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Welcome back, come Kim Baillie, she's Fulyana Orsborn and this is Inside Exec. We're 
continuing our discussion with Beck Cofrancesco and today we're moving on to hearing about
what it is like to work with a freelancer.
And Beck is going to talk about her seven steps that organisations should take into 
consideration when they are working with freelancers. So let's start up the conversation 
again.

I think the offshoot as well, and we don't have to cover it in this particular session, is what am 
I known for? What is my purpose on LinkedIn? What I'm trying to do? But then where I want 
to go. So if you're saying, "Okay, so I'm a teacher," for example, and then I do want to grow 
my career. That's one thing. But then I'm known as a teacher. I've been booked as a teacher. 
I love being a teacher. I'm a great teacher, but I now want to be a painter. How do I now 
transition for people to see, "I've got other talents, or I'm heading in a different direction?" 
Maybe that's another skill or way of interacting on social media to let people know.

Definitely. Like I've seen some people do it really well, where they start introducing. I did my 
creative outlet the other day. I have to say if I was like, "Okay, Beck, known as a financial 
services marketer, she writes good content." Oh, hang on a second. She's now a 
photographer. Yes. What's going on? Because I introduced that and I put up a really good 
image. So I selected, that was my favorite, one of my favorite images from the trip.
Then I could just talk about, "Oh, and I'm doing this on the side now."
Because I don't like to advertise it because I do it as a freebie. But I will often, if I meet with 
you, to do a LinkedIn profile, because I am a photographer, I can take your photo. And 
whether we use it, the iPhone quality is good enough for LinkedIn, or sometimes I bring my 
SLR along, and it's a surprise. And so it's not so much of a long shot, but then it could start 
talking more about photography, or I would start sharing more information, or I could publicly 
announce, "I'm following my dream. I've had a passion to be a painter my whole life." And I'm 
cutting down work to three days a week now, and I'm going to explore painting.

It's a nice little segue, but if you announce it and you kind of show your intent, yes, it does two
things. One, you're on the hook for it. I'm going to put it in the comments, obviously. I'm going 
to put it in the comments, but that's the direction you're going to go into. But then it gives you 
a permission almost to start sharing more of that. And do you know what?
People love supporting people following their dream, but it is just different.

I'm just thinking, as you're talking about it, that is what has happened to me. I've grown into 
the passion and not talked about what I've done previously, but whilst I've been in the passion
field, I have seen opportunity for people to benefit from my past experience. And so now I 
have a niche product that looks after these people in the passion area, with stuff that I have a
really strong, long track record with that they've never had before.
And so there's that as well, as you go into it and don't look back. But remember where you 
came from in case you need to bring it forward.

Yeah, that's true. Because all your life experiences lead up to who you are today. So I don't 
think there's a full cutting of the ties because it comes up in conversations like this that you're 



just kind of moving in lots of directions.
We're all drawing on things that we've experienced or things that we know.
And whether it be from this job or the job 20 years ago or 10 years ago,
I want to just broaden it out and to think a bit more theoretically about the future. So we've got
a community that has some businesses skill. So we're talking to my mind, we're talking 10 
years, but I know people baulk at that.
So let's say 20, 25 years. There is a lot less human beings in the workforce, shall we say but 
there is still the opportunity for us to interact through these kind of media.

Do you see that LinkedIn will be the hub for human interaction for business purposes or will 
there be something else that comes along? My question is based on that we saw the rise of 
Facebook. And then we saw some branching out of a whole lot of things, LinkedIn being one 
of them and Instagram and Pinterest. And so do you see with LinkedIn that there's 
opportunity for that to branch out into other specialties?

Definitely. I think it's the best that we have right now in today's connected world. We've never 
been more connected, but we've also never been more lonely. The human contact and the 
humanness of actually meaning up to someone and picking up the phone or having a 
conversation, I don't think that will ever kind of die. And I think LinkedIn doesn't really give you
that.
It gives you an in. And this is the other thing to remember about all these social profiles. The 
main intent is to start a conversation there and move it offline as quick as you can
because whether that be, you know, get them onto your email list or subscribing to your 
podcasts or, you know, having a face-to-face chat or having a phone call, that's where you 
win business. And that's where you connect with people. And it means that you're not on the 
whim of an algorithm.

So social media is all based on algorithm when, you know, it might have started with what's 
going on in face-to-face. It doesn't belong to the people. No! But, you know, you're at the 
whim of what they decide, right? And I've seen businesses really struggle and their sales go 
down because Facebook implemented a change and all of a sudden they're like, what do you
mean I have to pay. That was the problem. Yeah, they got you all in. It's like the free apps that
are free. And then hey, guess what? Now that you're used to it, you know? And then you're 
like, I'm doing it without you. Yeah, upgrade. Yeah, and now it's a monthly sub fee. Yeah. Like,
office 365. So, anyone listening with Office 365 on a Mac, they need to do something about it.
It does my head in, the end of updates. If I could turn back time and not sign up to the 
subservice and just do what I use to always do, just get a disc or whatever, install my own 
software at home, I would. And it's only the Mac. To be fair, I also have a PC. No problem. But
when I work from home, I like working on my Mac because it's a nice big screen. I work on 
PDFs and documents. It doesn't work for Mac. And it drives me nuts. Like I turned it off. And I 
think there's this one show over my laptop because I just can't do without it.
.
I think that to use key technology to serve you and not the other way around. Use technology 
to serve you and then try and continue. I mean, there's some bits that to us is very natural 
now. Particularly if you're working not from one place, to be able on your phone, which is a 
very small device. And then you look up all your phones. So you're meeting with someone, 
you're going through whatever, you can pick up any document. You know, now we do that as 
we breathe. And there was a time that was, not long ago, really, you didn't have that. 



So, I think that's the first tip you've got to share with us today.

I thought, because I am a freelancer, or considered a freelancer, that there's probably a 
bunch of businesses out there who would like to have access to talent on demand, but don't 
really know how to work with a freelancer or how it works. Or have had an experience with a 
freelancer that hasn't worked. And that's usually because either expectations were misaligned
or things were to create up front. So I thought that might be useful to share my seven tips, I 
think, to kind of run you through how to get the most out of your freelancers or how you would
work. Do you think that's something that would be interesting?

It would be interesting.

Excellent. So the first thing is knowing what you want. I'm amazed at the amount of people 
that will go, oh, can you talk to me about marketing? But they actually don't know what they 
want from you. They don't know what they want. And that can be okay because most people, 
what you do is you get charged for what we call a discovery session, or I call mine a think 
tank, but in most financial services as well as corporate worlds, it's kind of like a bit of a 
discovery session where you pull out
the brief or work out what's in your head.What do you need to kind of start the brief in 
process? 

And then obviously the second bit is actually putting together a brief so it has everything 
clearly listed out. What do you need to do, when you need to do it by, what's your budget, 
what are the KPIs, understanding how you're going to measure if it works. 
And that way, that's a good starting point, that if you've got a really strong brief, you can then 
get a few quotes to compare.
So everybody is quoting from the same thing. 

So it's like you would get a response proposal in a big tender or something like that? 

The brief thing is just a smaller part because it could be a small job. You could just say, I need
someone to write two blogs for me. And expect to fill in a brief about what you want to be in 
the blog, what messages or provide information, same kind of thing.
You set the whole thing down to speed up. The more details that you put in up front, it's your 
measure twice cut once. Yeah, it's pretty much because what happens is when people aren't 
clear on the brief or don't lock it down, what happens is there's change in scope. And what 
happens when there's change in scope, it creates work. And that costs you money. So most 
people will have an agreement where there's a fine line between a small change in scope that
most people will accommodate where you're like, you know, that's a better angle,
that's a better idea, we'll just run with that. But if it's a significant about face, get that point 
down. So I think that sometimes there is a disconnect as well because they haven't locked 
down a scope or an agreement. And then it's a shock if they get billed for work that they 
thought was included. But sitting together and doing the brief, I think it's really important 
because in my mind, I'm using a word or a concept or something that to me, it means one 
thing, but to the recipient, it's something else. So that clarity is important. Otherwise we're 
going in different directions. 
Totally.



I said marketing, yes, marketing is this big, which part? And so, you know, something that I do
is I would usually sit with you as well, go through the brief. There's two people in this world, 
the people who love filling out a brief and the people who are like, I would rather stab myself 
in the eye. That's why I haven't done it.
Those people, it's more of a phone conversation. Okay, tell me about this. Tell me about how 
this works. What do you want?
And when you say this, do you mean this? Or do you mean that? There are some people 
where you need to kind of be distracted. And other people are more kind of just the way they 
think is straight organised here. This is what I need. But it's really important to keep clarifying 
what all those things are
.
The other thing is around making sure you understand what different freelancers do because 
you might be hiring someone that has a different skill set to do what you need them to do. 
Why? I think that's kind of an important one. And I've got a little booklet that I'm happy to 
share with your readers if you like,
or I've kind of outlined this step. Because it's a common kind of question that I get. How do 
we work with freelancers? The Geek Economy is huge. So you're understanding in hiring the 
right people? Yeah, to do what you need because you could hire someone to build your 
website, but later won't write your copy. So then you would still need to hire a copy writer or a 
contact prep to write your copy. or you might have a user experience person if you've got a 
really big website where you want to map the whole customer journey and they're all different 
skill sets. So it's kind of like a doctor you don't go to the GP for open heart surgery. 
Specialists. And, you know, marketing is not different. 

The fourth one is around having a contract and terms of conditions in place. And one that's 
fair to both parties and kind of respecting the quote. What I've seen is, which is hard on a 
freelancer is when companies have like 60, 90-day payment
terms for freelancers, that's just near impossible to manage.
And when there's no flex, you'll find either you're freelancers or there's no way you'll be 
presenting you because that'll be stress because cash flow is zero. So you need to follow up 
to get the best results. So I just think wherever you can, try and take either smaller jobs or get
paid upfront. So usually people all kind of cap the upfront payment. So you go, you know, that
job's $700. That might be my limit. So if it's $700 and below, expect to pay upfront. If it's over 
that, expect to pay installments. So that way everyone has skin in the game, where it's, we'll 
do initiation, halfway, on final. So that's kind of just understanding the way and why that's set 
up because I think freelancers
working in this space allows them flexibility, but it also gives them their own kind of money 
stresses, in the energy and cash flow and things like that. And most people don't like to have 
those conversations. 

I think for those that are considering going this way, you have to be really honest about what 
your budget is personally that you need so that you know that you can manage that cash flow
and that you don't constrain yourself in the conversation about the payments, that these are 
my payment terms. If you want me and you want all the skills that you've recognised in me, 
this is how you have to pay me. And make sure that you are talking to the person who makes 
the payment, who makes the decision or makes the payment. So there's two different people 
sometimes.



Yes, that's true.

So that the person making the decision might say to you, yes, all of that is good, I really agree
to it. And the way our process is, is that we'll raise the purchase order and then I send
it through to accounts. They have no idea what happens in accounts. When they get to 
accounts it says, oh, you've missed the pay run for this week or the payment run or it's going 
to be another three weeks before the money goes out. No, we don't do anything. No, we don't
pay late fees. And where are you?
Because you feel like you're just the individual. So it's a really important part of you having 
that framework and structure in place so that you have that conversation and you put it to one
side and you can focus on the thing you're good at. It's really important.

The other thing with that is to also really outline expectations of availability. So I'm not about 
24/7 and you're not going to get it.
I'm going to have some fun things set up. And agreeing, like, what's a reasonable time frame 
and knowing that some freelancers do it because they're working around kids or working 
around another job or they might have a part-time job and freelancing around it. It's not 
uncommon for freelancers to be working at 6am before or whatever and then or working
7 to midnight. So I think it's just making sure that you both agree as long as you hit deadlines,
when you get them done is not important. 

You have to remember that a freelancer is not a 9 to 5. It's not the same control as a full-time 
employee and the good thing is it's really measured on output. So it shouldn't matter when 
that gets done. And if you're working cross-states or countries, then there is that need to be 
even clearer. I'm working with someone in Belgium at the moment, which is quite strange, but
it's a really
great start-up kind of business and it's just really funny because I'm a day ahead of them. So 
I go, "Okay, that's your Wednesday." Right? So I'm doing a Wednesday and they're like, 
"Wow, you're looking at deadlines ahead of them." It's quite funny.

And then the other thing when you're working with freelancers and even in your own 
workforce, making sure that you're setting everyone up for success. So are you setting up 
your business so that it's conducive to working remotely? Have you got the right tech? 
There's some funny cartoons around about technology, about how technology is making our 
life easier. Tom Fishpin, and he's got this perfect one where it's like, "I tried to email it to you, 
to drop box it to you, to use the cable, to do this."
And it goes through about 10 technology solutions and it's like, "I'll just fax it." And you look at
that image and you go, "Wow, I can relate to it." And given that, as a consultant, freelancers 
are going into a bunch of different businesses, those kind of things can be really frustrating 
because you think it's easy. So I'm like, "Oh, can I send you my document from Dropbox?" 
Marketing documents are notoriously huge. You don't know what that email is. Dropbox, great
solution. Well, Google Drive, our service blocks it. So then you go through the five different 
email transfers. So this is until one gets through the firewall because they're not even clear on
their side. 

I'm a big fan of Slack.



Slack is good, but I've got a better one. It's called Free Camp.
Have you heard Trillo is the project management one? And Slack is the conversation. They 
had a love child and it's Free Camp. And it's the best because you can have all these project 
timelines, then you can have a conversation, you can share your document. And everyone 
has a record of it. And so you can see where things have moved, especially in marketing, 
where there's a lot of internals or a lot of stakeholders involved in signing off and looking 
through things. So you can kind of, as much as I don't like to do this, you kind of have to, 
where you're
covering your own butt a little bit. 

We've joked about this area, but it's an area that I think is, again, for those that are starting 
out, it's something that they need to understand. And it's something that you can't just expect 
to do with people via email. Email is not the right answer. No, for many of these occasions, 
you do have to explore what else is out there, what other people are using. Have a look at 
these things that we've mentioned in passing and try them out and see what is going to work 
for you. Think beyond, I'm doing this now on my own. Think about what you would like to be 
looking back on in 12 months' time and say, "I wish I had done that at that point." Yes. "Do it 
now."

But what I'm also hearing in addition to that, is that how to respect what other people have 
got. So, yes, as you said, "I can use this and this, but I get blocked by the firewall." So what is
there to use? And in the technology, what's the latest that I can work with you on? Like, from 
your systems as well. And that's how you end up with a thousand more things. It's just that 
you both have to give a little, I think.

OK, we're only four steps into our discussion about working with freelancers, but we're going 
to take a break now so that you're not bombarded with too much information all at once. So 
join us again for part three of our discussion with Beck Cofrancesco.
But for now, I'm Kim Baillie, she's Fulyana Orsborn and this is Inside Exec.


