9 Overcoming Freelance SEO
Challenges (Quick Guide)

Freelancing gives freedom, but brings unique challenges.
You're the SEO expert, salesperson, project manager, and more!
Common freelance thoughts:

e "My client expects results yesterday!"

e "They keep asking for extra work (scope creep)."

e "They won't implement my important recommendations."

e "My income is unpredictable - feast or famine!"

e "How do I build a stable business?"

Let's tackle these classic freelance hurdles.

Challenge 7: Dealing with Difficult Clients

e Problem: Unrealistic expectations, resistance to advice.
e Solution: Strong Onboarding & Clear Communication.
o Before You Start (Onboarding):
s Qualify:

m Ask about their goals, understanding of SEO timelines, and who
implements changes.

m Address unrealistic expectations early.

m Proposal: Clearly outline scope, deliverables, timeline (show typical
results ranges!), client responsibilities.



m Contract:
m Non-negotiable. Use a template.

m Detail scope, payments, communication, client responsibilities (like
implementation).

m Kick-Off Call:

m Review goals, scope, timeline. Introduce an "SEO Expectations
Document"” (visual timeline helps!).

m  Get buy-in.
o Ongoing Education:
m Simple Reports:
m Focus on progress towards their goals.
m Explain the 'why' behind metrics.
m Use short video walkthroughs (Loom).

m Translate Value:

m Explain why a technical fix matters for their business
(e.g., "Implementing schema helps Google show product
price/reviews, increasing clicks from buyers").

m Document Everything:
m Recommendations, approvals, implementation status.
m Use your project tool (Trello/Notion).
m Crucial if results lag due to client inaction.

o Handling Resistance/Scope Creep:

m Resistance:
m Understand why they resist.
m Reiterate the business benefit/risk.

m Offer phased implementation if possible.



m If they refuse, document it via email
("Understand we won't do X, this may impact Y goal...").

m Scope Creep:
1. Acknowledge & Clarify the request.
2. Reference the agreed scope: "That's outside our current scope of [X]."

3. Offer Options: "We can scope this as a separate project (quote $X),
OR adjust next month's retainer (swapping out Y)."

4. Confirm their choice in writing before starting extra work.

Challenge 8: Inconsistent Income

e Problem: Feast-or-famine cycle is stressful.
e Solution: Proactive Pipeline & Retainer Focus.
o Be a Business Owner:
m Schedule Sales/Marketing Time:
m Block 4-5+ hours every week. Non-negotiable.

m Use the 20/20/60 model (20% lead gen, 20% scaling offers, 60%
client work) as a guide.

m  Know Your Numbers: Track leads (by source), conversion rates, average
client value. See what works.

o Build Leads Consistently (Choose 1-2 Methods):
m Personalized Outreach:

m Target ideal clients, research them, offer specific value upfront (not
generic pitch).

m Track meticulously.
m Niche Content Marketing:

m Create helpful guides for your ideal clients.



m Share where they hang out (LinkedIn, etc.).

m Strategic Networking:

m Connect with related agencies/consultants. Offer value first.

o Prioritize Retainers:

m Make retainer packages better value than one-off projects.

m Propose retainers near the end of successful projects to maintain
momentum.

o Focus on Retention (Keep Clients Happy!):
m Deliver value consistently.
s Communicate clearly (reports focused on business outcomes).

m Do Quarterly Business Reviews (QBRs) to discuss results & strategy.

m Ask for feedback.

Key Takeaway:

e Strong processes (onboarding, communication, contracts) prevent client issues.

e Consistent marketing/sales efforts prevent income gaps.

Action:

e Block 4 hours in your calendar next week just for sales/marketing (e.g., research
10 prospects, outline a blog post).

e Treat it like a client meeting!
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