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53 MILLION AMERICANS ARE NOW 
FREELANCING. 

That’s one in three workers, according to the most comprehensive survey of US 
independent workforce1.

Think about that number: 53 million people. Crazy, isn’t it? And maybe a little 
terrifying if you are trying to break into freelancing or solopreneurship. How can 
you compete with 53 million people?

Don’t let the big number freak you out. In fact, it should make you feel better 
about your choice because freelancing is a huge industry and there is a lot of 
work to go around! According to the same survey, freelancers are seeing more of 
a demand for their work. Twice as many freelancers saw an increase in demand 
than those who saw a decrease in the past year2.  Bottom line, there are more 
freelancers and more freelance jobs than ever. If you want to get a piece of that 
pie and make the work for yourself dream come true, it’s time to brand yourself 
and start hustling your heart out.

The marketplace is crowded and you have to stand out. To do that, you need to 
be clear and confident about who you are and what you have to offer.  Even if it’s 
just little old you working by yourself at a computer eight hours a day, you still 
are a business, baby, so it’s time to start talking and acting like one. 

These three steps are your first building blocks in creating a stand out brand that 
will have clients knocking down your door.

1, 2 http://www.elance-odesk.com/press/53-million-americans-now-freelance-new-study-finds
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THE WHY IS THE MOST IMPORTANT ASPECT 
OF EVERY GREAT BRAND.
It is my favorite question to ask entrepreneurs and small business owners. Why 
do you do what you do? Why are you creating this brand? What is it about this 
that makes you excited to be doing it?
 
I’ll be honest with you and say this, the why is not going to be about money. 
And if it is, you need to reevaluate your choices because not everything is about 
money. Because money is… well, it’s a complicated subject but money isn’t 
going to get you out of bed in the morning, especially once you are making a lot 
of it. Money isn’t going to be your bigger purpose. It’s not going to fuel you to 
make the right decisions for your business and your clients. Money is important, 
of course, but it is not everything. Your why is your bigger purpose. Your why is 
everything.

If you don’t know where to start, here are some questions to help you determine 
your why.

WHY ARE YOU AN EXPERT IN THIS TOPIC?

CAN YOU LOOK BACK IN YOUR HISTORY TO SEE HOW YOUR PATH HAS 
LED YOU TO BE AN EXPERT?

WHAT ARE YOUR STRENGTHS?

WHY DO YOU WANT TO SHARE WHAT YOU HAVE TO TEACH?
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WHY SHOULD PEOPLE KNOW WHAT YOU HAVE TO SHARE?

WHAT ARE YOUR VALUES WHEN IT COMES TO BUSINESS?

WHAT FEELINGS DO YOU WANT PEOPLE TO HAVE WHEN THEY INTERACT 
WITH YOU AND YOUR BRAND?

The key is you are combining what you do with who you are as a person. When 
you work for yourself, you are selling yourself and your brand should be aligned 
with your values, strengths, passions and past. This is what separates you 
from everyone else. It’s the beginning of your story and knowing, trusting and 
understanding it is vital to building a beautiful brand.
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IN KINDERGARTEN, YOU WERE PROBABLY 
TOLD THAT NOT EVERYONE IS GOING TO 
LIKE YOU AND THAT’S OK.  

Well the same goes for working for yourself. You can’t cater to everyone and you 
shouldn’t.
 
Think about it. Let’s say you’re a volleyball player and you want to hire the best 
coach to help you improve your skills.

Would you hire the person who has had incredible success with top volleyball 
players in the country, who you have seen at many volleyball events and maybe 
have met a time or two when they were coaching your teammates?

Or would you hire the person who has also had incredible success with many 
different athletes from basketball players, baseball players, football players and, 
yes, even a few volleyball players?

They are both qualified but you’re probably leaning toward the person who lives 
and breathes volleyball, rather than someone who is a strong coach but not as 
involved in the volleyball world. 

You want to be niche. You want to be specific. Stop talking to everyone and find 
the one group you want to talk to. It’s a lot easier to handle your marketing and 
make yourself stand out when you’re not trying to please every single person in 
the world.

The other thing you need to do is get specific with what you do. You’re not just 
a life coach or a graphic designer or a marketing freelancer. Because you do so 
much more than that! Take your why and your niche audience and think about 
how that combines into what you do. 

Here’s a great example of getting specific with what you do. For a long time, I 
told people I worked in social media and copywriting, which was true, but it 
didn’t mean anything to anyone. When I started telling people that I helped small 
businesses grow their digital communities and sell more online through social 
media and copywriting services, it started to narrow down what I did and helped 
me get the clients I really wanted to work with.





© 2015 Montano Hughes        •        Page 9

YOU HAVE THREE MAJOR COMPONENTS 
OF YOUR BRAND RIGHT NOW: YOUR ULTRA 
IMPORTANT “WHY,” YOUR SPECIFIC AUDIENCE 
AND WHAT YOU SPECIFICALLY DO. 
I want you to practice putting these into one sentence to two sentences so it’s 
clear and concise. Play around with what feels right. Do you want to start off with 
who you work with or do you want to start off with what you do and then follow it 
up with you how you do it? There are so many ways to tell your story!

The key is you need to be able to say this anywhere: at a cocktail party, over 
dinner, on your website, in an introduction or wherever some one asks you “So 
what do you do?”

The clearer your message is, the more confident you will sound and the more 
clients you will be attract. It’s that simple.
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YOU DESERVE TO 
WALK INTO ANY 
ROOM (VIRTUAL 
OR PHYSICAL) AND 
COMPLETELY OWN 
YOUR BUSINESS 
WITH CLARITY AND 
CONFIDENCE. 
You have started to craft a brand 
message that is going to help you 
stand out in a crowded marketplace. 
You might need to do a little more soul 
searching and tweaking before it’s 
perfect in your mind but the important thing is you are laying the ground work. 

Keep working, keep hustling and go out there and start telling people about the 
business of your dreams!

I cannot wait to see you succeed!

♥ MAURA
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