables, website etc.)
« Your Communication (style, tonality, pillars, colors)
* Your Pricing: we talked about this

And above all with consisency!!
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| eaving here you
need to

Your 5-Point Action Plan

1. Buy my book, we established that - | know, | know shameless plug
2.Start your “dear diary of tasks”

3.Calculate your fee, yes! do the math

4.Find your pricing model

5.Figure out your positioning
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= Confidentiality Clause )

This file, including all data, information, and materials contained herein, is provided in strict confidence for the
sole purpose of evaluating the potential engagement between The Cool Lion and the recipient. Itis not to be
used for any other purpose or disclosed to any third party without the prior written consent of the issuer. The
recipient agrees to keep this information confidential and to use it only for the purposes intended. This
proposal remains the property of The Cool Lion, and all rights, including but not limited to copyright and

ownership rights, are reserved. Upon request, this proposal, along with any copies or derivatives thereof, must
- be returned to The Cool Lion.
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But \Wait
there IS

more... Vol 2

, Spepe
. somethi '

o meethlng cool on
3.Receive 2 more exclusive eBookSs

THE ROARTO SUCGESS
THE LINKEDIN ADVANTAGE

ENIPLOYER BRANDING STRATEGIES 10
ATTRACT TOP TALENT
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