
Turning talents  
into solutions
You have a lot to offer, but clients aren’t 
going to care about any of it unless you 
show them how your skills benefit them. 
As you reach out to potential clients, focus 
on showing the value you offer. Give every 
person a clear picture of how their lives will 
improve by hiring you.

When clients understand that the benefits outweigh your 
costs, they are more likely to reply to your messages and 
give you work. The tips below will help you translate your 
experience into invaluable solutions.t you want to do with 
what you want to achieve.
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Avoid ‘I statements’
Think about the last ad that caught your attention. Did it spend 
a lot of time talking about how great the product was or did 
it show you how it could make you feel a certain way? People 
are emotional beings, so you need to create an emotional 
response to your messages.

When you only talk about yourself and your abilities, it’s easy 
for clients to get bored. They don’t know you or care about 
you. They want to know what they get out of the deal. 

Here are some ways you can turn ‘I statements’ into solutions:

I statement Value statement

I have 5 years of experience as a digital 
marketer and have worked on numerous 
national ad campaigns.

During a recent project, my client saw a 
10% increase in sales from the national 
ad campaign I developed. I helped them 
develop a stronger campaign message, 
communicate their value, and reach a 
larger audience.

I write engaging articles and  
website content.

Did you know that people who engage 
with your website content are more 
likely to become paying customers? 
For a recent client, I created content 
that increased engagement by 10% and 
conversions by 5%.

As you can see, you can still use “I” in your value statements, 
but you need to focus on the client benefit rather than the 
actual work you do.
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Make sure your  
samples are relevant
If you have a well-written sample that isn’t relevant to 
the client, it won’t have much of an impact. Showcase 
your abilities with examples that grab their attention 
and speak to problems that might be struggling with. 
You can even find areas that they’re struggling with 
(an outdated blog, dead social media accounts, bad 
graphics) to speak to directly.

For example, you can say:

I couldn’t help noticing that your current website 
doesn’t reflect the cutting-edge value you offer 
your clients. It reminded me of the website I recently 
redesigned for another client in [industry]. As you 
can see in the link below, customers can now 
access up-to-date information and see an accurate 
reflection of the brand.
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Speak to multiple  
client problems
As an independent contractor, you’re not just addressing 
the specific needs related to your services. You’re also 
providing knowledge, giving back precious time, and 
relieving stress. Many clients are experts in their field and 
clueless in everything else. Partnering with you removes 
these additional responsibilities. It also ensures that any 
investment they make in that area of business will have 
valuable results. As you approach potential clients, make 
sure you communicate all of the benefits you offer.

Are you tired of trying to understand SEO, Facebook 
advertising, and PPC? Digital marketing isn’t the reason you 
started [company name], but it is necessary for growth. 
By letting someone else handle these tasks, you can see 
marketing-powered growth while you get back to the  
work you love.

When you can show clients how much they need the value 
you offer, you can stop playing the outreach numbers game 
and see real results.
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