


Session One – 1p Central 
Recurring Income – The Secret to Freelance Success 

Session Two – 3p Central 
How to Package and Price your Services 

Session Three – 5p Central 
How to Sell your Services to Clients 



More consistent income 

More predictable work. 
Spend time working not selling. 

Maintain relationships 
for additional work and referrals 



Sequential 
Revenue 

Recurring Revenue 

Repeat Customers 



Identify a need 
Assemble the resources 

Create a system 
Package it 

Sell it 



A B 



If you’re not selling, 
you have a hobby, 

not a business. 



Selling doesn’t have to be manipulative. 

Selling doesn’t have to be annoying. 

Selling doesn’t have to 
be boring. 



Selling can be friendly. 

Selling can be helpful. 

Selling can be educational. 



Don’t be afraid to 
sell your services. 

Be passionate 
about it! 



Why do you offer 
this service? 

Because they 
need it. 

Do you believe it? 
Tell them why. 



Case Study: Release of WP 3.6.1 
Stats based on sample of 42,106 WP sites from Alexa’s top 1 million...  

§  74 different versions of WordPress identified.  

§  769 websites (2%) are still running a 
subversion of WordPress 2.0.  

§  Only 7,814 websites (19%) 
upgraded to WordPress 3.6.1.  

http://www.wpwhitesecurity.com/wordpress-news/statistics-70-percent-wordpress-installations-vulnerable/ 



Case Study: Release of WP 3.6.1 
Stats based on sample of 42,106 WP sites from Alexa’s top 1 million...  

§  1,785 websites (4%) upgraded to version 3.6.1 between 
the 12th and the 15th of September.  

§  Weeks after, only 11,283 sites had upgraded, 
meaning 73% of the sites had known 
vulnerabilities which could be exploited.  

http://www.wpwhitesecurity.com/wordpress-news/statistics-70-percent-wordpress-installations-vulnerable/ 



You should be! 

Your clients need it whether 
they realize it or not. 

Your job is to help them 
understand the risks and 
provide an easy solution. 



Fear of breaking something. 

Forgetting to check whether 
updates are needed. 

Lack of knowledge on how 
to perform updates. 



Hosting and Security should be the 
bread and butter of your services package. 

The Key to Selling Security is 
Education 

It starts at the initial consultation. 



My Approach 

Explain how WP works and the need for updates 

“We handle that in two ways… 
We can teach you to do it, or 
we offer a security agreement 
that includes these services.” 



My Approach 

Is this something that you or an employee 
will be certain to do regularly? 

How often do you delay or ignore 
updates for your computer? 



What if I’ve been doing updates for free? 
Educate them on what you do and why it’s important. 

You have given them something free but you are 
no longer able to do so. 

Give them a DIY guide and your 
services as options. 

Consider them beta testers at reduced price. 



What about the competition? 

Companies like WP Curve and WPSiteCare 
offer updates for a low monthly price. 

High volume, low cost companies 
should not be your competition. 



Plan quarterly checkups with clients 

Listen to their needs and 
be ready with the additional services 

you have just developed. 



Sequential 
Revenue 

Recurring Revenue 

Repeat Customers 



Selling is a skill. 

It can be learned. 

The more you do it 
the better you get 

at it. 





Leverage Your Existing Relationships 

Ask for referrals. 

Most people enjoy referring people 
to you if you do good work. 

Good clients refer good clients. 



Consider “Outsourcing” Your Sales Force 

Find naturally good salespeople 
who sell compatible products 

to your target market. 

Give them a percentage of 
the sale when they refer a client. 



Identify a need 
Assemble the resources 

Create a system 
Package it 

Sell it 



If you’re not selling, 
you have a hobby, 

not a business. 



Q & A 




