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Disclaimer 
 
There is absolutely no guarantee on the potential income you can make 
using the system outlined in Ghostwriting Cash.  While the statistics shown 
in this eBook are, indeed, factual, I cannot possibly ensure each and 
every reader will have the same results. You agree to accept the risks 
associated with this and understand that results will vary by individual.  
 
Internet marketing, as any other business venture, can be as successful or 
not depending on the efforts of the person pursing this path of income.   
The examples discussed in this eBook are exceptional examples and don’t 
apply to every average marketer. The results and income amounts do not 
represent or guarantee that you will have the same level of income.  
 
There are always unknown risks involved, especially on the Internet, and 
we are not responsible for your actions or results. You agree that this 
company is not liable for your success or failure and that you understand 
we take no responsibility for any errors, omissions or inaccuracies in this 
material.   Likewise, any negative statements or portrayals of any 
individuals or companies is unintentional.  
 
 
NOTE: 
I’m a firm believer in teaching by example, so you’ll see tons of real 
examples in this eBook to show you what it is I’m teaching you. Also, when 
I speak of a “guru” it doesn’t necessarily mean the famous marketers. 
There are many men and women at guru status who do not brand their 
name and to you, may seem like everyday newbies just participating in 
forums as usual, when in reality, they’re making bank on niche empires. 
They do not want their success broadcast to the world because they’re 
not selling marketing products and don’t want you tracking their every 
move.  
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The Perks of Ghostwriting Aren’t All About the Money 
 
If you’ve been trying to jumpstart some sort of work at home online 
income for any amount of time, you may have become dismayed at the 
amount of lies you encounter.  
 
The reason I wanted to do this project is because it teaches a true way to 
make money online without empty pie in the sky promises. There simply 
isn’t a magic button you can push where you buy a report, click a button 
to implement something, and make boatloads of cash overnight.  
 
They sure make it seem that way though, don’t they? 
 
What IS real is that you can build a formidable online income without 
sacrificing your ethics, without ripping people off, and without being 
unhappy and frustrated as you learn the ropes. 
 
If you’ve brought your head back down out of the clouds and are willing 
and ready to accept that you need to work in order to build an Internet-
based, profitable business, then I’m willing to teach you how.  
 
There are many paths you can take to making money online, but only one 
that I know of offers you the perks you can’t find elsewhere – and that’s 
ghostwriting as a service provider for other Internet marketers.  
 
You Get MONEY Without the Long Wait 
 
Without money, life gets hard – fast! You start scrambling to pay the bills, 
worry that you won’t be able to put food on the table, and suddenly 
instead of envisioning your success, you’re seeing a future frequenting 
homeless shelters - so you’re too panicked to think straight. 
 
Money IS important. 
 
The great thing about working as a freelance ghostwriter is that you can 
have plenty of it and you’ll eventually be turning away customers if you 
position yourself to be in demand. 
 
But I have a warning for you – at some point in time, you’ll hit an “earnings 
wall.” There will be a time when you’ve maxed out your per page 
earnings and the time you have available to do the writing yourself. 
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At that point, you begin to wonder if you can grow or if you’ll be stuck at 
your current income level for good. You’re going to find that there are 
two ways you can break that glass ceiling and soar to increased profits. 
 
First, you’ll pursue a more independent path as an Internet marketer 
whose writing skills begin to sell products of your own and other people’s 
too for a share in the commission. 
 
Second, you’ll begin to outsource your projects and allow another 
freelancer to do the work while you keep 50% of the profits for yourself just 
acting as the go-between. 
 
You Get to Spy on Niches Other Marketers Know Are Hot  
 
When I started ghostwriting, I wasn’t even aware that I was being offered 
the opportunity to “watch over the shoulders” of some of the most brilliant 
money minds in our world today.  
 
These are people who have built a steady flow of cash (LOTS of cash) 
working at home on the ‘net. So I just took the project details, got to work, 
and handed it over.  
 
It wasn’t until a few of them bragged that the 50-page eBook I wrote for 
them (for a measly $1,000) earned them $10,000 on day ONE that I sat up 
and started taking stock of what I had to offer if only I knew the details on 
launching something myself.  
 
And the marketers even spy on each other by looking at the projects 
posted on the freelance forums – but you’ll get more details being the 
ghostwriter.  
 
Most people think all these top marketers ONLY sell “how to make money” 
products but that’s not true at all. In fact, most of them have multiple 
niches behind the scenes – stuff like dog training, wedding planning, 
parenting and more.  
 
I’d say 80% of what I wrote for the top 5% of marketers was NOT in the 
Internet marketing niche.  People will say, “Well if they’re already doing so 
well in THOSE markets, why do they even bother with the make money 
niche?”  
 
I’ve never met a single person who thought they had too MUCH money, 
have you? We can always use more. And if someone’s willing to pay you 
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for your knowledge about how to do something, you might do it and 
create an even bigger profit stream. 
 
You Get to Watch the Launch Process Unfold 
 
You may be new to online marketing, someone who’s been trying for 
years, or a variation in between the two – but chances are you don’t 
know every trick the marketers use to make money online. 
 
By just watching their project with you unfold, you’re going to gain more 
knowledge than any official guide or course could share with you. 
 
You’ll see what they want included. You’ll see what they don’t. And you’ll 
get to see what materials are needed (and in what ORDER) as the launch 
unfolds from a mere concept to a fully released product. 
 
They’re going to tell you what they’re using it for, in most cases. They all 
assume you’re “just” a ghostwriter – with no interest in ever competing 
with them. So they’ll confide in you. 
 
They’ll tell you they need a 20-page opt in report to give away as a 
freebie. They’ll admit to you in a private message board on your 
freelance site that they want 30 keyword-laden articles to use on 
directories that have a 3% density of a particular phrase. 
 
You get to see how the pros REALLY do it.  
 
Not what they SAY they do – what they ACTUALLY do. 
 
There’s a big difference. 
 
You Get to Develop Friendships for Future JVs 
 
One thing you’re going to learn about me is that I never advise you to kiss 
the feet of the clients you work for. On one hand, you want to impress 
them.  
 
But you also want to flip the situation from this: Freelancer desperate for 
money who will do any writing work for any amount to money… 
 
To this: Ghostwriter with a long waiting list who MIGHT have an opening he 
or she will let you have if the price is right and the project is one that you 
want. 
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It’s all about who has the upper hand. And when you have the upper 
hand, you don’t want to screw people over – you want to maintain your 
dignity and ethics and have even MORE people clamoring to get the 
right to work with you. 
 
As you become this “in demand” ghostwriter, you’re going to want to 
cultivate friendships with the marketers who you work for. Treat them well, 
gain their respect back – and in the future when it’s time for you to launch 
your own info product, you can call upon some of those marketers to help 
boost your launch profile.  
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What Skills Does It Take to Be a Ghostwriter? 
 
Boy when I first got into ghostwriting online, I thought I could beat out 
anyone just by using my collegiate achievements – Dean’s List in college 
for Journalism, etc.  
 
I was WRONG. 
 
One of the first things a top marketer said to me was, “Forget what you 
learned in college – your writing’s too stuffy – this is the Internet – it’s got to 
be more casual.” (Thanks, Jimmy Brown!) 
 
It was hard to throw my education out the window but now that I’ve done 
it, I find it much more relaxing and enjoyable writing because it’s like 
writing an email to a friend or something. 
 
Know How NOT to Be a Perfectionist 
 
All those stuffy grammar rules? They don’t matter. 
 
Did you end a sentence with a preposition like the word “of?” Who cares? 
 
Incomplete sentences? So what? 
 
This is NOT writing for your college professor. It’s also not writing for a 
newspaper. This is Internet marketing – peer-to-peer relationships – and 
they’re a whole different ballgame that’s open to the non-professional 
types. 
 
My Journalism background also hindered me in more ways. I was overly 
editing my work instead of just getting things done. I was researching 
every itsy bitsy detail for an article because I thought it should be 
thorough and answer the reader’s question.  
 
I had no clue about how articles in directories were used as a gateway to 
the product owner’s site where a SALE could be made. If you give all the 
info away in an article, there’s nothing left for them to buy.  
 
Not only that, but it was taking up too much time. Perfectionism KILLS 
productivity. 
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Does that mean you deliver a piece of crappy writing that makes ZERO 
sense, has spelling mistakes crawling all over it and is so awful that the 
marketer can’t use it?  
 
Obviously not. Use common sense in this area – do a good job, but don’t 
get bogged down in over-editing your work. 
 
Learn What Plagiarism Is and Avoid It  
 
Plagiarism doesn’t just mean that you avoid copying something word for 
word. I don’t think some marketers grasp this. This is one area where my 
background in Journalism DID help. 
 
I know the legal ins and outs of “lifting” ideas and content from another 
person, and I’m very careful not to do it.  
 
First things first – you should invest in the $0.05 per run of Copyscape. I love 
this site because whenever I outsource to another writer, I run it through 
and if it fails (meaning it comes back as identical to some other page), I 
know they plagiarized. 
 
So what many marketers have advised (wrongly so) is this: “Copy an 
existing article and line by line, just rewrite it in your own words.” They 
simply swap the order around a bit. 
 
This is still plagiarizing the other person’s work. Even if you make the 
content pass copyscape, you don’t want to copy someone else’s 
thoughts paragraph by paragraph. 
 
What you do is open up several tabs in your browser (or Windows) and 
you educate yourself about a topic by reading multiple articles and a 
variety of sites. Some might be authoritative (like the Mayo clinic, for 
example). Some may be opinion pieces. And some may be marketing 
sites.  
Once you know about the topic, you shut it ALL down and write from 
scratch. You brainstorm your own slant. 
 
Gain Some Flexibility in What You Write About 
 
The best thing you can do is learn how to write about multiple topics.  
Most marketers have many niches they target – not just one, so when they 
find a writer they like, they could very well be hiring you for several eBooks 
at a time. 
 

http://www.copyscape.com/
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Don’t let yourself worry about whether or not you know enough about a 
topic to write about it. Clients for ghostwriting work generally pay a 50% 
deposit, and out of that money, you can buy some resources to educate 
yourself. 
 
Include the cost of resources in the bid (no need to disclose that it’s part 
of your bid) – or use the local library if necessary. I personally love the 
Dummies and Idiots Guides that you can buy in almost every topic. 
 
You can also find tons of free information online, or buy a competitor’s 
info product – not to steal their ideas, but to see how you can make yours 
even better – fill in the holes of what they’re missing. 
 
Know the Definitions of What They Want  
 
Marketers will also want you to do a wide variety of the types of writing 
you create. You need to know how to write the different elements, so let’s 
cover each one here so that if a marketer asks you to do a series of 
autoresponders, you don’t have to say, “What’s that?” 
 
• eBook – This is the main info product. It’s a book, only it’s sold online just 

like this PDF you’re reading now. It has a title page, table of contents, 
chapters and sub-headings.  

Normally, most marketers will ask for an eBook of anywhere from 50-100 
pages per eBook. If they were true writers, they’d know not to put a 
page limit on the project because you don’t know how long or short it 
needs to be until you’ve researched and begun writing it. 

The problem is, marketers often price their products based on page 
count – that’s good for you as a ghostwriter because more pages = 
more money to the marketer (and subsequently you). 

Where this poses a problem is when the topic clearly only needs 30 
pages but the marketer insists on 50. You have to learn how to get very 
in-depth with detailed step-by-step instructions. Some will even point 
blank tell you to add fluff to bulk up the page count.  

You’ll need to ask your client if he or she wants you to include screen 
shots. I personally use Snag-It but you can also press Print Screen on 
your keyboard and paste it into Paint if you need to go the free route.  

They also may want images from a site like iStockPhoto. If this is the 
case, have them pay for the images. (This can be something like a 

http://www.tiffanydow.com/images/istockvertbanner.JPG
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cigarette for a smoking cessation eBook). If you want to use the 
images yourself repeatedly, then buy them yourself and work the price 
into the bid if you want. 

• Article for Directory – An article being used in a directory is created for 
two reasons – the backlink it provides back to the product sales page, 
which Google interprets as a “nod” in favor of the site’s expertise, and 
a funnel for would-be customers to slip into so they can land on the 
sales letter and hopefully be convinced to buy. 

What this means is that you have to walk that fine line of providing 
enough value so that the reader is impressed, but not so much that 
they get their answer and have no reason to click through to the site. 

• Web Content – People who ask for web content are generally offline 
entrepreneurs (or new to being online). A true Internet marketer usually 
asks for sales copy.  

Web content is considered the pages for the site like “About Us” or 
“Terms of Service.” Sometimes it simply tells a bit about the product 
itself, and instead of being hyped up like sales copy, it’s more 
informational.  

• Email Autoresponder – Online marketers know that in order to really 
beef up their sales, they need to build a list of subscribers who opt in to 
their list (meaning they give permission for the marketer to email them). 

Usually, most email autoresponders that you’ll get hired for will be 
promotional in nature. So let’s say you land on a site for dog training 
tips. You see a free 7-day course being offered via email, so you enter 
your name and email address.  

The marketer will hire a freelance ghostwriter to create a series of 
emails that gives tips, but not the whole strategy, away. They’re usually 
formatted so that they have a thinner width and begin with a greeting 
like: Hi {firstname_fix}! and a closing such as, “To your success!” with the 
marketer’s name afterward. That snippet of code above will 
automatically enter the recipient’s first name into the email to 
personalize it. 

With these, you need to start off providing a valuable tip and end with 
a call to action – that means the reader is motivated to click on a link 
to buy a product and learn more.  
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Because these will be queued up in the email system, they need to be 
in a logical order for the reader – and make sure the marketer knows 
which one is first, second, third, etc. 

• Opt In Report – The opt in report is a short report (could be anywhere 
from 5 to 20 pages or so) that’s given away FREE in exchange for a 
potential customer to subscribe to the marketer’s newsletter. 

Opt in reports will usually be a broad slant on the topic, or perhaps be 
something nicely paired with the product for sale. Here are a couple of 
examples: 

A broad opt in report might be “What Is Menopause?” which helps the 
marketer build a list so that he or she can then later sell a product on 
using a specific natural remedy to battle their menopause. The 
marketer is telling them WHAT it is, so that he can later come back with 
HOW to fix it. 

A related opt in report might be where a marketer asks for a short 
report on at home exercise tips when he’s building a list to sell a 
specific nutritional diet plan later. Eating and exercise go hand in hand 
for weight loss, so he gives one portion away and makes them buy the 
other half. 

• Squeeze Page Copy – A squeeze page is a simple page with an opt in 
form and very minimal sales copy. It usually includes a main headline, 
a sub-headline, and a few bullet points.  

The goal is to get the visitor to enter their name and email address, so 
your bullet points and headlines have to be very enticing. There’s no 
chance for long explanation copy – everything is “above the fold” 
meaning the reader won’t be scrolling. 

• Sales Letter - Those who can help with the sales copy of their content 
will get more jobs than those who can’t. That’s because nobody – not 
even marketers – like to tackle sales copy. It’s a chore! 

The good thing is, you get to charge way more for squeeze and sales 
page copy! As an example, when I first started out and was at a $10 
per page level, I charged $100 per page for sales copy.  

Marketers are taught that the pros spend $10,000 on sales copy, so to 
them, $100 per page is small potatoes. Of course you have to practice 
and know a bit about what you’re doing. 
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My favorite book on sales copy isn’t some $197 course – it’s a little book 
that sells for under $15 on Amazon: Web Copy That Sells: The 
Revolutionary Formula for Creating Killer Copy That Grabs Their 
Attention and Compels Them to Buy by Maria Veloso. 

Sales copy can range anywhere from 5 pages to 25 pages. This is a 
good add-on addition to a project where you write the info product. 
Make sure you let your marketer know that you offer this service. 

The basic format for sales copy will be main headline followed by 1-2 
sub-headlines. Then you’ll have a storyline with sub-headings sprinkled 
in as well as blocks of bullet points. You’ll have testimonials to insert and 
near the end a call to action (urging them to buy), a guarantee, the 
order form and two Postscripts (P.S. and P.P.S).  

• Lens or Hub – Some marketers now use social networking sites like 
Squidoo or Hub Pages to get backlinks and more traffic to their sites. If 
someone hires you to write these kinds of sites, you’ll need 
approximately three, 250-word articles.  

• Blog Posts – Blog posts have two purposes – to provide value for the 
reader who lands here to read and to let Google know that this is a 
thriving, relevant hot spot for content. 

Blog posts are sometimes shorter in length – about 200-250 words per 
post, but they’re sometimes longer, so be sure to check with your client 
before accepting the project.  

A savvy marketer will want a keyword phrase used in the title and a 
couple of times in the article itself. With a blog post, things are not 
written in third person, but more of a “me to you” scenario.  

The blog owner is building a following. Unless, of course, it’s a business 
blog, in which case it may not be that they’re trying to make one 
person out as the expert on a subject. Just ask the marketer what 
voice they want it written in. 

• Viral Report – A viral report is similar to an opt in report, but it often has 
a bit more sales content inside. Reports like these are given out free – 
released on the ‘net so that others can share it (make it go viral) and 
more sales are generated because of it. 

You still want there to be value, but you want to add some call to 
action text inside to get them to abandon the report and go for the full 
deal – the info product that the marketer is planning to sell to them. 

http://www.amazon.com/gp/product/0814413048?ie=UTF8&tag=weddingsociet-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=0814413048
http://www.amazon.com/gp/product/0814413048?ie=UTF8&tag=weddingsociet-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=0814413048
http://www.amazon.com/gp/product/0814413048?ie=UTF8&tag=weddingsociet-20&linkCode=as2&camp=1789&creative=390957&creativeASIN=0814413048
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Have Good Time Management Skills 
 
Oh how I wish I had been on time when I was a ghostwriter. It would have 
made me almost flawless as a freelancer. But it’s my Achilles heel. If you 
can master your timing better than I could, you’ll have many marketers 
who are very impressed (I’m not alone in missing deadlines and marketers 
can’t stand that).  
 
This is a case of do as I say, not as I do, so here are some tips: 
 
Never ever promise a faster deadline than you can deliver. If you know it 
takes you five hours to write five pages, then think about how many you 
can realistically get done in a day. Don’t push it – life always gets in the 
way. 
 
Tack on another week to your deadline just in case. Having a buffer can 
either help you or (in my case) give you reason to procrastinate further. 
Spur yourself on to complete it early. 
 
Whenever I DID meet my deadlines, it was because I lied to myself and 
told myself it had an earlier due date. With many clients lined up at a 
time, you forget these details – so in my spreadsheet of projects I had 
going on, I set an earlier deadline so that if I WAS late according to that, I 
was actually on time for the client. 
 
Be honest. If you need more time, never hide from your clients and end 
communication. That will scare them that you’ve run off with their money. 
That’s one thing I NEVER did – I always kept in touch and said I was 
running late, etc. They appreciate knowing the truth and are usually 
patient. 
 
This is one of those cases where over-delivering can set you apart from 
other freelancers. Deliver EARLY – not just on time – and surprise them! I 
believe my old clients probably got to the point where if I said 3 weeks, 
they knew it meant 5, but that is NOT a reputation you want to be known 
for.  
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What You Need Before You Start Bidding for Work 
 

Before you ever place your first bid, you should go through this course in its 
entirety. This isn’t one of those guides where you do as you read. You 
need to grasp how the entire process will unfold from start to completion. 
 
The first thing you’re going to do is prepare three items for your bidding 
process. These three elements – a profile, a portfolio, and timelines – will 
help both you and your customer, and they’re extremely important. 
 
What to Put in Your Profile 
 
I see so many people go wrong with their profile. On most freelance sites, 
you’re given space to create a profile that’s as long as you like it to be. 
Just because I like to share my own journey with you, I’m going to show 
you what my profile looked like way back when I was on Elance: 
 
Writertiff Elance Profile 
 
I haven’t done any projects there in years but I keep the profile up 
because it’s still branding. And speaking of branding, “Writertiff?” Really? 
What poor branding. But once I realized that it was a form of marketing, it 
was too late – people knew me. So think of a good name for your 
freelance writing service.  
 
You’re catering to marketers, so you might come up with a business name 
like, “NicheContent” or “MarketingGhostwriter” or something that reflects 
what you create and that you grasp their needs (many writers don’t). 
 
I want to examine what I did right as well as what I did wrong. First, I put 
plenty of content in there. My profile wasn’t a couple of sentences. In 
cases where they’re hiring a writer, it might set off red flags if the writer 
skimps on words (do they not know how to use them?), so don’t be afraid 
to fill this part out in its entirety. 
 
And remember – this could be the first impression some marketers have 
about you. It’s not always when you place a bid. Many marketers skim 
through profiles seeking freelancers they want to invite, so really make this 
part count! 
 
I’m not sure exactly how the profiles are initially set up now, but we were 
allowed to enter service description, payment terms, and certifications. 

http://www.elance.com/s/writertiff/
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Only put what’s relevant. If you’ve worked on a farm for 3 years, don’t 
add that unless you tie it into being able to write well about the pet niche. 
 
I got all fancy and incorporated my company and used words like ”our” 
and “we” when it was really just me. I wouldn’t do that again. Too many 
marketers have been burned by freelancers that have one figurehead 
and then pass along the work to non-English speaking writers, so the work 
isn’t the same as what’s reflected in the portfolio.   
 
• If you have a “team” then let them know exactly who is on that team 

and assure them that they can pick and choose which writer will be 
doing the work. Your portfolio should be clearly marked for whose work 
is whose if more than 1 person is doing it. 
 

• Tell them what kind of writing you do (this goes back to earlier when I 
said you needed to know the definitions of types of content).  
 

• Encourage your reader to view your feedback (assuming it’s positive, 
which it should be). 
 

• Brag about some of the names you’ve written for in the marketing 
world if you snag a big name guru and assuming they don’t mind you 
saying so. Just don’t say WHICH products you ghostwrote. Most of 
them like to claim you only wrote non-Internet Marketing niche content 
(even if that’s not true). 
 

• Mention some of the niche topics you’ve written about – and point 
them to your portfolio, encouraging them to look further. 
 

• Explain your payment terms clearly. I required 50% upfront, with the 
remainder due upon delivery. Later I required 100% prepaid. 

 
I invite you to go see how I did my own profile, but inevitably, I know 
someone reading this will think, “Well, as long as she’s not bidding 
anymore, it won’t hurt to copy a bit here and there.” 
 
That would be your first mistake. Marketers still find me on Elance and 
contact me all the time. So if they find me, and then see that you’ve 
plagiarized – well, it starts you off on the wrong foot. So just learn from the 
profile and start yours from scratch! 
 
Your goal is both to brand your business as a premiere ghostwriting 
freelancer AND to maintain a stellar reputation. Marketers won’t always 
dig very deep. They can see a quick snapshot of your results. 
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They can sort by the feedback rating you get, the level you’ve earned, 
rates, etc. Mine now sits stagnant, but as you can see below, it still reflects 
a perfect 5-star rating and average earning of $746 PER client.  
 
There is ONE item that’s not reflected honestly, though. The number of 
repeat clients looks like it’s only 19%. Back then, we all routinely took 
clients OFF of Elance once we completed the first project – or they would 
offer, knowing that as struggling writers, we couldn’t afford the 
percentage Elance got. 
 
They began cracking down on that and I actually took clients TO Elance 
who had found me elsewhere. I liked having the feedback build and if 
you took them off, it makes it look as if you’re not as successful as you 
really are. 
 

 
 
I could reactivate my account at any time if I ever needed to. Your profile 
will be a branding spot for you. Notice in mine, although it’s not a live 
hyperlink, I DO have a link back to my website where the marketers can 
buy my products or contact me directly. 
 
How to Create a Dynamic Portfolio 
 
If the site you’re bidding at allows it, you need to upload a portfolio of 
sample work (same goes for your own ghostwriting website). Before you 
panic and say, “I don’t have any jobs under my belt!” relax – they just 
want to see what you’re capable of. 
 
In fact, most marketers don’t WANT excerpts of their ghostwritten work 
shown, so coming up with some things from scratch is perfect. 
 
If I were you, I would sit down and create half page excerpts on the top 
niche markets. That includes things like the health, wealth and relationship 
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niches in addition to a few others like an Amazon review of a product, the 
pet niche, etc. 
 
You don’t have to create full eBooks – small samples of your work will 
suffice. They just need to see how you write about a particular subject.  
 
You can also show samples of the types of writing we talked about earlier 
– an example of an email autoresponder, a squeeze page, sales copy, 
etc.  
 
Here’s a good tip, too! If you see a project that you want to bid on, like a 
dog potty training eBook, for example, but you don’t have any samples 
like that – MAKE one! 
 
Then in your bid, tell them you invite them to look at your dog potty 
training sample in your portfolio. Most freelancers won’t do this and it 
signals to the marketer that you’re capable. 
 
Plus, it helps grow your portfolio and it’s always available for future 
prospective clients to view if they have a need for a project in the same 
vein. 
 
Preparing Realistic Turnaround Time Estimates 
 
Practice. If you don’t know how long it takes you to write about a topic, 
then take something you know nothing about and assign yourself the task 
of writing something for it. 
 
For people who don’t yet have any clients, but need the practice writing, 
I suggest you write up a multitude of various content packs and sell them 
as private label rights. 
 
Instead of selling custom requested content, you’ll be selling readymade 
content – to multiple buyers, so you can profit from it again and again.  
 
Your turnaround time doesn’t have to be detailed for the client. Don’t go 
into a story about how your kid is sick and you’re bad at multi tasking. Just 
say: “I can have this completed in 3 weeks from the date a deposit is 
made.” 
 
See that last part I put in there? It’s VERY important! Because here’s what 
can happen: 
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You bid on a project and the client opens up a private message board 
asking how soon you could complete the work. You say, “3 weeks.” Two 
weeks pass by and suddenly the client makes a deposit.  
 
He then expects the job to be completed in ONE week, since you said 3 
weeks total. So add the disclaimer because if he doesn’t do anything for 
two weeks, and another job comes along and you need money, well he’s 
going to have to get in line, right? 
 
One last thing – don’t compare yourself to other freelancers. I do 5 pages 
an hour, but some people do 5 pages per WEEK. Both are okay - just be 
honest. 
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Listings of Hot Spots for Ghostwriting Work 
 
There are three ways you can go about getting work as a ghostwriter. You 
can launch your own ghostwriting website (which you’ll learn later), you 
can get clients via email from word of mouth, and you can bid on 
projects.  
 
In the last lesson you learned about making sure you have a portfolio, 
profile, etc. You’ll need those to show people regardless of where you’re 
getting jobs. Even word of mouth clients will ask to see samples. 
 
But there are three main areas I suggest you start getting work. I’m going 
to talk about these three sites in general and give you a list of other 
possibilities, but I’m not going to give a step-by-step register and post 
lesson because sites like this constantly change their interface and each 
one will have a simple process to follow anyway.  They’re all very basic – 
enter your name, email, etc. 
 
Basically, each site will get you to sign up with valid contact information, 
you’ll generally choose a level to sign up for – free through premium, you’ll 
choose a category (writing, graphics, etc), and get an account. 
 
Once you have an account, they’ll allow you to set up the profile and 
portfolio and begin bidding on work! And who ever said you had to stick 
to just one site? Make sure you sign up for multiple places to maximize 
your exposure! 
 
Become a Service Provider on Elance 
 
I first found Elance when I was surfing eBay for some NY Jets gear for my 
hubby’s birthday. I saw a link that said “services” so I clicked on it out of 
curiosity. When I discovered that I could offer writing services, it was a 
lifesaver for our family because my son had RSV and I needed an income 
to work from home. 
 
Elance is one of the more reputable freelance writing establishments 
online. It’s not the first place marketers go when they want dirt cheap 
writing – which is a good thing for you – you want people willing to pay 
top dollar and I’ve even had publishing houses come onto Elance and 
hire me to write books for their company. 
 
Elance allows escrow now, which they didn’t back when I was a writer. 
That means the marketer deposits money there so you know it’s available 

http://www.elance.com/
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before you begin work on your project. It’s a form of protection for both 
buyer and seller. They get peace of mind that you won’t run off with their 
money, which also happens. 
 
On Elance, you can go to find work and narrow it down to writing jobs. 
Then you’ll have the ability to sort projects. Do NOT sort by ending soon. 
This isn’t like eBay where you’re a sniper trying to get in last. 
 
When a marketer lists a project, it’s the first bids that get the most 
attention. By the time the project closes, chances are they’ve been in 
communication with several prospective bidders already and are ready 
to hire one.  
 
Now within the writing category, you can narrow your interests down even 
more. If you only prefer to write articles, choose the articles category. 
Some marketers will be blunt about what the project is about and use a 
title like this: “25 Articles on Baby Names” while others will just put “Need 
Articles.” 
 
Don’t feel like this is all YOU begging for work from THEM. Make them live 
up to YOUR expectations, too. I like how Elance has a hover bubble pop 
up that shows what a buyer’s history is on the site like this: 
 

 
 
You can see at a glance that they’ve verified payment, they have a 
history of buying lots of work, and they award most projects they list, too. If 
you have limited bids to use, you won’t want to waste them on a 
marketer who lists projects, but rarely awards them.  
 
Other Sites to Sell Your Services On 
 
I’ve been on the buying end of vWorker (formerly known as RentACoder) 
before, but not the selling end. It’s a good site – I found some great 
ghostwriters. It seemed a little more fast paced. 
 
Let’s list some more possibilities for you to find freelance writing work: 
 

http://www.vworker.com/


 22 

Scriptlance – while the name resonates with coders for the most part, they 
do have a writing section for freelancers and it’s easy to pick up jobs in a 
place where marketers are already having sites and scripts created 
because what do they need to go with it? Content! 
 
Guru Employer – Very similar to Elance. I remember when Elance started 
getting big, there were projects ON Elance for site creators and script 
writers to create a “knock off Elance site.” 
 
oDesk – this site is more of a virtual workspace where a marketer can keep 
tabs on the work being done by freelance writers. This would have been 
horrible for me, procrastinator that I was (am). 
 
iFreelance – there may not be as many jobs posted on here, but that 
doesn’t mean it’s not worth it. In fact, getting in on the ground floor of a 
freelance website is a good move on your part because once it takes off, 
you’re there with more projects under your belt (and more feedback) and 
some marketers hire you based on that small fact. 
 
Sign up for one or more freelance sites and once you can afford it, 
upgrade to a professional listing from the free version so you experience 
the additional perks. Weed out the ones you don’t feel offer you enough 
work and payment and focus your energy on those that have what 
you’re looking for. 
 
Get a Listing in the Warrior Forum 
 
This is one of my favorite methods of getting ghostwriting work. It’s my 
second home – the Warrior Forum. Now the Warrior Forum is a forum for 
marketers, so many of you will be intimidated about that, thinking, “but 
I’m just a ghostwriter – I don’t know anything about marketing.” 
 
You’re a marketer, too! 
 
You’re sitting here reading an info product, learning how to market your 
services. And there’s no better place to be when selling to marketers than 
right in the midst of their activities, making yourself known to them. 
 
I have run many writing specials on the Warrior Forum and my best day 
was when I ran a special for an eBook package - $1,000 for a 50-page 
eBook. I sold 15 packages in one day! 
 
Yep, that’s $15,000 PAID UPFRONT that I took in that day.  
 

http://www.scriptlance.com/
http://www.guru.com/
http://www.odesk.com/
http://www.ifreelance.com/
http://www.warriorforum.com/index.php?referrerid=35453
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I branded myself in there. My first username was “writertiff” because I 
knew people might have seen me on Elance with that username. I made 
up a tag line for myself: “Ghostwriter to the Gurus,” because I knew every 
marketer out there wanted to be just like the gurus.  
 
You need to think of how you want to portray yourself to these potential 
clients, too. You can sign up for a regular account for free. But eventually, 
upgrade to the War Room level – it’s about $30 for a one time fee. 
 
This allows you to them place ads in the other section of the forum, like 
Warrior for Hire or the WSO section. A Warrior Special Offer at the time of 
this writing is $40, but it used to be $20. Prices can change.  
 
The key here is to build a reputation for yourself. If they don’t know you, 
start participating! Never be afraid that you’re too “newbie” to get 
involved. There are people there who just got online and started this – 
always someone who knows less than you. 
 
You can also ask questions of other members. Start learning the ins and 
outs of Internet marketing and always have your brand in mind each time 
you post. Don’t be a negative factor in the forum. Proofread your posts. 
Make sure you put your best foot forward. 
 
In the forum, you’re allowed to have a “sig file” in each post. So in your 
user control panel, it will say, “Edit Signature.” Here, you can create live 
links to your sites, profiles on freelance sites, or simply put text there that 
says something like, “PM me for pricing on your next writing project!” 
 
Here’s the code you want to use for a hyperlink: 
 
[b][url=http://www.domain.com]Text Goes Here[/url][/b] 
 
Basically, your goal in the Warrior Forum will be this: 
 
1.) Participate as a MARKETER, not just a freelance writer. You’ll gain their 

respect this way. 

2.) Expose your sites or profiles in your sig file. 

3.) Gain recommendations by having a few Warriors try you out for 1 free 
page each – in exchange for a testimonial IF they like your work. 

4.) Run Warrior Special Offers when you have a bargain to offer. WSOs 
mean that Warriors get a deal unlike the public. Whether that means 
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free extra pages or a discount in your per page rate is up to you. But 
make sure you handle the work right or the bad word of mouth can 
ruin you. 

5.) Create a listing in the Warriors for Hire section. 

Regardless of where you get your clients, if they’re impressed, you’ll begin 
getting emails from someone who has been recommended to you by a 
close friend. Take VERY good care of these referrals or you might lose 
BOTH clients. 
 
Now let’s move on to the actual bidding process. All of these freelance 
writing sites let you compete for the work. You won’t always win a job by 
under-bidding on price point and in fact many bids are sealed from your 
view. You have to win with other methods. 
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Strategic Way to Win More Projects Than Your Competitors 
 
On bidding sites, it’s much different than someone stumbling on your 
website looking for a writer or even seeing a bunch of threads in a forum 
from would-be freelancers. 
 
One project getting bids means you’re in direct competition for a 
marketer’s money and they leverage that to their advantage whenever 
they can. Believe it or not, projects are NOT always awarded based on 
the cheapest bid. 
 
You’re going to see a lot of marketers leave bid prices open so they CAN 
hire a cheap writer, but those aren’t the projects you want anyway. You 
want a marketer who cares about quality more than he does about price. 
 
Initially, you might cut your own rates a little bit to get some projects under 
your belt. But don’t underbid (they call it lowballing) on every project - it 
gives you a bad reputation and those marketers who don’t care about 
using you will know that you’re likely to be susceptible to buyer bullying.  
 
I never knew they did this until they started teaching it to each other, but 
marketers like to make you feel as if the work you’re about to do is easy 
and not worth much. They even teach phrases to say on freelance sites 
like this: 
 
“This is an easy job for someone who knows what they’re doing.” 
 
That’s verbatim from some courses teaching outsourcing tricks for low 
cost. What that sentence tells a freelancer is that if they have to price it 
higher, then they must not know what they’re doing because it would 
take them longer, making them feel bad. I vowed never to bid on anyone 
using this phrase. 
 
At one point, until I left, I was the top earner in the freelance ghostwriting 
section on Elance. There are a few things I did that set me apart from my 
competitors and over and over again that caused my competition to say, 
“How did she win that?” and caused the buyers to tell me “this is exactly 
why your bid won,” so I’m going to share those secrets with you. 
 
At the end of this lesson I’ll show you a few of my real bid posting 
examples so you can see how I did it. 
 



 26 

NO Canned Bids EVER 
 
A canned bid is something you write out and just paste into all the 
projects that you bid on. It’s super easy and fast for you – sounds like a 
perk, right? 
 
Unfortunately, it shows the buyer that you couldn’t care less about their 
project. You’re just out to round up some work. It’s a complete turn off for 
marketers and it’s the NUMBER ONE reason that buyers specifically told me 
that I won more bids than anyone else. 
 
Look – a bid is about one paragraph long. If you can’t devote enough 
time out of your day to write a paragraph for a client to address his or her 
specific needs, then this isn’t the right business for you. 
 
They want to know that before you bid, you took time to see what they 
wanted, evaluated whether or not this was something you could do, and 
bid on it because you were enthusiastic! 
 
And here’s the funny thing – sometimes a marketer will sneak a sentence 
into their project posting like this: 
  
“If you read this bid, please put the word ‘peaches’ into your bid so that I 
know you’re not using a canned bid.” So those who didn’t use the word 
were immediately eliminated. 
 
Now it IS okay if you want to have a portion of your bid canned. 
Something like an introductory statement or conclusion that you make. 
But then make sure you insert information that shows you read the 
description of what your prospective client needs. 
  
Point Out Faults of Competitors in a Sickly Sweet Manner   
  
It’s not personal, it’s business. So you don’t add to your bid anything rude 
like, “I happen to know for a fact that her writing sucks!” That would make 
YOU look unprofessional. 
 
What you do is a little sneaky comparative analysis for the buyer. They 
may be new to Elance and not know about profiles and feedback and 
everything. So let’s say you have a 5 star feedback rating and have done 
a project in the same vein as the one you’re bidding on – here’s what you 
could say: 
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“Unlike some of the competition’s bids, I enjoy a perfect five star rating, 
which means my clients have all been satisfied above and beyond what 
was required. I’ve also completed a project very similar to this, and have 
experience that you can rely on. I don’t see any comparable projects in 
the completed project listings of the others. Please check out my 
feedback to see what the client thought of my work and find an excerpt 
of it attached to my bid.”   
 
I also like to point out that some of my competitors bid less, but also use a 
larger font and double spacing, so because I use single spacing and a 12 
point font, they’re getting fewer words with that lower bid (this is only if 
someone lowballs the project). So for example, they bid $10 per page, 
but they’re double spacing and using 14 point font. I’m charging $20 per 
page, but I single space and use 12 pint font. They’re getting half the 
word count with the other bidder! 
 
The people bidding against you can’t really say much against that. It also 
makes others who peek in on the project and contemplate bidding, fold 
early and not even place a bid because they read yours and feel you’re 
most likely to win anyway (this is especially great because some people 
only have a limited number of bids they can place – so why go up against 
stiff competition?). 
  
Invite Discussion Into PM  
  
When you form a relationship with a marketer, it increases the possibility 
that they will choose to hire you. Always invite the marketer to open up a 
private message board to speak to you more. 
 
Some of them may not even realize they have that ability on Elance. 
Once you state it, they’ll often start talking to you, and then they feel a 
sense of guilt if they consider other people (not all do – some don’t care, 
but others will and I know this because once in awhile if they went with 
someone else, they would apologize profusely and you could tell they felt 
horrible). You just want to plant the seed of loyalty there. 
 
Once a PM is opened, always respond promptly (they’re evaluating your 
promptness), and make sure you write well so they can see a bit of your 
style. Be friendly! Don’t be all stuffy like you’re a formidable 
businessperson. Make yourself likeable.  
 
Point Out Portfolio Specs  
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Elance has wavered on bid attachments here and there but if you can, 
attach excerpts of your work in the same niche to the bid. Even if you 
don’t have one – whip one up (about a paragraph will do), and attach it 
so they can get a sense of your writing style. 
 
If you can’t attach a file, then point them to where they can view your 
writing samples – and get very specific if you’ve written something in the 
same niche. Now is not the time to be afraid to toot your own horn! 
 
4 Sample Bids That Helped Me Win Projects – Analyzed 
 
I just randomly picked 4 that I won – some of the older ones, I can’t even 
view anymore (I guess they expire), so here is the bid and my comments 
to you in bold (and FYI Lambert was my maiden name): 
 
1.) Project Bid #1: 
 
Thank you for the invitation to bid on your eBay book. If invited, always 
thank them for taking time to go to that extra effort. This past year I wrote a 
comprehensive (400 page) eBay guide for John Reese (the Internet 
Marketing guru), so I’m very familiar with the subject from A-Z. Stating my 
expertise and also bragging with a little name dropping – don’t be afraid 
to do this! You’ve mentioned wanting a 50-page eBook, but my per page 
rate is $20, so 50 pages would run $1,000. However, make sure you 
understand that unlike some of the other providers on Elance, my pages 
are single spaced and have approximately 395-430 words per page. A 
little professional dig against the competition but it’s the truth! The 
turnaround time for a 50-page eBook is approximately 3 weeks from the 
date of award and receipt of the 50% deposit. I strive to beat my self-
imposed deadlines, as you’ll see in my feedback, but it all depends on my 
current workload, so I give myself a cushion of time. I always state my 
payment terms and turnaround time in the bid. Weed out the clients who 
aren’t right for you. My process is simple: Upon award of the project and 
receipt of the deposit, I take your outline and create a title page and 
table of contents for your review. Then I send the first chapter to you to 
ensure it meets with your desired style and tone before I finish it up in full. 
This section was always part of my canned portion – I had a process that I 
wanted them to know about. It makes them feel a little peace of mind that 
you’re organized and ready. Please let me know if you have any further 
questions or concerns. I can rebid for a lesser amount if you require fewer 
pages. Also, I can turn it into a PDF file, but I do not handle layout and 
graphics. Thank you! Tiffany Lambert – President, Write Consultants, Inc. 
Always sign your name. So many of these profiles on freelance sites have 
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one person posting but it could be anyone working on your project, and 
that makes marketers feel uneasy. 
 
2.) Project Bid #2: 
 
I agree with your concept and know from personal experience that if you 
present yourself as a leader, clients will view you as the same. It’s an odd 
reality, really. This simple statement proved to the prospective client that I 
read his project listing and that I agreed with his point of view, too – setting 
him at ease in hiring me. I hope you’ve taken the time to view my 129+ 
five star reviews to see what other clients have had to say about my 
deliverables. Point it out – even if it’s just 1 five star review, say something 
like, “I’m developing a great reputation here as a five star provider!” My 
client roster boasts some of the top names in Internet Marketing – 
including John Reese, Jimmy Brown, Rich Schefren, and more. At the end 
of this section, let me explain a bit about the name dropping. My process 
for your project would be to deliver each email as I construct them to 
ensure they meet with your desired tone and style – as well as content. 
The final product will be delivered within 1 week from the date of award 
and receipt of a 50% deposit. Please open a private message board if you 
have any questions or concerns. Thank you! Tiffany Lambert – President, 
Write Consultants, Inc. 
 
3.) Project Bid #3: 
 
This is an interesting idea - unique to the ones I am normally commissioned 
to ghostwrite. I have a hearty respect for both the military and the 
business world and would love to have the opportunity to merge the two 
together. Again, letting the client know I’ve read (and agree with) his 
point of view. Since you mentioned handling this one chapter at a time, I 
am bidding $50 (the minimum on Elance) to see how the intro develops. 
Here’s how I normally work: I design a title page and table of contents for 
your review. Upon approval, I send you the introduction or first chapter to 
ensure it meets with your expectations on tone/style. Then I complete the 
project in full. My pages are billed at $20 per page. I require a 50% 
deposit, with the remainder due on delivery. I don’t know if you’ve had a 
chance to look in my portfolio but it has various excerpts if you’re 
interested. I look forward to discussing it with you more. If the intro works 
out, then I will post a repeat project for the remainder of the eBook. Thank 
you! Tiffany Lambert – President, Write Consultants, Inc. This project wound 
up being an entire eBook. The client just had enough money for one 
chapter at a time, but guess what? It results in many five star reviews from 
him and it looked great because a client was buying OVER and OVER 
again from me. 
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4.) Project Bid #4: 
 
If you’ll look in my 119 feedback reviews (tooting my horn), you’ll notice I 
have ample experience in this area. Not only have I ghostwritten 2 eBooks 
on the subject of credit repair and identity theft, both of which are very 
successful, but I’ve also written hundreds of articles on credit, debt, and 
financing. Giving him a rundown of the specific experience I have. I 
looked at your table of contents and I estimate it would take 50-70 pages 
in length to cover those topics. This is great because it tells the client that 
even if he doesn’t know what he’s doing (maybe just starting out online), I 
DO – and I can help. My pages are Times New Roman, 12 point font, so it 
equals around 425 words per page. My process normally works where I 
develop the title page and table of contents, but since you’ve pretty 
much done that, I would simply send you the initial chapter for your 
review and once you give your approval on the tone and style of the 
writing, I would continue and finish in full. I believe I have samples of 
credit/debt work in my portfolio, but I can give other examples via private 
message board if you wish. This is bait to open up a private message 
board. I require a 50% deposit on the minimum number of pages with the 
remainder due upon delivery. I am bidding for the 50 page length, but 
can adjust my invoice if the eBook runs longer. Please open a pmb if you 
have any questions or concerns! Thanks – Tiffany Lambert – President, 
Write Consultants, Inc.  
 
The Power of Name Dropping 
 
You’re probably thinking, “No fair! I don’t have any big name clients!” No, 
and neither did I. They weren’t my first clients – and even when they hired 
me, I had NO clue who they were.  
 
Some people on Elance are not in the “Internet Marketing” scene – 
they’re simply business owners who need online content and want to hire 
freelance ghostwriters.  
 
But others who want eBooks and other marketing rich content will be 
impressed when you’re able to name drop. To this DAY I don’t know who 
half the people are. So do you know what I’d do? 
 
Google them. 
 
I didn’t know Jimmy Brown was a real successful marketer – I thought he 
was some guy from Arkansas. I didn’t know John Reese from John Doe – 
but I sat up and took notice when he fronted me $24,000 worth of writing!  
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Once I started learning the game, I knew which names to drop. And so 
whenever you complete a project, get to know your client’s real name – 
not just their Elance username, and later on, name drop! 
 
One word of caution – many gurus will not mind you saying that you write 
niche content for them (like tomato growing or whatever), but if they hire 
you to write an Internet marketing eBook, they want that kept secret 
because they’re selling their expertise. So be sure to ask and emphasize 
that you’ll just say “some niche content.” 
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Pricing Your Work 
 

Pricing is something that just stumps most freelancers. It’s intimidating and 
most people honestly start out copying their competition. No one has the 
guts to price their work according to what they feel is right.  
 
Freelance Sites Versus Your Own Site 
 
There’s no reason why you can’t have two pricing lists. You can bid 
competitively on freelance sites and charge more on your own site. Or, 
vice versa – give your own site visitors a discount compared to what you 
charge on public freelance sites. 
 
You’re going to need to publicly post a per page rate (you don’t HAVE to, 
but you’ll want to). This can save you from having to field a bunch of 
questions when you could be working on content creation instead.  
 
Initially on freelance sites, before you ever have a single buyer, I would 
price competitively. Once you have stellar feedback and projects under 
your belt, raise the prices.  
 
I started at $7 per page for 1-2 projects (there were people bidding $4-5), 
then jumped to $10 per page, then $15, then $20. I wound up at $30 per 
page and was charging larger amounts sometimes ($50 per page) to TRY 
to weed myself out sometimes if I didn’t really care whether or not I got 
the project (since I was busy and had been invited), but sometimes you’d 
get hired anyway! 
 
You can have special prices for complete packages and give a discount 
if they buy in bulk IF you want to. Sometimes I did that – and sometimes I 
didn’t. If a client asked for a discount and I didn’t want to discount, then I 
simply said no.  
 
You don’t have to explain yourself. 
 
What to Do When You’re New and Desperate 
 
If the bills were due YESTERDAY and you have no money for food, here’s 
what you do – and make SURE you don’t stay here long: 
 
You go onto WarriorForum.com and post a dirt cheap article offer in the 
Warriors for Hire or WSO section – and I do mean CHEAP like $5 per page. 
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You tell them they prepay via PayPal and you give samples of your 
writing. 
 
You set a specific number of pages you’re running this special for – or a 
specific number of buyers, like this: 
 
Thread title:  
 
Only 10 Warriors Get This Special $5 Per Page Content Pricing! 
 
Body:  
 
Hello Warriors!  
 
I want to introduce myself and begin networking with other marketers, so 
to start off on the right foot, I’m opening up a special to Warrior ONLY 
where you can buy $5 per page content – that’s a steal! 
 
I know it’s hard to find decent writers, and I have created some samples 
so that you’ll know what it is you’re buying: 
 
(Insert about 3 excerpts of about a paragraph each on 3 different niche 
topics – one health, one wealth, one love) 
 
Each of the 10 Warriors who get in on this special can buy up to 50 pages 
a piece! Since my usual per page rate is $20, you’re getting a HUGE 
discount of $15 off PER PAGE!  
 
For a 50-page eBook, that could mean the difference between you 
shelling out a whopping $1,000 for an eBook or a mere $250 – who 
wouldn’t want to save $750? 
 
And you can buy now and use it later, too – save it for when you want it – 
and break it up! You may want a 20 page report and 15 articles and then 
another 15 email autoresponders – I can do that, too! 
 
Just send over your order to my PayPal email at (insert address) and in the 
notes section let me know what you want – or tell me the best place to 
contact you via email and I’ll be in touch within 24 hours to work out the 
details! 
------------------------------------------------------------------------------------------------------------ 
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Now the reason I say don’t stay here long is you don’t want to be THE $5 
per page writer. You only want to do this temporarily, get people hooked 
and build a reputation as a good writer. 
 
Hopefully others will RAVE about the deliverables and be SHOCKED at the 
price. You could charge $10 per page too, but the reason I say $5 is that 
you’re almost guaranteed to sell out at that price – I can’t obviously 
guarantee it, but a $5 per page price means even low budget marketers 
can afford you. 
 
Elevating Your Price to the Next Tier 
 
If I were new I’d do it one of two ways: 
 
1.) Either admit that you’re new to online writing and tell people they can 

take advantage of the prices while you build your client roster OR 

2.) Tell people your regular per page rate is (whatever you want it to be) 
and that you’re offering a special to new clients for their first time buy 
from you. 

 
I’d most likely go with #2 on this one. The reason is, while some marketers 
are wonderful and would appreciate the first situation, others are like 
sharks and would bully you into feeling worthless and allowing you to let 
them have that low price from here on out.  
 
They’ll say things like, “I don’t think it’s fair that you’re raising rates on me!” 
or “I won’t be able to afford a higher price, so you’ll lose me as a client.”  
 
All of this is usually a game designed to make you cave – and if you’re 
desperate enough, you will.  With #2, it puts you in the power position. 
You’re ALLOWING them to get a deal – one time. It’s a gift you’re giving 
them. 
 
On raising rates, I normally do it in increments of $5 a page. Start out at 
$10, go to $15, then $20, then $25.  
 
One Thing You Won’t Believe Until You Try It  
 
I was MORE in demand at $30 per page than at $10 per page - but you 
have to build up to it. You can’t jump out of the box charging $30 with 
zero reputation – you might get a few clients that way, but you want to be 
busy all of the time, right? 
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I initially started raising my prices because I wanted to earn more. I was 
nervous, but I did it in baby steps – and when I had clients stay on, it made 
me feel good. Then I started getting requests to do projects when I was 
already swamped, so I’d list a much higher rate and if it got accepted, I 
realized others would pay that, too. 
 
By the time I was $30 per page, I was turning down projects left and right. 
There must be some sort of price perception concept – you get what you 
pay for - and all that, because some people specifically sought out the 
top tier ghostwriters, believing that low priced writers weren’t as good. 
 
And don’t get scared into pricing low either. If you tell a prospective client 
it’s $25 per page and they say they can’t afford that, don’t immediately 
email them back and say, “Oh I’ll charge YOU just $15 then.” It gives them 
the power. 
 
Many times, they’ll search around and not be able to find a better writer, 
so they’ll come back and agree to pay the price you set. Sometimes they 
save up to afford you.  
 
And if you constantly cave, you get a reputation for it (marketers talk) and 
then everyone will know that to get a lower price out of you, all they have 
to do is balk at your pricing. 
 
Marketers Are Savvy Snakes – Beat Them at Their Own Game  
 
I already told you about the “this is an easy job for someone who knows 
what they’re doing” trick. 
 
None of these are really tricks – I consider them buyer bullying myself.  
 
Some buyers will show you other ghostwriter’s prices and say, “Why aren’t 
you charging that?” 
 
You don’t have to explain yourself. Simply say something like this, 
“Freelance writers often have varying price listings. I price my work 
according to my experience and quality, paired with the reputation I’ve 
gained as a writer. I’m not sure why that writer is pricing his or her work so 
low, but you’re welcome to try them out and see how you fare.” 
 
Other marketers will tell you things like, “It’s between you and (another 
writer), but her bid is more competitive. If you lower yours some, I’ll award 
you the bid.” 
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This one is particularly effective when the bids are sealed and they know 
you can’t see. And they’re probably telling you both the same thing. I 
always said this: “I’m sorry, but I posted a competitive bid initially. I can’t 
lower my pricing anymore, but I do wish you lots of luck in choosing a final 
winner!” 
 
Leave it at that. 
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Project Management Skills That Get You Repeat Clients 
 

Once you get awarded a project, you want to do your very best to start 
building up a reputation as the chosen ghostwriter to top marketers. There 
are some simple things you can do to impress your clients. 
 
Keep Communication Open and Frequent 
 
If there’s one thing I can urge you to do, it’s keep in touch with your 
clients. If you take their money (even 50%) and HIDE because you’re late, 
it will FREAK them out and spoil the project and your reputation.  
 
Even if you’re late, just be honest and say, “I got behind but I’m working 
on it now.” If you were supposed to deliver 50 pages on May 3rd, but you 
only have 15 done, send those 15 and say you’re working on finishing it 
up. 
 
SOMEthing is better than NOTHing when it comes to putting their mind at 
ease. 
 
Maintain Milestones and Deadlines 
 
It’s best if you create some milestones and work hard on meeting those. 
You’ll be beating your competition if you CAN meet your deadlines, 
which is why I suggested you give yourself a cushion. 
 
And make sure that when you deliver the content on time, or early, you 
toot your horn about it. Say something like this: 
 
“Here are the files, as promised – only I’m a week early! I hope you enjoy 
what I’ve done and I look forward to our next project together!” 
 
Or say, “on time as promised,” but don’t mention it if you’re a few days 
late and you haven’t contacted them yet – they may not notice if they’re 
really busy. Just say, “Here are the deliverables! It was a great project and 
I enjoyed working with you! Please let me know if you need anything 
else.” 
 
Listen to and Apply Their Suggestions 
 
I always used to do chapter 1 or 1 page for a client and get their 
feedback on it early on because you don’t want to complete a 50-page 
eBook only to be told of changes in the tone or style after the fact. 
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If they want something done different, then apply the changes and move 
on. Now sometimes it will be so out of left field that you can’t move 
forward. For instance, I bid on a vegetarian eBook project once. 
 
I’m thinking I’d get to teach people what it means to be a vegetarian, 
why do it, how to switch from meat eating, etc. I delivered chapter one 
only to get feedback from the client that he wanted none of that – he 
wanted me to give “what if” scenarios like, “What if an alien came down 
and ate YOU and you were rotting in its stomach? What if he gobbled up 
your Mom and you couldn’t bury her because she was busy digesting?” 
 
It was clear the client and I were not on the same page, so I refunded the 
money and allowed him to find someone with more “storytelling 
experience” while I moved on to a stronger “non fiction” project. 
 
Go Above and Beyond  
 
It’s a good idea to go above and beyond whenever you can. You can 
include one free page with an article order, for example. You have to 
balance this, though – you don’t want to give away your time all of the 
time. 
 
This is a good lesson for your future marketing career (because remember, 
this is a stepping stone for you). You will always want to give a lot to your 
clients or customers. 
 
With marketing, it can be bonuses. But with ghostwriting, it can be the little 
things – extra pages free, beating deadlines, pricing discounts for valued 
clients. Foster good will and you’ll be in business long term. 
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Dealing With Feedback 
 

Depending on the site you’re working on, feedback can be very 
important or insignificant. Even if you’re only working on your own site, get 
feedback from your customers – of course there, you’ll be able to control 
what’s shown. 
 
Always Reply to Both Good and Bad 
 
This may just be me, but as a marketer who has BOUGHT content from 
ghostwriters on Elance, vWorker and other sites, if I see feedback from 
buyers and zero response from the freelancer, it always makes me wonder 
– did they even care enough to check and see what their client thought 
of them? 
 
I always responded to my client’s feedback publicly. Even a good rating 
and comment warranted some expression of gratitude from me. It helped 
to give the prospective buyers an idea of my personality. 
 
So let’s look at how I handled a few different situations: 
 
Less than perfect feedback but not bad: 
 

 
 
Sometimes a client will love the work you did, but there’s something that 
prevents the project from being perfect. So even if it’s not your fault, they 
leave ALMOST 5 stars, but not quite.  
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I always address the situation amicably. In the case above, the only 
revision the client wanted was to ADD her own personal story – so why I 
was deducted . 4 points is baffling. You can’t control clients, though   
 
Don’t ever be rude and say, “Well I don’t deserve 4.6 stars – I deserved 5 
full stars!” It makes you look bratty about an almost perfect score. A client 
is entitled to his or her opinion, too. 
 
A perfect five star rating: 
 

 
 
Yes, I even comment on perfect ratings. It shows I cared – and sometimes 
I can add more information to the mix. Now in this case, the title of the 
project doesn’t say what the project is – so I stated it in the feedback 
response so that future clients would know I had experience with those 
TYPES of content AND with the niche topic itself. 
 
I also always left feedback for the buyer – it’s a two way street. Before I 
ever bid on a project, I checked to see what the buyer’s feedback was 
like – it can be a warning for other freelancers if it’s all negative. 
 
Low revenge-based, merit-less rating: 
 
Now sometimes you flat out have to get irate and stand up for yourself. 
Look at this early project I got the shaft on BIG time and what I did in 
response. In this case, standing up for myself let others know the truth AND 
it let them know not to mess with me. 
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In the case below, one of my very early days on Elance when I was new 
(and maybe he thought he could bully me into staying quiet), a man took 
my deliverables and didn’t pay. I’ll tell you what happened below: 

 
 
So he never would pay. I wasn’t taking no for an answer – he used the 
press release, said he loved it, etc. He was a club owner promoting a 
nightclub engagement. 
 
So because it’s the principle of the thing, I totally bluffed! I knew where his 
club was located (the state), so I downloaded some sort of free small 
claims court filing document and filled it out and sent it to him telling him I 
was going to be paid in full within 24 hours or I would send this document 
to the court the next morning. 
 
I was paid in 5 minutes. 
 
Don’t take this from anyone. I don’t care if it’s $5 or $5,000. I hate thieves. 
My only regret? Being so irate and flustered that I spelled thieves wrong in 
my reply about him – I said “thiefs.” LOL!  That’s not good for a writer to 
do.  
 
What NOT to Say in Reply to a Bad Project 
 



 42 

There’s a freelancer I bought content from named Renee. It started off 
okay and then gradually got worse – delay after delay. The hilarious thing 
is, whenever someone leaves her bad feedback, she replies very hateful – 
and if you read through her feedback, you start to realize she relies on 
making up stories to cover her butt for being late all the time and not 
delivering. 
 
Now I want to show you how she gets caught in her own lies. Here’s a 
feedback from 2005 where she says she unfortunately lost her mother 
(after another excuse where her sister died): 
 

 
 
Now look here – same provider but oops – her mom was murdered this 
time – a full 3 years later – but she blames all her errors on the clients being 
mean to her: 
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Point is – don’t get caught in your own web of lies. Fess up if you’ve been 
late. Admit it if you got behind. If a buyer does his or her due diligence, 
they’ll see this. Unfortunately, people don’t always look – so she gets hired 
to this day.  
 
If the feedback was justified, just apologize and tell the truth. “I took on 
way more than I could handle – the project was very detailed on a topic I 
wasn’t confident in, but I appreciate the customer being so patient with 
me.” 
 
Remind Your Customers to Leave Feedback 
 
Some people forget about the feedback thing – so you have to remind 
them gently to leave it for you. I would say something like this: 
 
“Mike, I’m so glad you were satisfied with the work I did – if you have a 
moment, please log in and leave feedback so that my prospective clients 
will be able to see if I’m worthy of hiring, too! Thanks so much!” 
 
Obviously don’t remind them if things didn’t go as you wanted them to.  
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And don’t berate them if they never leave feedback. Some just won’t.  
 
Sometimes I used to leave positive feedback for a client first – and then 
email them saying, “Hey Mike – loved working with you! I left you 5 Star 
feedback so that other freelancers will know you’re a wonderful client.” 
 
I specifically pointed out that it was 5 stars so that hopefully, they would 
reciprocate and leave me 5 stars, too. 
 
And one last thing to know – remember those awful teachers who didn’t 
believe ANYone ever deserved an A in school?  
 
Well there are clients like that, too. I had one tell me that once when I told 
him I had seen the 4 star feedback and wanted to make sure there’s 
nothing I could do to fix whatever he thought was wrong. 
 
He told me he never gave 5 stars – he didn’t believe in it.  
 
So even though I enjoyed working with him, I didn’t accept another 
project when he invited me and I was honest with him about it. I told him it 
dinged my feedback and made it look like I’d done something wrong, so I 
didn’t want to accumulate a bunch of 4 star ratings. We amicably worked 
with other people. 
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Promoting Your Ghostwriting Site 
 
I have to say first and foremost that word of mouth is the single most 
powerful traffic factor you’re going to have as a ghostwriter. I get asked 
daily – several times a day – if I know of a trustworthy ghostwriter.  
 
Having your own ghostwriting site enables people to link to you and point 
to your site without having to find and share your email address. But there 
are other ways you can spread the word, too – for free! 
 
Twitter 
 
Get a Twitter account using whatever name you are going to brand. I 
would use my own real name, personally – but some prefer a pen name 
or a business name.  
 
You want to be able to build a friendly following – not just a “let me Tweet 
and try to sell to you” profile. You want marketers to beFRIEND you so they 
chit chat with you on Twitter, ReTweet your messages and tell others to 
follow you. 
 
Give it a mix of personal (try to steer clear of drama – no one wants to hire 
a freelancer mired in personal problems) and business. 
 
Tweet things like, “Working on an eBook project for a client – 50 pages!” 
Or say, “Writing 15 niche keyword articles for a client.” 
 
This lets people know you’re a freelance writer. You can also Tweet 
specials that you run like this: “Today only - $5 off per page for my Twitter 
friends for ghostwriting!” 
 
SEO strategies 
 
If you’re new to this, there are some basics you want to know about 
making sure your pages and sites get found by prospective clients. Don’t 
make this harder than it has to be.  
 
There’s no unique top secret guru trick to getting good rankings. Whether 
you’re using your own blog on your site or a free blog or Squidoo lens or 
whatever, always make sure you use keywords that prospective clients 
would type in to find a freelancer like you. 
 

http://www.twitter.com/
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So go to Google’s free keyword tool here: Google AdWords: Keyword Tool 
and type in ghostwriter or phrases to help you find what buyers are using 
to find freelancers. Here’s a good list to start with: 
 
• Ghostwriter services 

• Ghostwriter for hire 

• Hiring a ghostwriter 

• Hire a ghostwriter 

• Article ghostwriter 

• Freelance writer 

• Freelance copywriters 

• Content writer 

• Report writer 

• Online writer 

• Book writer 

• Best writer 

• Travel writer 
 
Those were some of the top one I found doing a quick search. What you 
do is take the keyword phrase and use it as the title of articles that you use 
on blogs, on lenses, etc.  
 
Blog 
 
I am going to show you how to set up your own site in the videos, but I 
want to mention a few things about using a blog to promote your 
ghostwriting site aside from using a keyword in the title and content: 
 
Always use your own domain whenever possible – I’ve had a free blog on 
Blogger.com shut down for no reason.  
 
Use a plugin called All In One SEO – apparently it makes your site more 
optimized.  
 

https://adwords.google.com/select/KeywordToolExternal
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Google loves blogs. Not only do they love frequent blog posts (mine at 
tiffanydow.com/blog is crawled in minutes whenever I post something 
new), but they also love it when you build a following and have user 
comments. 
 
Squidoo ($10k off my one lens for ghostwriting) 
 
When I got started ghostwriting on Elance, I wanted to have a website but 
that was like a dream back then. Someone told me about Squidoo.com 
so I went there and built a “lens” (a page) about my ghostwriting services. 
 
I sold it awhile back. 
 
You can take those keyword phrases above like “ghostwriter services” 
and build a page with this URL: 
 
http://www.squidoo.com/ghostwriterservices 
 
And you can also try hyphens like this: ghostwriter-services). 
 
Then put several Text modules on the lens and use your keyword phrases 
and teach buyers how to hire a ghostwriter (namely – YOU!).  
 
Don’t be cute with your titles like this: Let Me Voice Your Creation. 
 
That tells Google NOTHING about what your page is about. Think of it this 
way – Google has to take the words it finds in your page and, using those 
words, put you into a category or topic. If you’re not blunt and direct with 
Google, they’ll get confused. 
 
Keywords help guide them, and in turn, they guide prospective buyers 
typing those keywords into Google – to YOUR page because it’s relevant.  
 
 

http://www.squidoo.com/ghostwriterservices
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Ghostwriting Specials That Can Help You Rake in Tons of Cash 
 
I love running specials for my customers now – and I loved doing it for 
clients back then, when I was a service provider, too. Sometimes a special 
helps spur people to buy when otherwise they might wait. 
 
I’m going to share some of the deals I’ve run that have gone over well. 
You can use the same guidelines or mix and match or alter them! 
 
Special Packages Based on Page Count 
 
Sometimes you can do a special for a set number of pages – generally 50 
or less – and sell out this way. Remember - I ran a Warrior Special Offer 
where I offered fifteen Warriors (out of thousands of members) the chance 
to buy a 50-page package of ghostwriting for $1,000.  
 
It was a $20 per page rate, but all 15 sold out in one day and I made 
$15,000 in 24 hours.  
 
You can do it for any amount – say something like “25 One Page Article 
Pack Special” but put the price inside the offer – not in the title. I’m not 
sure if I’d have sold them out of I put $1,000 a piece in the title. 
 
It was inside, where I touted what I could do for them – all the various 
kinds of writing, the various niche topics – that it made them decide to 
“be like a guru” and hire the best.  
 
Limited Time Discount Special  
 
I gave my mom this tip and it worked great for her – she was so happy 
and hadn’t thought of doing it herself. 
 
Initially, mom had 2 clients – she told them if they ordered 25 pages 
minimum, they got $5 off per page – both bought and she made a nice 
prepaid chunk of change. 
 
Sometimes it’s something as little as a $5 per page coupon that makes 
people buy a WHOLE bunch of content. I ran a special like this and had a 
couple of clients buy 200 pages each. They just stocked up for future use. 

 
Fill Er Up Specials  
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Sometimes you can tack on the grunt work of uploading content to make 
the sale. There are many marketers who don’t just need ghostwriting – 
they need someone to log into their blog and paste the content in there 
and schedule or publish it. 
 
This is quick to do – takes as much time as emailing it to the client – and it 
can help you sell a bunch of packages. If you want to, offer to create 
Squidoo lenses for them with the content and then you’ll just have to 
register the URL, add the modules and paste in the writing you’ve done. 
You can even offer to add stock images to the lens if you want. 
 
Buy Ghostwriting Special, Get PLR Pack Free  
 
Something I’m going to advise you to do is start making yourself a client in 
this ghostwriting business. Once per day, write an article for your own 
business – by the end of the week you have a 5 pack of articles that you 
can sell as private label rights. 
 
So here’s an example: 
 
I wrote SO many 50 page eBooks for clients in the Internet marketing 
niche. I charged about $20-30 per page, so I got a whopping $1,000 for 
the project. So when I started selling content as PLR, meaning multiple 
buyers buy and use the content as their own, I made much more. 
 
I wrote a 57 page pack on the same topic – Internet Marketing. Instead of 
$20 per page, I sold this for $1 per page – so the whole pack only cost the 
buyer $57 instead of $1,000.  
 
I sold 85 copies at a $10 off price of $47 and another 96 copies at full price 
of $57. I made $9,467 off that project – and I wasn’t doing ANYthing 
different from what I was doing as a ghostwriter! 
 
What you do, once you are ghostwriting AND selling PLR, is offer a pack 
where if they hire you to ghostwrite a certain number of pages, they get 
related PLR FREE!  
 
PLR/Ghostwriting Combo  
 
They special order the ghostwriting at a half off discount – you let them 
use it first for a set # of days, like 14 – then it gets released on your PLR site. 
I’ve done this with success. 
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A guy couldn’t afford my $20 per page rate, so I charged him $10 per 
page BUT he had to agree to let me sell the PLR rights to the product – 
and he would get them first, right before I sold PLR to them.  
 
Refer a Friend Special 
 
I can’t believe I didn’t think of this back when I was ghostwriting, but now 
that my sister Jeni is ghostwriting, it popped into my head and I had to 
share it with her (and you). 
 
They refer a friend special is great for when you’ve completed projects 
and don’t have anything new on the horizon. You email all of your existing 
and former clients and tell them about this special like this: 
 
“For the next week, starting today, I am running a ghostwriting special 
specifically for my clients. Whenever you refer a friend to me who orders 
content, BOTH of you will receive $5 per page off of your order. So your 
friend pays $15 per page – and so do you!” 
 
This kind of deal nets you two orders. You can also add to it, like let them 
have the discount for every friend they refer, put minimum orders on the 
deal, like “orders of at least 20 pages,” and give them timelines of when 
the order has to be placed (so they don’t save it for later).  
 
Make sure they have their friend mention their name and that they’re 
ordering the refer-a-friend special or you might charge them full price. 
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When the Growth of Ghostwriting Gets to Be Too Much 
 
As I said earlier, eventually your ghostwriting will take off so well that you’ll 
have too much work coming in. You won’t want to turn down projects 
because it’ll feel like lost money, so you want to have a plan in place for 
that day. 
 
Whether to Hire on More Freelancers 
 
There are many other people like you who want to get ghostwriting work. 
They’re new, they don’t know how to get jobs – and they have profiles on 
freelance sites. In fact, many will email you ASKING for work. 
 
You can hire on freelancers if you want to – not as an official employee of 
your company, but someone you’re outsourcing to. There are pros and 
cons to this situation. It can make your clients very nervous.  
 
Maintain Unity in Your Deliverable “Voice” 
 
If you outsource, you are completely responsible for maintaining one 
voice throughout your product. Your client has hired you possibly based 
on your sample work, so if you outsource it to someone whose work is 
nothing like yours, they will know. 
 
It’s really bad if you outsource part of an eBook – and then you have one 
chapter written by one person and another by someone different – the 
poor reader can spot it and the buyer won’t be happy. 
 
You have to watch for little things like whether or not they use “their, there 
and they’re” correctly or “its versus it’s.”  
 
Do they always begin sentences with little sayings like, “In other words,” or 
“However?” Because if that suddenly stops, it’ll send off warning bells to 
the client. 
 
Watch for paragraph length. I know some ghostwriters whose paragraphs 
are half a page long. But mine are short – easier to digest in my opinion – 
so if the next chapter had half page paragraphs, you’d feel disjointed 
reading this. 
 
Your goal in finding a good person to outsource to is to find someone who 
writes as identical to you as possible. If not, your editing process will take 
so long that you’ll wish you’d just written it from scratch yourself. 
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 Finding People to Rely on for Time and Quality 
 
Time and quality are two top priorities. If you tell your client a project will 
be completed in 3 weeks and your outsourced freelancer is late, then it’s 
YOU who will get blamed.  
 
You can’t go tell your client that your freelancer was late – they won’t 
care! And they may even get angry that you outsourced the work when 
they thought they were hiring YOU. It’s more ethical to be upfront about 
this and let them know you have a team. 
 
If you outsource, make sure the freelancer has good feedback for 
timeliness and check in with them constantly – be the squeaky wheel. Tell 
your freelancer that you need your deliverables several days before you 
actually need them so that you have time to receive and edit them. 
 
On quality, the first thing you want to do is use Copyscape, as I mentioned 
before. If they have plagiarized anything, it’s you who will be blamed. 
And sometimes, even the most trusted freelancers will get busy and 
overwhelmed and they’ll take a shortcut – so no matter how long you’ve 
worked with them and how much you trust them, run their stuff through 
Copyscape anyway. 
 
Trickle Down Can Be Dangerous or Profitable 
 
Don’t believe that it’s just you outsourcing the writing, too. Let’s say you 
get paid $20 per page by a client, so you outsource it to a $10 per page 
writer. Don’t think that he or she won’t then outsource it to a $5 per page 
overseas, non-English speaking writer – because this can happen, too! 
 
It can be profitable to take $10 per page for doing nothing when you find 
an ethical, talented ghostwriter to work with – but it can be dangerous if 
they pass the buck again and suddenly, you don’t know who you’re 
dealing with (just as the client is taking the same risk from you). 
 
“I Want Half!”  
 
When you’re in a situation where you’ll take 50% of the pay and outsource 
the work to the freelancer, that doesn’t let you off the hook completely. 
There’s work to be done. 
 
Your job will be to secure a project and communicate with the client. 
You’ll have to edit the work and check it for plagiarism. You may have 
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some formatting issues to deal with and correct. And then you’ll have 
follow up communication with the client.  
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Turning Your Ghostwriting Career Into a Marketing Business 
 
I don’t ever want to advise someone to just become a ghostwriter UNLESS 
that’s a sheer passion of yours. But even then, ghostwriting doesn’t offer 
any sort of residual income.  
 
Residual income is money that comes in without more work. With 
freelance ghostwriting, you have to do work EACH time you want money. 
And once the project’s done, you have to find MORE work. 
 
So here are some tips to help you elevate your business from freelance 
service provider to something….more. 
 
Become Your Own Client 
 
Start scheduling in time for your own stuff. You’re going to get so busy that 
you tell yourself you’d LOVE to work for yourself, but you have SO many 
projects and SO little time.  
 
That’s an excuse.  
 
So how are you tracking your projects? I like to use an excel spreadsheet 
where I list the client’s name, their email address, and what they ordered. 
So if they ordered a 50 page eBook, and I knew it had 10 chapters, I’d list 
chapter 1, chapter 2, chapter 3, etc. 
 
As I completed project milestones, I would delete the item. So once 
chapter 1 was finished, I would delete it and move everything else up in 
the line.  
 
What you need to do is create a column or task sheet or however you 
plan to do it – for yourself as a client.  
 
Don’t make excuses as to why you “skip” yourself one day, either. That’s 
unacceptable and will keep you without a residual income for years. 
 
In fact, your work should always come first each day – because if you 
make it last, you’ll never get your work done. 
 
Don’t Ever Let Them Label You JUST a Service Provider 
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Here’s a hard, cold fact for you. Marketers have a hard time finding good 
freelance ghostwriters they can rely on. So when they DO find you, they’ll 
do whatever it takes to keep you from QUITTING ghostwriting. 
 
If you quit, they’re back to square one having to try to find someone 
reliable again. So they’ll pay low fees, not tell anyone about you, and 
even hurt your feelings a bit just to keep you from gaining the confidence 
(and the income) to stop writing and turn into a fulltime marketer. 
 
I learned this the hard way when I was at the top of my game and a top 
guru marketer sent me files to transcribe. In the seminar, he was teaching 
all of these other marketers how to make me (or any ghostwriter) feel 
insignificant and unworthy of making more money. 
 
Needless to say I quit working for him, but it made me mad enough to 
vow I wasn’t going to work for others for much longer – and I didn’t! 
 
Always – from day 1 – market yourself as a marketer and ghostwriter. 
Never be JUST a service provider. They don’t need any specifics about 
what you’re doing on the marketing side – just brand yourself as a 
marketer and ghostwriter.  
 
Develop Your Own Info Products  
 
You’re writing anyway – why not start your own eBook? Put together an 
entire package for yourself to sell! You can write the eBook, bonuses, 
articles, opt in reports – and then sell it and have affiliates promoting your 
work for you! 
 
I teach the entire concept to creating info products in Building an eBook 
Empire if it’s something you decide you want to pursue, but at the very 
least, be working on content that you can sell PLR rights to if you don’t 
want to launch your own info product.  
 
At least this way you’ll have something bringing in residual income and 
not making you work for every dollar you earn from here on out.  Once it’s 
ready, submit it to ClickBank. 
 
Use Your Writing Skills to Do Affiliate Marketing 
 
Affiliate marketing is a great way to earn money with your fine tuned 
writing skills. You can start a niche blog and write reviews of eBooks or 
tangible items like the ones you’d buy on Amazon.com.  
 

http://www.guide2ebooks.com/
http://www.guide2ebooks.com/
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When you link back to another ClickBank product or Amazon as an 
affiliate, you’ll get a percentage of the sale as your commission. But just 
remember throughout this entire process – you want to start with services 
to stable your income, then move to selling your own products (eBooks or 
PLR), and then add affiliate marketing to the mix.  
 
Create a Kindle Book to Launch on Amazon 
 
Kindle is very hot – and it’s FREE – what could be better? I have many 
business models, but I was always intimidated to be on Kindle because it 
seemed so mainstream and traditional. 
 
Not anymore. I signed up for Geoff Shaw’s Kindling Course and took it and 
the whole time my toes were curled from how great it was.  
 
Now it’s time to build your online presence and gather a stable of clients.  
 
Are you ready?  
 
 
 
 

 

https://www.plrcontentsource.com/
https://www.plrcontentsource.com/�
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