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A Quick Message, Before We Begin

professional and credible. It can actually raise your reputation in
the eyes of the person asking you for the freebie.

It’s time to set yourself free from ‘giving on empty’!
Whilst this usually involves a dollop of ‘inside work’ to deal with
the real reason why we give too much and block our receiving,
we don’t always have time for mentoring or studying.

And, above all, remember that you have the right to choose. No
one can ‘make’ you do something for free, without your consent.
If it doesn’t feel right, in your gut, it probably isn’t right.

So this workbook is designed to give you a tour of questions you
can ask when that freebie-hunter comes knocking, so you’ll be
able to make a good business decision on whether or not to say
yes.

And make sure you have listened to the podcast episode that
goes with this workbook: www.ClareJosa.com/podcast/038

They are a great way for you to get clarity, so you’re confident in
your decision. And, even if you need to say ‘no’, these questions
will help you to do so without burning bridges or feeling guilty.

x Clare

I can’t wait to hear how you get on with this. Let me know via the
podcast’s comments or you can email hello@clarejosa.com

Please adapt the questions to meet your needs. Some of them
may need rephrasing a little, to fit your business model. That’s
fine. Just keep the main elements of them, so that you and your
customers still experience the benefits.
Not all of these questions apply to every situation. They are
developed from the questions I have asked (or WISH I had
asked, after the event) over the past 12 years of doing free work
in return for exposure. And for some scenarios there may be
other questions you’d like to add. If you’ve got others you want to
suggest, please share them here.
And don’t worry - you might only ask 3 or 4 of these question.
There’s NO need to ask them all. And don’t worry about sounding
like a worry-guts fuss-pot. If you ask from a position of strength
and calm (see the video below), then you’ll come across as

Clare Josa, Author, Speaker, ‘Inside Work’ Mentor
To Entrepreneurs & Passionate World-Changers
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Before We Start...

Your Internal State Is Key To Success With This
The questions are split into 3 sections:
1. “Work-Free-For Exposure” Requests - In General
2. Where it’s an event or even an article where ‘selling from the
stage’ is NOT permitted
3. For any event where they will be selling your work, but you aren’t
being paid
And before we dive in with the questions, remember the importance of
your internal state, before you reply to any request like this.

If you respond full of suppressed angst and resentment, the other
person will unconsciously pick up on that and respond accordingly.
If you’re coming from a place of ‘please, please, please let me do
this’, then they’ll feel that, too.
It’s really important to approach the discussions from a place of
equality and mountain-like groundedness.
I’ve got a video of a simple technique you can use to get grounded
and back in balance, if you feel that would help you. You can find it
over at the Dare To Dream Bigger Facebook Group.
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Type 1:

GENERAL ‘WORK FOR FREE’ REQUESTS
My friend and colleague, William Buist, is
quite clear on this: “Work is paid. Anything
else is volunteering.” And that needs to be an
informed choice. Here are some questions
that might help you to make that decision.
I like to ask these questions with the presupposition that the other
person is NOT trying to take me for a ride - that they simply
haven’t thought through the fact that the proposed ‘free for
exposure’ request is out of balance.
Of course, that’s not always the case, but that mindset cuts my
stress levels and makes me more likely to come across as
reasonable, rather than defensive.
So here are some of the things you might want to know - before
saying ‘yes’. Pick the questions that most resonate with you:
1. Who is your main audience?
Who will I be talking to?
Demographics / interests / attitudes / challenges? Does it
match with people you want to connect with?
2. What is the proposed energy exchange?
Obviously use words that work for you on this, but you get
my meaning! Be really up front - this should be your second
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question, after ‘who am I going to get to talk to?’ By being
open about the fact that there needs to be an energy
exchange, you’re massively more likely to negotiate a
win-win outcome that feels fair and works brilliantly.
And that energy exchange doesn’t always have to be ‘hard
cash’.

6. Am I required to do publicity?
If yes, what, and how often? Will you supply the copy?
Graphics?
Be wary of any demands that could make you seem
spammy to your readers - or that might be a bad fit with
your brand.

3. How many readers / viewers am I likely to connect with?
Drill them a bit on this - how many ACTIVE readers do they
have on their newsletter, vs non-engaging subscribers? For
a live event, how many attendees did they ACTUALLY get
the last time they ran something similar? Beware of
promises with no evidence. Their wishful thinking won’t grow
your platform.

7. Who has copyright of my material?
Don’t assume it’s you! One BIIIIG business guru relaunched
their private paid-members-only forum with very small print
Ts & Cs saying that they had the right to publish, market
and sell (for their own profit) any comment or content you
posted in their forum. Don’t assume people play nicely just
because they smile sweetly!

4. How will you publicise / promote my event / article / etc?
How will they make sure you get the exposure you have
been promised?
And you don’t want to put 5 hours into a fabulous article or
15 into a creating a webinar, only to have it reach two or
three people, hidden at the back of a website, or behind a
paywall.

8. Will it ever be resold?
This may be fine with you, but you need to ask, so you don’t
get a surprise, after the event. It’s quite common, for
example, for the webinars in a summit to be free when they
first show, live, but for replays to be charged-for.

5. How long will my talk / article be available?
Often webinar replays, for example, are only around for a
few days. It’s often worth more to you to sign up for
something evergreen. On the other hand, the ‘scarcity
effect’ might make the viewers / readers more likely to take
action.

9. May I reuse this content anywhere else? Or is it
exclusive to you?
If it’s something that has to be unique to them, then you
really want to think five or six times before saying yes. You
could be giving them some of your best work that you can
never reuse.
Most people will understand this and should agree to you
being able to use it - perhaps in a modified form elsewhere.
It’s ok to get creative about how to repurpose your content

© Clare Josa | Dare To Dream Bigger

5

in a way that doesn’t duplicate what you are giving the other
person.
For example, if I do a free guest webinar with someone, I
like to have the option to edit the audio of my session to use
for my Dare To Dream Bigger Podcast listeners. And you
could use a transcript of a webinar audio, with your slides,
to create an opt-in e-book or a treat for your subscribers.

10. Am I allowed to sell from the stage (or within the
article)? If yes, what and how much of the content may
be directed towards selling?
See the final page of this e-book for some great ideas of
what you can do, if they say ‘no’ to this! You can think
laterally and still sell, without selling.
11. How will I be given the credit?
For articles, you want an ‘author bio’ box and, ideally, to be
able to use links within your article.Will you get a mini bio
with headshot and a live link? Or will it just be a 10pt by-line,
lost below the 24pt title of the article? Author bio boxes are
shrinking on mainstream ‘contributor’ sites, so we expect to
see others following that trend, elsewhere.
And check they’re not using a ‘no follow’ code on your links,
otherwise your article won’t even help your SEO.
Hint: some big-name sites are even blocking your article
from Google, so people won’t find it in searches unless they
feature it.
12. Am I allowed to include links to my website within the
article / presentation?

This is different to selling - you may have extra resources
that would help on the topic. Be up front about checking
that it’s ok to use them - don’t assume either way! And if you
get a ‘no’, don’t be afraid to negotiate.
13. Am I required to moderate comments?
Whether it’s a webinar recording or a blog post, you might
be asked to moderate and respond to comments. Make
sure this isn’t a ‘forever-freebie-promise’ - there will come a
point when you need to back away from this and it’s better
to be clear up front.
14. What commitment will be required of me afterwards?
I’m really busy. I’m sure you are, too. And I have to admit
that social media - whilst brilliant for connecting with people
- often takes up waaaay more of my time than I would like,
so I really try to be conscious about the commitments I
make to spend time on there.
But I was recently shocked to be near the end of a live (free)
interview I did with someone, for which they were selling
tickets, only to hear them tell their audience, live on air, that I
would be joining their private group to answer their
questions, in person, about anything that had been
discussed during my presentation - forever! That
was effectively offering my services for free online-coaching
to their paid customers.
15. Am I required to supply images and graphics?
Word of caution: if you have a stock photo subscription, this
will cover YOUR use of them, not someone else’s. And if you
use your own photographs, check that you maintain
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copyright and that they won’t reuse them elsewhere.
It is common even for big-name sites to ask you to provide
the images for your articles - at your cost.
16. Why are you asking me to do this?
You might be surprised by the answers you get to this one.
Firstly it should tell you why they think you’re a good fit for
their readers. Secondly, it’ll give you a vibe about whether
they’re helping you, or you’re helping them. Ideally you
should be looking for a 2-way benefit that feels fair. It also
encourages them to state what they value about you and
your work, so that if you need to negotiate different
boundaries / energy exchanges, you’re coming from a
place of strength and not fear.
17. How much would you normally pay contributors /
presenters for this kind of article / event?
This one is really useful if free vs paid hasn’t yet been
mentioned ;-) Sometimes it’s hard to raise the subject and
this question opens the door, without appearing to be
aggressive.
18. If it’s a paid event (in-the-room or online):
Will it be resold afterwards?
Will you revenue-share the passive product profits?
Will I still be obligated to support in the discussion
forums, once the live event has passed?
19. (If you’re feeling brave - watch the video here if you need
help on this!): Can I just check, why is it you’re asking
me to do this for free?

20. What the time-frame for this? What are the
stage-by-stage deadlines?
Don’t assume that, just because someone is organising an
event they actually are organised! Hosts (especially those
who are inexperienced and haven’t hired support people)
tend to get stressed, which means you might find yourself
getting bombarded with last minute demands to email your
newsletter readers - even if your email has already gone out
for that week - and even changing the entire structure of the
event at the last minute.
I’m not making that up. Many of us have been on the
receiving end of such behaviour.
Remember: stand in your Big Girl Boots and check in with
your Intuition about whether it’s reasonable. You’re allowed
to say no!
21. What are your expectations from me?
If they can’t tell you, then they probably haven’t thought this
through. You need to know what you’re committing to and
the standard that is required, before you agree to it.
For example, I worked with one host who insisted on a 24
hour response to all emails they sent. This wasn’t realistic
for me because I balance my work around my young family,
so I negotiated that it would be a next working day
response and that weekends / evenings didn’t count.
22. What format do they want from you?
Are you free to choose? Do they want Powerpoint slides? Or
can you do a ‘talking head’ presentation? What does their
audience usually respond well to? How interactive can it
be? Is it a presentation or a live Q&A or an interview or a
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free-flow chat?
It’s incredibly important to get clear on this before you
agree. The preparation involved in the different options is
vastly different. You need to plan in the time into your
schedule - and your decision.
23. How long does the presentation / article need to be?
Don’t make assumptions on this. For example, a
webinar-style interview may be an hour plus open-floor
Q&A, or it may be 20 minutes.
24. If they’re going to ask you questions, will you get them
in advance?
Some people like to keep it ‘fresh’ by not giving you
advanced warning. Some people like to provide you with a
list a week ahead. And sometimes you are asked to provide
the questions yourself. I had one summit host who asked
me to do this 20 minutes before we went live, because ‘they
hadn’t had time to prepare’...
25. If you’re being interviewed, what will the interviewer
have done to prepare? How well will they be briefed?
I vividly remember my first national radio interview. It was
straight in at the deep end with the UK’s BBC Radio 4 - with
over 1 million listeners.
I applied all the techniques that I now share with my
Masterminders, as part of my “how to stand in your
super-confident Soul-Shoes before a big gig” training, and I
sailed through it, but that was because I knew I was going
to have to do a lot of ‘inside work’ to handle that particular
interview. The presenter was beautifully briefed by the

researchers I had spoken to the day before and asked me
my dream questions. I felt immensely grateful.
26. Between saying ‘yes’ and the big day, if it’s a live event
then make sure you check in with the host a few times
to see how sales are going.
If they’re not as good as hoped, and if you’re an expert in
how to get people excited about events, feel free to offer
suggestions that might help. After all, it’s in both your
interests to have as many of your dream audience there as
possible.
27. What technology are you using (if it’s a webinar)? Do
you have back-up if it goes down? Will they have live
tech support on the call in case of any issues? What
equipment / internet connect speed will I need to be able
to participate?
Don’t assume that they know how to use the kit. In fact, it’s
scary how many newbies use a new webinar system for the
very first time, during their live summit, and don’t have
anyone to help them with tech issues. I once presented a
webinar that had to be scrapped - the recording didn’t
work, because the host didn’t know how to use the software.
And I have lost count of the number of times I have watched
brilliant webinars that were ruined by the hosting team not
being comfortable with, say, how to use the chat.
28. If it’s a live seminar (‘in-the-room’), what are the
projection facilities? Who supplies the kit? Can they
supply someone to set it up for you?
Don’t underestimate how stressful it can be to show up for a
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gig, only to find no one in the room knows how to work the
projector - or connect it to your laptop. It’s you, the
presenter, who ends up looking stupid, not them...
29. Where it’s a live event where ‘selling from the stage’ is
permitted:
• How responsive is your audience usually to selling?
• How many sales / what kind of value do you presenters
usually see? • What kinds of offers do they usually respond
to?
• What turns them off?
• How would you like me to handle the sales process?
I’m curious: which of these questions resonate for you? If you
needed to prioritise your top 3, which might they be?
How about taking this space to jot down some ideas and then let
me know here.
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Type 2:

WHEN ‘SELLING FROM THE STAGE’ IS NOT PERMITTED
Where it’s an event or even an article where ‘selling from the
stage’ is NOT permitted, it doesn’t mean you can’t be creative!
Yes, it can feel frustrating to be working for free, but remember
that every connection you have with your ideal customer is a
chance to build a relationship, to inspire them to take action in
their life, to show them how you can help. You don’t actually need
to ‘sell from the stage’.
By being authentically who you are, those who are drawn to you
will come and find you - and rave about you to their friends.
Here are some ideas to help you make it easy for the readers or
viewers to come and find you, without breaking the ‘no selling’
rules:
1.

Make sure your event introduction or article author bio
are enticing and create credibility.
You want them to help position you as the expert that you
are. You can still weave in phrases like, “My Imposter
Syndrome Mastermind Group found this advice really useful
during our Q&A session last week”.
This will inspire those who are a great fit with your product or
services to actively seek you out. It establishes your
credibility, it’s not directly selling, it lets them know that you
run a Mastermind Group and, if they like the idea of it, they’ll
most likely come and find it.
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2.

It’s ok to mention your products, in passing.
For example, “I’m often asked how you can stop your limiting
beliefs from keeping you stuck playing small, and I can give
you a great practical overview on this in today’s one-hour
webinar, but I cover it in much more detail on my “How To
Ditch A Limiting Belief In Under 5 Minutes” online course."

3.

Assume you’re allowed to ‘sell’ your free stuff.
For example, “If you’re stuck on this problem and really want
to know more, my newsletter readers get a free XYZ to help
them figure this out - and you can join them at [URL HERE].”

4.

5.

If you’re not impressed at having your freely-offered
work sold for someone else’s profit, and then being told
you’re not allowed to sell from the stage, because people
have already paid, you could consider this slightly
passive-aggressive approach:
Regularly mention your free stuff, with URLs. Sometimes it’s
easier to do it and then apologise... But if your free stuff is of
genuine benefit to the audience, then a reasonable host will
be ok with it.
But this approach is potentially high-risk.
It’s still ok to ask them to stay in touch.
Mention that you would love to connect with the readers /
viewers on social media and tell them the networks you’re
most active on - and how to find you. You can also mention
your newsletter (usually) and give them some teasers for
some of the topics you’ll be covering over the next few
weeks.

6.

Mention up-coming events.
If you’re running a relevant event in the near future, you can
drop it into conversation. For example, “And I hope you’re
finding today’s webinar really useful. If you have specific
issues with XYZ topic that I covered just now, I’m devoting a
whole hour to in a webinar I’m running on ABC date. If that
resonates for you, you can find the sign-up form on the home
page of my website.”

7.

Drop hints about the kind of work you do.
For example, “I was working with a VIP Day Mentoring client
on this the other week, and here’s what I suggested to
them..."

8.

Establish your credibility - you don’t have to be blatant.
Share stories and examples where your skills, talents, genius
and compassion shine through. Be subtle, but confident. Be
authentic and tell stories about how you have overcome the
same challenges that you are helping your audience with and they’ll fall in love with you.

Do you have other ideas for how you might work round this,
knowing your business and your current Big Vision (see Step 1 of
Dare To Dream Bigger, if you have the book!).
Which one of these options might you choose?
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Type 3 3:

FOR ANY EVENT WHERE THEY WILL BE SELLING YOUR WORK
Get A Contract!
If there is only one thing you take from this
workbook, it should be : don’t allow anyone to
sell your work, without having a written contract.
If someone is going to be selling your ‘free-forexposure’ work for their business’s profit, make
sure they give you a fair and reasonable
contract.
It should be made very clear up front, BEFORE
you commit, if they want to sell your work. And
they should ask your permission - not assume
you’ll spot the ‘buy now’ button at the bottom of
a long list-of-presenters page. That’s
manipulative and frankly bad business practice. I
know that the idea of this might sound crazy and morally and ethically wrong - but it still
happens - regularly!
If you can’t trust them on something that basic,
then you shouldn’t be working with them. If they
can’t show you that fundamental level of respect
and professionalism, then run a mile.
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And It Helps Them, Too
A contract also protects them. Without you formally waiving your
right to be paid, if they make reasonable money from your work
then they risk you and the others involved pursuing them for a
share in the future.
I almost don’t like to mention this one, but in these litigious times,
it’s worth considering: if they are selling your unpaid work for their
business’s profit, then whose insurance covers the deal?

And make sure you get to keep your copyright.
There is no way you should ever give your copyright away,
unpaid. It’s something you need to insist on payment for.
Because if you give away your copyright, then you can’t use that
work - or anything closely related to it - anywhere - ever.
Be really careful. If you give them permission to sell your work,
get legal advice on allowing them a licence to sell it, rather than
exclusive forever-rights.
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Wrapping Up:

HOW TO MAKE SURE THAT ‘FREE FOR EXPOSURE’ DOESN’T BECOME A HABIT
If you agree to say yes to a ‘freebie in return for exposure’, it’s
completely ok to make it clear that you’re only doing this once
and that you’re waiving your usual fee.
It can even help to include this in your correspondence, to help
the other person appreciate what you are giving. For example:
“I am happy to write the 1,000 word article for you on topic XYZ.
Please note that my usual fee for this, for a publication of your
size and nature, would be £x. However, I agree to waive my fee
this one time only, in return for [whatever you have agreed].”
By doing this, you are setting clear boundaries. And if they come
back to you wanting another freebie, you can either say yes - and
officially waive your fee again, if you got the exposure you were
promised and that helped you - or you can reply by saying how
much traffic / income your work brought them last time and that,
whilst you’re happy to work together again, your usual fee would
need to apply.
And you shouldn’t feel guilty about that, because you warned
them.
However it feels right for you, it’s really important to stand in your
Big Girl Boots and make sure you don’t open the door to always
doing freebies for that company.
As long as you do this firmly, confidently and professionally,
rather than from fear-based aggression, the other party should be
absolutely fine with it. If they’re not, walk!
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Dare To Dream Bigger:
Available via Amazon or to order at
your local bookstore.

WHAT’S NEXT?
I really hope you have found this useful. I
can’t wait to hear how you go and use this
stuff. You can let me know by emailing
hello@clarejosa.com. Still got questions? Let
me know!
And if you’d like to dive in and clear out the
hidden blocks that might have been
keeping you stuck dreaming big, but
playing small, then make sure you’ve got the
Dare To Dream Bigger Handbook.
www.DareToDreamBiggerHandbook.com
Everything that we do to get in our own way,
we cover in the Handbook. In it, I share with

you - unfiltered - the same techniques I
share with my Mentoring Clients and my
Masterminders..
Is it time for you to step up to the next level,
to Dare To Dream Bigger? I’d love to share
the journey with you.
With love, Namaste,
Clare x
Clare Josa
Author, Speaker, ‘Inside Work’ Mentor To
Passionate World-Changers
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