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Perhaps the most essential skill to master when launching or growing a freelance business, is
perfecting your ability to find, pitch, and close the best possible clients for your business. That’s
where crafting an amazing freelance proposal comes in.
It doesn’t matter if you’re the best writer, marketer, designer, or developer in the world. If you
can’t effectively convince a potential client that you can deliver results that are going to help
them achieve their goals, you’ll never have the chance to show off what you’re made of.
Whether you’re freelancing while working a full-time job, or you’re already self-employed, you
need to take the time to learn and avoid these simple, yet prolific mistakes in your freelance
proposals.
There’s certainly an art and science to winning the freelance clients you want for your business.
Once you’ve honed your ability to quickly and effectively understand your potential clients true
needs and fully grasp how you can both address and communicate the positive impact your
services on those deliverables, you’ll be in a much better position to win any contract you want.
As you perfect your freelance proposals and personal selling skills, you’ll quickly learn what
works – and what doesn’t. I’ve already done a lot of that myself, so I’ll share the lessons I’ve
learned along the way.
Focus on avoiding these 6 Most Common Freelance Project Proposal Mistakes with your
business.
1. Using the Wrong Medium.
Is your proposal delivery method causing your client to do more work?
Closing freelance contracts is all about getting your potential clients excited for the results you
can deliver, and reducing the friction between sending your proposal and getting it signed. The
less work it takes to accept your proposal, the more contracts you’ll close.
If you’re sending your client a freelance proposal in the form of a word document, they’ll need to
print it out, sign it, scan it to their computer, and then email it back to you. By taking this
outdated route, you’re effectively creating multiple needless barriers to getting a quick yes.

Something this simple can make the difference between a client choosing to go with another
freelancer who’s using a less time-intensive solution.
By using an affordable online project proposal tool like Bidsketch, Motiv, or Proposify, you’ll
get the ability to create customizable proposals based on proven templates, and seamlessly
deliver them to your clients with the ability for them to sign a contract electronically (even from
their mobile devices). I personally use Bidsketch, and if you sign up using this link, you’ll get a
free 1 month trial. Not an affiliate link, just a genuine awesome recommendation.
2. Making the Proposal Too Long.
In general, the shorter and more straight-to-the-point your proposal is, the more likely you’ll be
to close the deal. A recent Bidsketch survey discovered that proposals that are less than 5 pages
in length are 31% more likely to win business than those that are longer.
Let’s be honest, how much do you enjoy sitting through long powerpoint presentations, reading
through long contracts, or emails? Know that your potential client is going to feel the same way
about a long proposal. They’re just not going to be as excited about reading through something
that’s appearing to be a major time investment, when stacked up against a shorter proposal.
I always quickly scan an email or document that’s sent my way and assess whether it’s going to
be easy enough for me to address right now, or if it’s something I’ll push until later. Use the
2 Minute Rule to assess whether or not your proposal is too long before you send it. If your
potential client can at least scan your proposal for the highlights in 2 minutes or less, then you’re
on the right track.
3. Not Delivering the Proposal Quickly.
This one honestly defies all logic, in my opinion. If you’ve done everything right up to this point,
you’ve successfully gotten your potential client excited about the idea of working with you and
seeing the value in your expertise.
If you capture someone’s attention and they’re interested in evaluating the possibility of working
with you on a project, you need to quickly present your service proposal and keep the excitement
going. That same Bidsketch survey found that winning freelance proposals get to their clients on
average, 26% faster than losing proposals.
In fact, the average winning proposal made it to the client in 2.7 days, compared to the average
losing proposal which took 3.4 days to arrive. When you think about it, this makes perfect sense.
If you put yourself in the shoes of a growing brand that’s actively sourcing help with starting
their content marketing program, they’re not going to be exciting about waiting any longer to get
the initiative off the ground. They’re also very likely speaking with multiple freelancers they
could go with for these services, so if your proposal makes it in first (I shoot for less than 48hrs
from when we’ve decided to move forward with a proposal), you’re already that much more
likely to be chosen quickly.

In addition to a quick delivery, it’s very important to establish a timeline for acceptance. Your
potential client will understand that your time is limited, and that you’re sourcing more work in
addition to just their project. I typically start with setting the expectation that I’ll need a decision
within 7 days and will adjust from there, depending upon the scope of the project and the client’s
internal approval process.
4. Not Using Pricing Psychology.
The foundation of understanding and maximizing pricing psychology with your freelance
business, is mastering the practice of using value language. When you emphasize the value of
the services you’ll be providing for your client, and focus your conversation on the tangible
results and longterm benefits you’ll be delivering, the emphasis is placed on results – not your
hourly rate and time spent working.
When you’re building out the pricing/cost section of your proposal, instead use the term
“Investment,” there and you’ll be completely shifting the focus of what your services are doing
for the client. You’ll elicit a much different psychological response in the mind of your client,
with this approach. An investment suggests that their resources are going toward creating results
that will deliver a return to their business, where as “pricing” or “cost” simply implies money
spent – void of any tangible returns.
If your services permit, consider bundle pricing where you can provide your client with one or
two options for bundled services that’ll help them achieve their goals. If you’re a content
marketer, this could be a package of 5 blog posts and a social media account audit, or 10 blog
posts and 1 eBook.
5. Not Highlighting the Client’s Return on Investment.
Never assume that a potential client will automatically understand the benefits of working with
you. It’s up to you to convince them that you’re the best choice.
Include an actual section in your proposal that very clearly highlights your client’s return on their
investment. If you can effectively illustrate that the cost of purchasing your services will be
greatly exceeded by the benefits of implementing them, you’ve already won a major victory in
convincing the client to choose your services.
If it’s easy for them to read about the (potential) tangible positive effects your work will have on
their business, they are going to be much more likely to feel passionate about choosing you for
the project.
6. Not Following Up.
Developing a systematized process for following up on the proposals you have out, is essential to
making sure you actually land the work you want. If you’ve sent over a proposal and don’t hear
back from the potential client within 24hrs of delivering that proposal, it’s perfectly acceptable to
send a brief follow up confirming they’ve received your proposal.

In your post-submission follow up, always strive to be helpful and provide value – never come
across as being needy.
Ask if they have any questions about the proposal that you can help answer, and gently reinforce
urgency as you get closer to the acceptance deadline you’ve given them. Provide the link to your
proposal again so they don’t have to dig through old emails searching for it, in case they haven’t
had the time to review it yet.
The art of winning the freelance clients you want for your business, is largely built upon truly
understanding how busy your potential clients are, and speaking their language so that they
understand what exactly your services will help them achieve in their business. As you perfect
this, you’ll build up much more confidence in your personal selling abilities.
For a much more detailed plan of action to landing your dream clients – no matter the stage your
freelance business is in – join me in my new course, Writing a Winning Freelance Project
Proposal, today.

