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Executive Summary

GreenLight Bookkeeping is a one-person bookkeeping and tax preparation service with eight
years of mid-size firm experience behind it and a proven ability to deliver results — 18
satisfied clients built almost entirely through word of mouth is a strong signal of product-
market fit. The core value proposition is clear: serve the large and underserved population of
freelancers (designers, developers, copywriters, consultants) who have outgrown TurboTax
but don't need — or can't afford — a full-time CFO or a large CPA firm. The problem is not
the quality of the service; it is visibility. The closure of the primary referral source (a local
coworking space) has exposed a structural vulnerability: the business has no independent,
repeatable channel for client acquisition.

This report outlines a go-to-market strategy to replace the dried-up referral pipeline with a
diversified, proactive acquisition system. The primary goal is to add 10 net-new paying
clients through a combination of community presence, structured referral incentives,
strategic partnerships, and content-driven credibility. The target segments — Solo Creative
Freelancers, Independent Consultants, Small Service-Based Businesses, and Coworking
Space Members — represent hundreds of local prospects who are actively using inferior
alternatives (TurboTax, DIY QuickBooks, or generic local CPAs) simply because they cannot
find a specialist like GreenLight.

The strategy prioritizes low-cost, high-trust channels: local freelancer communities
(Facebook groups, Slack), alternative coworking spaces, industry meetups, and
complementary service provider partnerships. A parallel content and experiment track —
including a Free Tax Health Check offer, LinkedIn value-first content, and a structured
referral incentive program for existing clients — will generate near-term leads while building
longer-term brand recognition. Execution of this plan requires consistent effort over the next
8—-12 weeks, with clear success metrics defined for each experiment.

10 18 $150-$800 | 5 8

New Clients Current Active Monthly Bookkeeping GTM Channels to gﬁ%igg?grts
Target (Q1 2026) Clients Range (by segment) Activate Validation

Strategic Context

GreenLight Bookkeeping sits at a critical inflection point. The business has demonstrated
genuine demand — clients who find the service stay and refer others — but the single
referral channel that drove growth (a local coworking space) has closed, leaving no
systematic replacement. Cold outreach on LinkedIn has produced no results, and the current
web presence (a one-page Carrd site) provides no discoverability or credibility signal for
prospects who don't already know the business exists.

The strategic imperative for Q1 2026 is to build a multi-channel acquisition engine that does
not depend on any single source. The hundreds of local freelancers who need exactly this
service are reachable — they congregate in Facebook groups, Slack communities,
coworking spaces, and industry meetups. They trust peer recommendations and
demonstrated expertise over cold outreach. The GTM strategy is designed to meet them
where they are, lead with value, and convert trust into client relationships.
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Ideal Customer Profiles

Four customer segments have been identified and accepted as viable targets for GreenLight
Bookkeeping. Each represents a distinct profile within the broader freelancer and small
business market, with differentiated willingness to pay, current alternatives, and jobs to be
done.

Solo Creative Freelancers
Status: Accepted | Primary Segment

Independent designers, developers, copywriters, and other creative professionals who have
grown beyond basic tax software but do not need enterprise-level financial services. They
value personalized service and industry understanding. This segment is GreenLight's core
historical client base and the most natural beachhead for new client acquisition.

Attribute Detail

Solo freelancers in creative fields (design,
development, copywriting); annual revenue
$50K-$200K; typically 2—7 years into freelance
career

Demographics

Accurate bookkeeping and tax preparation that
understands freelancer-specific deductions,
quarterly payments, and irregular income
patterns — while staying cost-effective

TurboTax Self-Employed, QuickBooks Self-
Employed (DIY), local H&R Block (tax only),
Excel spreadsheets, or no bookkeeping until tax
season

$150-$400/month for bookkeeping;
$800-$1,500 for annual tax preparation

Jobs to Be Done

Current Alternatives

Willingness to Pay

Independent Consultants
Status: Accepted | High-Value Segment

Professional service providers and consultants who have left corporate roles to start their
own practice. They need reliable financial management to focus on client work rather than
administrative tasks. This segment typically commands higher revenue and therefore higher
willingness to pay, making them attractive for growing average revenue per client.

Attribute Detail

Former corporate professionals running
independent consulting practices; 5-15 years of
industry experience; annual revenue
$75K-$300K

Professional bookkeeping and tax services that
Jobs to Be Done handle business expenses, client invoicing
complexities, and strategic tax planning —

Demographics
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without the overhead of a large firm

DIY bookkeeping with QuickBooks or
FreshBooks, seasonal CPA for taxes only,
TurboTax Self-Employed, or piecing together
separate bookkeepers and tax preparers

Current Alternatives

$200-$800/month for ongoing bookkeeping;
$1,500-$3,500 for annual tax preparation

Willingness to Pay

Small Service-Based Businesses
Status: Accepted | Growth Segment

Owner-operated service businesses with 1-5 employees in industries such as marketing
agencies, coaching, and professional services. They need more sophisticated financial
management than DIY solutions but want the personal touch of a dedicated accountant. This
segment represents a natural growth path as GreenLight's solo freelancer clients scale their
own businesses.

Attribute Detail

Small business owners in service industries
(marketing agencies, coaching, professional
services); 1-5 employees; annual revenue
$100K-$500K

Comprehensive bookkeeping, payroll support,
and tax preparation that scales with growth while
maintaining personal relationships and industry
expertise

DIY QuickBooks or FreshBooks, local CPAs or
H&R Block for taxes, multiple freelance
bookkeepers and tax preparers, or in-house
basic accounting software

$200-$800/month for bookkeeping;
Willingness to Pay $500-$2,000 for annual tax preparation
depending on complexity

Demographics

Jobs to Be Done

Current Alternatives

Coworking Space Members

Status: Accepted | Community Channel Segment

Freelancers and small business owners who work from coworking spaces and value
community-recommended services. This segment is particularly relevant given GreenLight's
historical success with coworking space referrals, and represents the most direct analog to
the channel that previously drove growth. Reactivating this segment through alternative
coworking spaces is a near-term priority.

Attribute Detail

Independent professionals and small business
owners utilizing coworking spaces; typically tech-
savvy millennials and Gen X; annual revenue
$40K-$250K

Bookkeeping and tax services recommended by
their professional community, with reliable

Demographics

Jobs to Be Done
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financial management that understands the
coworking and remote work lifestyle

TurboTax or similar DIY tax software, basic

Current Alternatives accounting apps like QuickBooks Self-Employed,
spreadsheet tracking, or no professional help
Willingness to Pay $150-$500/month for bookkeeping;

$800-$2,000 for annual tax preparation
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Pain Points

The following pain points have been identified and accepted based on direct evidence from
GreenLight's business context and client base. They represent both customer-side friction
(why freelancers struggle to find and use the right financial services) and business-side
friction (why GreenLight's pipeline has stalled).

Pain Point

Outgrowing basic
tax software but
not large enough
for enterprise
solutions —
freelancers who
have moved
beyond TurboTax
find themselves in
a gap with no
obvious, trusted
alternative

Severity

High

Frequency

Frequent

Status

Accepted

Segment

Solo Creative
Freelancers,
Independent
Consultants,
Coworking Space
Members

Difficulty finding
trusted financial
professionals who
understand
freelance
business models
— clients love the
service once they
find it, but
discovery is the
barrier; the current
18-client book
came almost
entirely through
word of mouth

High

Frequent

Accepted

All Segments

Dependence on
unreliable referral
sources that can
disappear — the
coworking space
closure eliminated
the primary
referral pipeline
overnight,
exposing the
business to a
growth cliff with no
backup channel

High

Occasional

Accepted

GreenLight
Business
(Acquisition Risk)
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Value Propositions

Three value propositions have been developed and accepted, each addressing a distinct
angle of GreenLight's competitive positioning. Together they form a coherent narrative:
GreenLight is the trusted, expert, and accessible financial partner that freelancers have been
unable to find — until now.

From Hidden Gem to Go-To Expert

Status: Accepted | Brand Positioning

GreenLight's 18-client book, built entirely through word-of-mouth, is proof that the service
delivers exceptional value — clients who find it stay and refer others. The strategic
opportunity is to transform this hidden gem into a visible, go-to expert for local freelancers.
The coworking space closure, while painful, validates the need for a proactive and diversified
presence strategy. Hundreds of local freelancers represent an untapped market that is
actively using inferior alternatives simply because they cannot find GreenLight.

Evidence: Current 18-client book built entirely through word-of-mouth demonstrates strong
service quality; coworking space closure proves referral vulnerability; hundreds of local
freelancers represent untapped market opportunity.

The Perfect Fit for Growing Freelancers

Status: Accepted | Core Differentiation

GreenLight bridges the gap between basic tax software (TurboTax, QuickBooks Self-
Employed) and expensive enterprise solutions (large CPA firms, Pilot). Eight years of mid-
size firm experience provides the expertise of a large firm at a price point and personal
service level that is right-sized for freelancers earning $50K—-$300K annually. This
positioning directly addresses the most frequently cited pain point: freelancers who have
outgrown DIY tools but cannot justify or afford enterprise-level services.

Evidence: 8 years at a mid-size firm provides enterprise-level expertise; current client base
proves ability to serve freelancers who have outgrown basic software; specialization in
freelancer business models addresses specific, underserved needs.

The Freelancer's Financial Partner

Status: Accepted | Trust & Specialization

GreenlLight's deep specialization in creative and consulting business models — designers,
developers, copywriters, consultants — means clients are not explaining their business to a
generalist accountant. GreenLight already understands irregular income, 1099 structures,
freelancer-specific deductions, and quarterly estimated tax obligations. The 18 satisfied
clients are proof of trustworthiness. The current invisibility in the market is not a weakness —
it is an opportunity for differentiation in a crowded market of generic alternatives.
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Evidence: Specialization in designers, developers, copywriters, and consultants
demonstrates deep business model expertise; 18 satisfied clients prove trustworthiness;
current market invisibility represents a clear opportunity for differentiation through targeted
positioning.
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Competitive Landscape

GreenLight operates in a fragmented market with competitors ranging from DIY software to
national online bookkeeping platforms to local CPA firms. The competitive analysis below
covers direct service competitors and adjacent software-based alternatives, followed by a
summary of GreenLight's differentiated positioning.

Direct Competitors

Competitor

Bench Accounting

Pricing

$190-$690/month

Strengths

Established brand,
strong online presence,
dedicated bookkeeper
assignment, monthly
financial reports,
integrates with popular
business tools

Weaknesses

Less personalized than
one-on-one
accountant; limited tax
preparation; does not
specialize in
freelancer-specific
needs; higher price
point for basic services

Pilot (now part of Jeff)

$500-$1,500/month for
bookkeeping; tax
services additional

Startup-focused
expertise, combines
technology with human
accountants, venture-
backed credibility,
comprehensive
financial services

Targets funded
startups rather than
individual freelancers;
higher price point; less
accessible for solo
practitioners; complex
onboarding

Local CPA Firms

$150-$400/hour or
$200-$800/month
retainer

Local presence and
relationships,
comprehensive tax
expertise, established
reputation, face-to-face
meetings available

Often expensive for
freelancers; may not
understand creative
business models;
traditional approach
may not appeal to
younger freelancers;
limited availability
during tax season

QuickBooks Live

$200-$400/month

Seamless QuickBooks
integration, backed by
Intuit brand, relatively
affordable, easy setup
for existing
QuickBooks users

Limited tax
preparation;
bookkeepers may lack
specialized freelancer
knowledge; less
personal relationship
building; focused
mainly on data entry

Freelancer
Bookkeepers on
Upwork/Fiverr

$25-$75/hour or
$100-$400/month

Lower cost options,
some specialize in
creative industries,
flexible engagement
models, easy to find
and compare

Quality varies
significantly; no
guaranteed continuity;
limited tax expertise;
potential
communication and
reliability issues; no
local presence
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Adjacent Services

These tools are software-first alternatives that freelancers often use as a stopgap before
seeking professional services. They represent the 'current alternatives’ most commonly used
by GreenLight's target segments, and are a key source of prospects who are ready to
graduate to professional bookkeeping.

Service

FreshBooks

Pricing

$15-$50/month
software;
$200-$500/month
bookkeeping add-on

Strengths

Freelancer-focused
features (time tracking,
project management),
user-friendly, strong
brand recognition
among creatives

Weaknesses

Primarily software-
based with limited
human support; no
comprehensive tax
preparation; users still
do most work
themselves

TaxJar (now Stripe
Tax)

$19-$199/month based
on transaction volume

Specializes in sales tax
automation for digital
services, integrates
with e-commerce
platforms, handles
multi-state tax
compliance

Limited to sales tax
and basic
bookkeeping; no
comprehensive
financial services; no
personal relationship;
does not handle
income tax preparation

Wave Accounting

Free software;
$149-$299/month
bookkeeping services

Free core software,
affordable add-ons,
designed for small
businesses, includes
invoicing and payment
processing

Limited human support;
basic bookkeeping
service quality; no
specialized freelancer
expertise; minimal tax
preparation assistance

DIY Solutions
(TurboTax,
FreeTaxUSA, etc.)

$0-$200/year

Very low cost,
complete control,
widely available,
adequate for simple tax
situations

No professional
guidance; time-
consuming for
business owners;
limited support for
complex freelancer
situations; no ongoing
bookkeeping support

Competitive Differentiation

GreenLight's competitive position is strongest at the intersection of three attributes that no
single competitor fully delivers: freelancer specialization, personal one-on-one service, and
combined bookkeeping plus tax preparation under one roof. National platforms like Bench
and Pilot offer scale but not specialization or personal relationships. Local CPA firms offer
expertise and local presence but are often too expensive, too generalist, and too
inaccessible for the freelancer segment. DIY software tools are affordable but leave the
client doing all the work with no professional guidance.

The key differentiators GreenLight should lead with in all marketing and sales conversations

are:

* Freelancer-first specialization: deep understanding of irregular income, 1099
structures, quarterly estimated taxes, and creative/consulting business deductions
that generalist competitors cannot match
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* One accountant, one relationship: unlike Bench, Pilot, or QuickBooks Live, clients
work directly with the same experienced accountant — not a rotating team or a
software interface

» Combined bookkeeping + tax preparation: eliminates the fragmentation of using
separate providers for bookkeeping and annual taxes, reducing cost and improving
accuracy

+ Eight years of mid-size firm expertise at an independent practice price point:
enterprise-level knowledge without enterprise-level fees

* Proven track record: 18 clients who found the service through word of mouth and
stayed — a strong trust signal for a market that values peer recommendations above
all else

The primary competitive vulnerability is discoverability. GreenLight's competitors —
particularly Bench, QuickBooks Live, and FreshBooks — have significant marketing budgets
and online presence. The GTM strategy must compensate for this through community-based
channels, content credibility, and structured referral programs rather than paid advertising at
scale.
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Go-to-Market Channels

Five channels have been identified and accepted for Q1 2026 activation. All are currently in
the ‘exploring’ lifecycle stage, meaning they have not yet been tested at scale. Each channel
was selected for its alignment with how freelancers discover and trust service providers —
through community, peer recommendation, and demonstrated expertise rather than cold
outreach or paid advertising.

Channel

Local Freelancer
Facebook Groups &
Slack Communities

Expected Reach

200-500 local
freelancers across 3-5
active groups

Effort Level

Medium

Key Tactics

Join 3-5 groups;
provide helpful
tax/bookkeeping advice
in discussions; share
quarterly tax reminders;
offer free 15-minute
consultations to group
members; gather and
post testimonials from
current clients

Alternative Coworking
Spaces & Shared
Offices

150-300 members
across 4—6 local
coworking spaces

Medium

Visit spaces to meet
community managers;
offer to host monthly
'Freelancer Finance
101" workshops; leave
business cards at
reception; sponsor
coffee hours; partner
with space managers
for member referrals

Local Meetups for
Designers, Developers
& Consultants

100-200 attendees per
month across 6-8
relevant meetups

High

Attend monthly
meetups for web
developers, UX
designers, marketing
consultants, and
creative professionals;
sponsor events; give
10-minute talks on
freelancer tax tips;
collect business cards
for follow-up

Partnerships with
Complementary
Service Providers

50-100 qualified
referrals annually from
5-8 partners

Medium

Build relationships with
local business
attorneys, web
developers, brand
designers, and
business coaches who
serve freelancers; offer
reciprocal referrals;
create referral fee
structure; meet
quarterly for
relationship
maintenance
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Join 1-2 local BNI
chapters or Chamber
groups; attend
weekly/monthly
meetings consistently;
give educational
presentations on tax
planning for small
businesses; build one-
on-one relationships;
follow structured
referral processes

Local Business
Networking Groups
(BNI, Chamber of
Commerce)

30-50 business
owners per group High
across 2—-3 groups

Channel-to-Contact Mapping

Each channel maps to a distinct segment and trust mechanism. Understanding which
channel reaches which prospect type — and what triggers their decision to engage — is
critical for prioritizing effort and tailoring messaging.

» Facebook Groups & Slack Communities — Solo Creative Freelancers and
Coworking Space Members: these prospects trust peer recommendations and
respond to demonstrated expertise in community discussions; lead with helpful
content, not promotional messaging

* Alternative Coworking Spaces — Coworking Space Members and Solo Creative
Freelancers: direct analog to the channel that previously drove GreenLight's growth;
community managers are the key relationship to establish first

* Local Meetups — Solo Creative Freelancers and Independent Consultants: in-person
credibility-building is highly effective for this segment; speaking opportunities convert
better than passive attendance

*  Complementary Service Provider Partnerships — All segments: warm introductions
from trusted advisors (attorneys, web developers, business coaches) carry the
highest conversion potential of any channel; prioritize relationship quality over
quantity

*  BNI/ Chamber of Commerce — Small Service-Based Businesses and Independent
Consultants: structured networking groups skew toward slightly larger businesses
and are best suited for the higher-value segments with greater willingness to pay
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Experiments & Validation

Eight experiments have been proposed to validate channel assumptions and test messaging

before committing to full-scale execution. All experiments are in 'proposed’ status.

Experiments marked as 'accepted' were derived directly from the core strategy; those
marked 'inferred’ were generated based on strategic logic and should be reviewed before
launch. Each experiment has a defined hypothesis, method, success metric, and timeline.

Experiment

Hypothesis

Method

Success

Timeline

Priority

Status

Existing
clients will
actively refer
new

Summary

Email all 18
current clients
offering $100
credit for
successful
referrals; create

Metric

5+ qualified

Referral freelancers if referral cards with referrals: 2+
Incentive iven a QR codes linking converte,d to 4 weeks | High Accepted
Program gtructured to intake form; ask aving clients
incentive and clients to identify paying
easv referral 2-3 freelancers in
roé/ess their network;
P follow up with
personal thank-
you calls
Create 8-10
LinkedIn posts
Freelancers | 2V" 2 B
. targeting
will engage freel ii
with and reelancer-specific
share financial
practical scenarios
Freelancer financial (c?::;tiﬁrlyfct)?x 3+ qualified
. content that | P.anning leads; 20+
ORI addresses ST, meaningful 2 weeks High Accepted
Content . .. | expense tracking
their specific engagements
Test ain points for consultants, er post
Dt | 1099 vs W2 perp
or aniéq decisions); post in
digcove freelancer
and trusrt)f Facebook groups
buildin and relevant
9 subreddits; track
engagement and
DMs
Freelancers | Identify 5 popular
working from | freelancer 15
Local coffee shops, | hangouts; visit meaningful
Freelancer libraries, and | during peak conversations
Workspace alternative hours; offer free with target 3 weeks | Medium | Accepted
Outrea%h coworking 15-minute freelancers; 3
spaces are financial health consultation
actively checks; leave requests
seeking business cards
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financial with
services and | owners/managers;
will respond | track
to in-person | conversations and
relationship | follow-up interest
building
Other service
Svrﬁg'fvi:i Identify 10 local
with non-competing
freelancers service providers;
Partnership | (web reach out with 2 active
with developers partnership partnerships
S proposal; start established; .
Freelancer | marketing ith 3 ders: | 4+ 6 weeks | High Accepted
Service consultants wi proviaers, v warm
Providers business | offer to guest post | introductions
coaches) will on their blogs; ask | received
i for 2—3 warm
refer clients | . ducti
in exchange intro uphor_ms to
for reciprocal potential clients
referrals
Freelancers
will engage Post 3 LinkedIn
with and articles per week
inquire about | for 4 weeks on
services specific freelancer 5+ qualified
when they pain points (e.g., in Siries from
LinkedIn see specific, |'5 Tax Deductions tacr] ot
Value-First | actionable Freelance 9 . .
. . segments; 4 weeks | Medium | Inferred
Content financial Developers engagement
Test advice that Always Miss'); ratg agbove
demonstrates | include one soft 3% per post
expertise CTA per post; o Perp
rather than track engagement
generic rate and direct
promotional | messages
content
Create a landing
page offering
Freelancers 'Free 15-Minute
will provide Tax Health Check
contF;l ot for Freelancers'
) . .| with Calendly
information in booking link:
exchange for g ink;, 200 20+ health
a free 15- promote via § checks
Free Tax . Facebook ad Ao
minute tax . booked; 25% .
Health situation budget targeting conversion 6 weeks High Inferred
Check Offer . local freelancers .
review, . rate to paid
. and in 5 local :
creating a freelancer services
low-risk way .
to experience Facebook groups;
the sgrvice conduct genuine
Lalit reviews with 2—-3
quality actionable
recommendations
per session
Freelancer | Speaking at | Identify 4-6 local |3+ speaking 8 weeks |Medium |inferred
Meetup local freelancer engagements
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Speaking freelancer meetups, creative | secured; 8+
Circuit meetups and | professional qualified
networking groups, or small leads
events will business generated;
establish networking 2+ converted
credibility events; pitch to to clients
and generate | speak on topics
warm leads like 'Financial
from Mistakes That
freelancers Cost Freelancers
who can see | Thousands';
expertise prepare 20-minute
firsthand presentations with
handouts
including contact
information
Create 3 detailed
case studies from
Detailed existing clients
case studies | (one designer,
showing how | one developer, 10+ inquiries
GreenLight one consultant) referencing
has helped with permission; specific case
Client similar show specific study
Success freelancers problems solved, | scenarios 6 weeks | Medium | Inferred
Story Case | will build trust | money saved, and | within 6
Studies and help time freed up; weeks; 20%
prospects include client conversion to
visualize the | quotes; publish on | discovery
value for their | updated website | calls
specific and share in
situation LinkedIn posts
and freelancer
groups
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Action Plan

The following action items are sequenced to build momentum quickly while laying the
foundation for sustainable, diversified client acquisition. Items are ordered by urgency and
dependency — foundational steps (credibility infrastructure) must precede outreach-heavy
activities.

1. Launch the Referral Incentive Program with all 18 existing clients (Week 1-2)
— Email all 18 current clients with a $100 credit offer for successful referrals. Create
simple referral cards with QR codes linking to an intake form. Ask each client to
identify 2—3 freelancers in their network who might need bookkeeping or tax services.
Follow up with personal thank-you calls to gauge willingness and remove friction.
This is the highest-ROI near-term action — existing clients are already advocates,
and a structured incentive converts passive goodwill into active referrals.

2. Upgrade the web presence from a one-page Carrd site to a credible,
discoverable website (Week 1-3) — The current one-page Carrd site provides no
SEO value, no social proof, and no conversion path for prospects who find
GreenLight through any channel. Build a simple but professional site (3—5 pages)
that includes: a clear value proposition targeting freelancers, a services and pricing
overview, 3 client testimonials, a case study section (see action item 5), and a
Calendly-linked booking form for free consultations. This is a prerequisite for the Free
Tax Health Check experiment and the LinkedIn content strategy.

3. Join and begin contributing to 3-5 local freelancer Facebook groups and Slack
communities (Week 1-2) — Identify and join the most active local freelancer
communities. For the first two weeks, focus exclusively on providing genuinely helpful
advice — answer questions about quarterly taxes, deductions, and bookkeeping
tools without promoting services. Establish credibility before introducing GreenLight.
Post quarterly tax reminders and practical tips. After two weeks of value-first
participation, begin offering free 15-minute consultations to group members. Track
engagement and direct messages as leading indicators.

4. Visit 4-6 alternative coworking spaces to establish community manager
relationships (Week 2—-4) — |dentify all active coworking spaces in the area and
schedule in-person visits to meet community managers. Pitch a monthly 'Freelancer
Finance 101" workshop (30—45 minutes, free for members) as a value-add for the
space. Leave business cards at reception. Explore sponsorship of coffee hours or
member events. The goal is to replicate the referral dynamic that existed with the
closed coworking space — but across multiple spaces so no single closure creates
another pipeline cliff.

5. Create 3 client success story case studies (with client permission) (Week 2—4)
— Reach out to 3—4 existing clients (ideally one designer, one developer, one
consultant) and request permission to create anonymized or named case studies.
Document the specific problem they faced (e.g., missed deductions, quarterly tax
stress, disorganized books), the solution GreenLight provided, and the measurable
outcome (money saved, time freed, stress reduced). Include direct client quotes.
Publish on the updated website and use in LinkedIn posts, community discussions,
and in-person networking conversations.

6. Begin the LinkedIn Value-First Content Test with 3 posts per week for 4 weeks
(Week 2-6) — Publish 3 LinkedlIn articles per week targeting specific freelancer pain
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10.

points. Suggested topics include: '5 Tax Deductions Freelance Developers Always
Miss,"' '"How to Structure Your Consulting Business for Maximum Tax Benefits,'
'Quarterly Tax Planning for Creative Freelancers,' and 'When You've Outgrown
TurboTax: What Comes Next.' Each post should include one soft call-to-action (e.qg.,
'DM me if you want to talk through your situation'). Track engagement rate (target:
above 3%) and direct messages from target segments.

Identify and pitch 10 complementary service providers for a referral
partnership program (Week 3-8) — Build a target list of 10 local non-competing
service providers who serve the same freelancer and small business segments:
business attorneys, web developers, brand designers, business coaches, and
marketing consultants. Reach out with a clear partnership proposal: mutual referrals,
co-created content (e.g., guest blog posts on financial topics), and a referral fee
structure. Start with 3 providers and aim to establish 2 active partnerships within 6
weeks. Meet quarterly to maintain relationships and track referral flow.

Launch the Free Tax Health Check offer with a $200 Facebook ad test (Week
4-10) — Create a dedicated landing page offering a 'Free 15-Minute Tax Health
Check for Freelancers' with a Calendly booking link. Promote through two channels
simultaneously: a $200 Facebook ad campaign targeting freelancers in the local
area, and organic posts in 5 local freelancer Facebook groups. Conduct each health
check as a genuine, value-first consultation — provide 2—3 actionable
recommendations regardless of whether the prospect converts. Target: 20+ health
checks booked, 25% conversion to paid services within 6 weeks.

Secure 3+ speaking engagements at local freelancer meetups and networking
events (Week 4-12) — Identify 4—6 local freelancer meetups, creative professional
groups (web developer meetups, UX designer groups, marketing consultant
networks), and small business networking events. Pitch to speak on topics such as
'Financial Mistakes That Cost Freelancers Thousands' or 'Tax Planning Strategies for
Creative Professionals.' Prepare a 20-minute presentation with a leave-behind
handout that includes contact information and a QR code to book a free consultation.
Target: 3+ engagements secured, 8+ qualified leads, 2+ new clients within 8 weeks
of first talk.

Join 1-2 BNI chapters or Chamber of Commerce groups for structured
networking (Week 6-12) — Evaluate 2-3 local BNI chapters and Chamber of
Commerce networking groups for fit with the target segments (Small Service-Based
Businesses and Independent Consultants). Join the most active group and attend
consistently — structured networking requires sustained presence to generate
referrals. Prepare a clear 60-second introduction that leads with the freelancer
specialization angle. Give an educational presentation on tax planning for small
businesses within the first 60 days of membership. Build one-on-one relationships
with members who serve overlapping client bases.
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Open Opportunities & Next Steps

The following opportunities and open questions require attention beyond the immediate
action plan. They are organized by category and represent areas where additional data,
decisions, or resources will unlock further growth.

Website & Digital Presence

Replace the one-page Carrd site with a professional, SEO-optimized website before
scaling any outreach — every channel will drive prospects to the website, and the
current site will kill conversion

Add a dedicated 'For Freelancers' page that speaks directly to the pain points of
designers, developers, copywriters, and consultants — use the language of the ICP,
not generic accounting terminology

Implement a simple intake form or Calendly booking link as the primary conversion
action on every page

Publish the 3 client case studies on the website as social proof — this is the single
highest-impact content investment available given the existing client base

Consider a basic Google Business Profile to capture local search intent from
freelancers searching for 'bookkeeper for freelancers [city]'

Referral Program Infrastructure

Formalize the referral incentive structure ($100 credit per successful referral) and
create a simple, repeatable process so it can be maintained beyond the initial 4-week
experiment

Design referral cards with QR codes that link directly to the intake form — make it as
easy as possible for existing clients to share

Track referral sources for every new client going forward to identify which channels
and partners are generating the highest-quality leads

Consider a tiered referral structure for clients who refer multiple new clients over time

Content & Thought Leadership

Develop a content calendar for LinkedIn that covers the full freelancer financial
lifecycle: onboarding as a freelancer, quarterly tax planning, year-end preparation,
deduction optimization, and business structure decisions

Explore whether a simple email newsletter ('The Freelancer Finance Brief') could
serve as a low-cost nurture channel for prospects who are not yet ready to buy

Identify 2—3 freelancer-focused podcasts or YouTube channels where a guest
appearance could reach a concentrated audience of target prospects

Repurpose LinkedIn content into posts for freelancer Facebook groups and Slack
communities to maximize reach per piece of content created

Capacity & Pricing Considerations
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* As a one-person operation, adding 10 new clients will meaningfully increase
workload — validate current capacity before scaling outreach to avoid over-
committing and under-delivering

+ Consider whether a tiered service model (e.g., a lighter-touch monthly bookkeeping
tier vs. a full-service tier with tax preparation) could expand the addressable market
to freelancers at the lower end of the revenue range

» Review pricing relative to competitors: GreenLight's rates ($150-$800/month
bookkeeping, $800-$3,500 tax prep depending on segment) are competitive but
should be clearly communicated on the website to pre-qualify prospects and reduce
time spent on unqualified consultations

* Explore whether any administrative or data-entry tasks could be systematized or
tooled to create capacity headroom as the client base grows

Metrics & Experiment Tracking

» Establish a simple tracking system (even a spreadsheet) to log: channel source for
every new lead, conversion rate from consultation to paid client, and referral source
for every new client

* Review experiment results at the 4-week mark and double down on the 1-2 channels
showing the strongest lead quality and conversion — do not spread effort equally
across all channels indefinitely

» Define 'qualified lead' consistently across all experiments: a freelancer or small
business owner in the target revenue range who has expressed interest in
bookkeeping or tax services and has agreed to a consultation

+ Set a 90-day checkpoint to assess progress toward the 10 new client goal and adjust
channel mix and experiment priorities accordingly
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