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Chapter 1: Introducing Me 
 
This book is a guide to explain how I made money to 
supplement my expensive student days and how I 
continue to make money post-graduation, as a 
filmmaker. 
 
I left Barton Peveril Sixth Form College and started 
the Film, Television and Digital Production course at 
Bath Spa University, to become a Hollywood 
blockbuster producer. I consider myself on track to 
get there, but the realities of life mean I do need 
some money in my pocket to pay for my bills, my 
expensive taste in food and compulsive spending 
habits.  
 
Originally, I had taken up a “real job” working in a pub 
just like every other student on the planet. However, I 
have found a formula to find work, which is where I 
hope this guide will help you do the same. 
 
This guide will help you as a reader understand how I 
went from working 50+ hours a week as a chef, 
alongside university work I might add, to working fewer hours 
and earning much more as a freelance filmmaker. 
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I will explain how to communicate with potential 
clients, how to price the clients and how to convince 
them to say yes most of, if not all the time. Alongside 
this, I will explain why you will never mention the 
word “student” again to one of your prospects. 
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Chapter 2: The “Experts” View 
 
Being at University provides a huge amount of 
experience in the practical and technical aspects of 
filmmaking.  
 
However, the number of times I was told “You should be 
doing this for the exposure in the industry” by those driving 
worn out 90’s hatchbacks, held together with gaffer 
tape and what appears to be glue, got a bit silly.  
 
First of all, many have had little or no experience in 
the industry. Of course, that is not a problem, 
valuable information can still arise from lectures and 
presentations from university. However I do not for 
one minute believe that any advice of “I started as a 
runner, you need to start as a runner for exposure” is the only 
way forward.   
 
You might find some sweet jobs from it for sure, but I 
guarantee you 9 times out of 10 times you won’t. I 
haven’t bought into it entirely (but if the next hit 
Hollywood film needed a dancing jester for Tom 
Cruise, I’d be on the plane before the phone call is 
even over!)  (Cont.) 
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I seem to be doing alright selling myself as an 
independent filmmaker. I get the rent paid and can 
still buy the first thing I look at in the shop window. 
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Chapter 3: The Adventure Begins 
 
So, if you have read this far you must be itching to 
learn how to secure that first payday. There is one 
more step to tackle before you can do that. You need 
to set up your business. 
 
If you are going to be treated like a professional, you need to act like 
a professional.  
 
Don’t worry, I will explain to you everything you need 
to do in order to become a professional business. 
 
Section A Part 1) Limited Company 
Your first step is to set up a Limited Company. A 
Limited Company is essentially a structured 
company. You as a person are an employee of that 
company and, as such, are paid by, have a 
responsibility to, and are protected by the structure 
of the company.  
Section A Part 2) Sole Trader 
Many freelancers do not set up a Limited Company 
and become what is known as a Sole Trader. As a Sole 
Trader, you directly engage with your client. You are 
not an employee of a company and you receive direct 
payment from your client. You are responsible for 
your own insurances, marketing costs and such like 
from your own pocket.  
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Section B) A Website 
This one is a very simple step. If you do not have a 
website, nobody will take you seriously. Yes it is 
worth the minimal investment to have a fully 
functioning domain to showcase all of your work, 
place adverts and show off that awesome looking 
logo you created. 
Look! Here’s my logo! 
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Section C) Advertising 
For the next steps to work effectively, you will need 
to have created a website. There are millions of other 
independent filmmakers out there, you need to make 
yourself known. Luckily there are many advertising 
services out there which can help you get visibility of 
your work. Or you can do it yourself, which is what I 
do, which means I do not have to invest. This leads us 
to the next step. 
 
Section D) Social Media 
This day and age relies on social media. How many 
times have you tried to talk to someone only to have 
them ignore you and scroll through their phone? 
That’s social media. You need to get that internet 
traffic. Create Instagram and YouTube accounts and 
a Facebook page. You need to get your work out 
there to show prospective clients what you can do 
and to respond to enquiries at a moments notice. 
 
Section E) News 
You need to start telling your followers what you are 
up to, even if it is just your mum. Eventually 
somebody will see what you are up to and want a part 
of it, maybe more. This could be posted through a 
blog, social media, documentary or that website 
which you made earlier! Yes I didn’t forget about the 
website. 
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What is the best way to showcase what you can do? 
Promote it! Tell the world! 
 
Section F) Referrals 
Now it is great that you have all the above set up, but 
where will you get if you have no referrals? You need 
to ask your lecturers, friends, family and dog to write 
a little bit about your skills as a filmmaker. 
 
 
Section G) Case Studies 
This is the final and most important step of the 
process. Get those Case Studies! Whether it’s 
endorsements from free work you have done, short 
films from college/university or maybe a visual 
effects piece you are proud of. You need to showcase. 
My biggest selling point (my showcase) from my 
second year of university was a musical I produced 
and directed.  
Here’s a screenshot starring Jack Ince (left) and Harry James-Taylor 
(right). 
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There you have it! You have successfully created your 
business and are now ready to secure your first 
payday. We will now move on to selling your work. 
 
 
Chapter 4: Let the Sales Begin! 
 
You are now a business owner. You are itching to buy 
that new camera. You want to pay your rent. 
Whatever the case is, you are nearly ready to start 
earning money. I am about to explain a process called 
the “Sales Cycle” which is how every business in the 
world operates for client acquisition. These may also 
be referred to as “Sales Funnels”. 
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An Introduction to the Sales Cycle: 
 
Step 1: Initial Contact 
This is the process of sending emails, phone calls, 
messages or even walking into the business.  
 
Step 2: Qualification 
An expression of interest can be considered a lead. If 
you believe the person you are dealing with is 
empowered to make the purchase of your services, 
your lead will be qualified. You may then move on to 
the next step. 
 
Step 3: Presentation 
Arrange a meeting for the presentation, not 
forgetting to include your Case Studies. Provide a 
written proposal if requested. 
 
 
Step 4: Evaluation 
Find out the project goals and success criteria. Find 
out any issues they have had in the past. Address any 
concerns and objections. 
 
Step 5: Closing the sale 
This is where you tell the customer exactly what they 
want to hear. Make them understand how you will 
meet their project goals. This is where they will put 
their trust in you and you close the sale. 
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Here’s a pretty picture (Graham. G, Sales Cycle, 2017) 

 
 
 
Now you understand the process of making a sale, we 
can move on to apply it to your own business. I have 
broken this up into steps. 
 
Section A) How to Talk Money 
Generally, I have been using a flat day rate. However, 
I sometimes choose to charge for a completed piece 
of work. You will encounter objection in the following 
responses: 
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● “That’s a bit steep, it’s only a video.” 
● “Why would I pay you £XXX when I can 

get someone to do it for free?” 
● “You’ve just finished university, you should 

do this for free for exposure.” 
 
 
These words all grind my gears, I will explain exactly 
how to answer these questions and make the clients 
CHANGE THEIR MIND. 
 
 
Section B) How to Pitch 
 
How do you convince a potential client to pay? It is 
all about confident communication. Research your 
potential client and listen to them. Rehearse your 
pitch to overcome any anxiety. Be positive, you have 
got this far and are about to close a deal. 
 
 
Section C) Responding to Typical Questions 
and Objections 
 
Remember those tough questions? Here’s how to 
respond.  
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A very good book I recently read called Video Selling Formula 
(Maverick, 2017) has provided me with a lot of information for this 
segment and I highly recommend you read it.  
 
They have agreed to meeting with you, so they are 
interested in getting their film made by a 
professional.  
 
They will try to get it for free and exploit your 
student status. Stand your ground. You are not a 
student. You are a business. 
 
The first step is to get them to enthuse about their 
success, so why not ask them about their business? 
 
When they enthuse about their company to you, 
subconsciously, they are seeking approval from you 
and they just might not know it. They are showing a 
buying signal. 
 
You can then ask them about their previous attempts 
at video making. You need to know what they have 
tried in the past. This is important as your entire 
pitch may collapse if you propose similar. You may 
need to adjust your pitch mid flow. 
 
They may say the following; 
 

● “We tried before but they did a terrible job.” 
● “We don’t know how to do it.” 
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Tackle any concerns raised and convince the 
potential client that you will deliver the goals of the 
project. 
 
“We tried before but they did a terrible job.” 
If they say this, the potential client has probably 
engaged a business lacking quality or a not yet 
professional filmmaker (you, the student). This guide 
is aimed at students but many students take 
filmmaking as a degree because they think it is “easy”.  

Typical Student (Above) Typical professional filmmaker (Below) 
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You need to ask the potential client enough questions 
to listen to their answers so you can tell them exactly 
what they want to hear. You can now assure the 
potential client that you will not make the same 
mistake as the previous filmmaker because you 
understand the project goals and success criteria. 
  
“We don’t know how to do it.” 
Filmmaking is a skill. Anybody can pick up a camera, 
but not everybody knows how to USE a camera. As a 
serious student, this is a skill you are perfecting. Give 
the potential customer the confidence that you are a 
professional filmmaker. Even if you haven’t made any 
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money from it yet, it is still your career path and 
therefore your job. 
 
Client Case Study #1 
A large UK pub chain wanted social media content to 
increase sales. A meeting was arranged where I asked 
what they have previously tried. They gave the 
answer of “We have tried before but they did a S*** 
 job.” While at the meeting it was established that 
they believed the footage was too yellow, the camera 
work was too shaky and it made the food look 
terrible. This is where you bring in your showreel, a film, 
photographs. Show them something you have done that is better and 
can do for them. Afterwards, the client was impressed 
and and the business was closed. (Cont.) 
 
 
The critical question was still asked of “Who did you 
hire last time?” They gave the answer “We didn’t hire 
someone, we just got a student to do it for free.” This is 
where it was explained to them that if a video is going 
to be done for free, either the person making it is a 
terrible filmmaker or they are not going to take it 
seriously.  
 
On the discussion of payment, we had a conversation 
along the lines of “Filmmaking isn’t a job.” Objection 
noted. An explanation followed of how video is a 
CORE element of business in the world today. 
Objection overturned.  
The potential client asked the question “Why should 
we pay?”. Objection identified. The response was 
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“Making a professional video to bring out the quality 
of their pub and their pub food would help them 
make more money.” Objection overturned. To meet 
their project goal and success criteria would enable 
them to make more money and in turn this would 
likely bring in more video business. 
 
(In this particular case, this was a two man business approach. 
We charged 50% up front as a deposit and 50% on delivery. 
Inclusive of 1 set of revisions, but exclusive of further changes)  
 
 
 
Now, by this point you will have found out at least 
one weak point. This is when you pitch your sale, 
they have told you exactly what is wrong and you will 
tell them that this will not happen with you. Let’s go 
through the possibilities for these three examples for 
this context. (Cont.) 
 
 
“That’s a bit steep, it’s only a video.” 
Tell them about how the business world is full of 
video content. There are millions of companies at this 
point in the world. At the time of writing this China 
alone had 77 million different companies according to 
the first search result in google. (Datapo.com, 2017) 
 
The research I just did there does not matter for this report, I just 
wanted to express my point that there are millions of companies out 
there and so you can easily find one that would like a video made. 
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“Why would I pay you £XXX when I can get 
someone to do it for free?” 
Respond like this; “I’m a professional filmmaker and I 
will deliver against your project goals and success 
criteria, that’s why you pay me.” 
 
Client Case Study #2 
I was recently working on a film for a charity based in 
Bristol. I was tasked to subtitle a 15 minute set of 
interviews that had have been filmed and sent to me. 
The people who edited the cut of the interviews took 
over a month to deliver the 15 minute video. After 
consistent asking where the video is and how much 
time I had to subtitle, I was told a deadline of 17th 
November. By the time I received the cut from the 
other filmmakers it was the 14th of November. I was 
then told the people who filmed and edited the 
interviews did so for free. (Cont.) 
 
The quality provided by the other filmmakers was 
terrible. I had a short amount of time due to how long 
the filmmakers took to provide me with the piece and 
had NO TRANSCRIPT of the interviews. Now luckily for 
the charity who was being screwed over, I take my 
job seriously and invested time into completing this 
piece. But notice a theme here about people being 
hired to do it for free compared to being paid? 
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“You’ve just finished university, you should be 
doing this for free for exposure.” 
I have left my favourite one for last.  
 
I never told any of my clients I was a student. I was a 
professional filmmaker. I delivered against their 
project goals and criteria. This is how you should 
approach it. You need to take the job seriously and 
you need to be firm with potential clients. 
 
Notice how the industry is full of 40-50 year old 
producers? There is a reason for that. 
 
Client Case Study #3 
I made a video for a company, launching a satellite to 
track the oceans plastic levels and locate large 
deposits. The video I made was entered into a competition hosted 
in Dubai and won £10000 towards the funding. I met with the 
producer, he was a seasoned film business veteran. 
He told me exactly who he and other film producers 
employ when it comes to film. “The world is too 
sensitive, everybody gets offended at everything and 
he would only hire someone down to earth.” Get it 
because of the satellites?  
SECTION D) You Have Mastered Sales! 
 
Blimey! That was a long section, glad you’re still here! 
 
Now I have told you everything you need to know to 
make a sale. This will not secure you a sale every 
single attempt. But when they do, you will be very 
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satisfied when you earn more than those 3am shifts 
at McDonalds. 
 
I advise you keep reading as I am now about to teach 
you about Content Multiplier Formula, an incredibly 
useful product you can sell to secure you a HUGE 
payday with consistent income! 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
CHAPTER 5: A Great Product to Offer! 
 
Section A) Content Multiplier Formula (CMF) 
By now you may have noticed that I have been talking 
about this formula called “Content Multiplier 
Formula” (CMF). What exactly is CMF? 
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CMF is the process of creating multiple videos out of 
various larger ones, with all the goodies of a 
photoshoot, for example, mixed in. Please note that I 
discovered this through an entrepreneur called Peng Joon and have 
adapted it for fresh students/graduates. (Joon, P, 2018) 
 
Client Case Study #4: Fitness Personalities  
(This was a 2 man filming job.) 
 
A series of 25 conversations were filmed which are all 
about 3-4 minutes long over the course of a day 
covering the use of supplements, detoxing, how 
weight loss actually works and much much more. 
This was able to be stretched into multiple videos to 
create 3 months of content for social media. 
 
This was done by creating a dropbox folder which 
contained all 25 videos in a square form ready for 
Facebook and Instagram (600x600 pixels). Adding titles 
such as “This is why” and “Will make you” engaged an 
audience as if it was specifically talking to them. 
(Cont.) 
 
Study found at (Digg.com, 2017) shows the most 
popular and least popular headline clicks through 
Facebook analytics. When using CMF it is vital to get 
these clicks as it will boost content positioning up the 
news feed. Below is a copy of the two charts showing 
this and my own example. (Left; most, Right; least) 
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(Cont.) 
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Section B) 3 Months of 

Content! 
25 videos can turn into 3 months worth of content 
with a little bit extra on the side. It is very important 
for these 25 videos to be 3 minutes long minimum. 
This allows you to build up a backlog of 3 videos out 
of the initial first one to create 75 videos.  
Your client may go over the 3 minute time limit, that’s okay because 
each minute after is an extra video for them.! 
 
You will also take 20 photographs with them to stick 
quote cards over them. This is important as it acts as 
filler and is LESS work for you. You will have 
approximately 15-18 days of content you need to fill 
in between these videos. This is what these quote 
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cards are for. You will have a couple of extra ones 
assuming your client decides to do a post each day 
for 3 months. Remember that they will also have their 
own personal photographs they might wish to post. 
This gives you a backlog of extra content as it leaves 
some stuff left over to use in case days are missed. 
 
So to clarify, you have now got enough content for 90 
days work plus a few extra days including the extra 
videos made from going over the runtime and 
personal client posts. That is in the form of 75 videos 
and 20 photographs with a quote card. 
 
(Cont.) 
 
 
Section C: How was the Price Pitched? 
FOR THIS  EXAMPLE I HAVE CHANGED THE DAY RATE TO 
£300. 
 
We pitched it as; 
 “We would like £300 from both of you per month 
recurring, we will provide you with the CMF edits, a 
photoshoot if you so wish, organised and ready for 
upload to your social media. We would need a (cont.) 
day shoot and some time to edit, ready for November 
1st upload.” 
 
Our client agreed to the pitch. 
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Section D) The Breakdown (Not a mental one!) 
We have just secured £1800 for essentially 3-5 days 
work if it is worked consistently.  
 
Please note, as this was a 2 man job for us, we split the work 
between us and worked over a longer period of time under 
agreement with the client doing multiple shoots. 
 
How did we do that? 
Well, first of all, there are two trainers which equates 
to £600 per month. Now this covers 3 months worth 
of work which equates to £1800. 
 
3-5 days work you say? How would I do that 
with my own client? 
Day 1: Day shoot to record the 25 videos and 20 
photographs. You will spend as many hours as 
needed, you must get it all on the same day for this to 
be the most time efficient. You do not want to have 
to go back for reshoots so get it right the first time. 
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Days 2-5: Consists of editing the initial cuts, 
re-rendering them into 600x600p videos (keep the 
original cuts so they can upload them to other social 
media) and then uploading them all to a dropbox 
folder.  Assuming you have a half decent editing 
device you can edit 2-3 of these videos an hour and 
render them for 8 hours a day. That is no (Cont.) 
different from working a 9-5 job except you are doing 
what you want to do.  
 
 
Realistically though you will probably be spending 10 hours each day 
doing this work due to errors outside of your control, software 
crashes as an example. 
 
Another example being that we all work at our own pace, but 
regardless this can pay your rent! 
 
Section E) What Do I Do Now? 
When you have finished you upload your 75 CMF 75 
600x600p + 75 1920x1080p videos from the original cuts, and 
20 quote cards to a dropbox/google drive organising 
them into 4 folders; 

- CMF_VIDEOS_NOT_POSTED 
- CMF_VIDEOS_POSTED 
- CMF_QUOTE_CARDS_NOT_POSTED 
- CMF_QUOTE_CARDS_POSTED 

 
What Comes Next? 
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Your client now has 90 days worth of social media 
content, plus a few extra days thrown in from the 
shoot. This means they should be happy with what 
they receive and will be willing to do this again.  
 
 
 
Section F) Raising the Prices? 
Assuming your client actively tries to build their 
social media presence and sticks to their daily posts, 
advertisements, work ethic and motivation. They will 
see huge results in growth of their social media 
accounts. This growth will continue as long as the 
posts stay consistent. They now know that you can 
provide them with three months of content and so 
will be in your grasp. THIS IS WHEN TO RAISE YOUR PRICES! 
Now they know you are capable of providing, you 
could charge them an extra 50% for the next one. 
They now NEED you to provide this content to them 
and so you could say any price and they will say yes.  
 
Also remember they are recurring clients and so you need to 
consider your working relationship, so maybe don’t increase the 
price every time.  
 
By this point they are probably good friends of yours, it’s always 
good to have a friend! 
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Let’s imagine the perfect scenario here; 
You have just completed 9 days of work, you have 
done this for hypothetically 3 clients. This means you 
have earned £5400 in 9 days out of 90. You still have 
81 more working days to fill with whatever you like, 
could be a few days off as an example. Enjoy a walk in 
the park, go to spain. Maybe take up a new hobby!  
 
(Cont.) 
 
 
 
 
 
 
 
 
Imagine those three clients wanting you to do it the 
next three months? You could hypothetically say any 
reasonable number (I would say up to 50% extra total 
as mentioned earlier) and they will say yes. You now 
are earning £8100  for 9 days worth of work.  
 
REMEMBER THAT THIS IS AN EXAMPLE DAY RATE THAT HAS 
BEEN USED. YOURS MAY BE DIFFERENT. 
 
Do you see the potential? 
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Chapter 6: CONGRATULATIONS! 
(Conclusion) 
If you have read this far, I would like to thank you for 
your time and really hope you have learned 
something to help you grow your business. We have 
covered every step of the sales cycle, learned how to 
pitch a film sale properly and even a product that you 
could sell! 
 
Now go out there, earn that money and make me 
proud! If you have any questions or even suggestions 
to improve my own advice I have “plugged” my social 
media below. 
 
INSTAGRAM 
instagram.com/highwaymanfilm 
 
I would like to thank the following for assisting me in writing this 
book; 
Dr. Terrence Rodgers  
Mark Adams (Doghouse Productions) 
Paul Wayman (Wayman Associates) 
Hazel Wayman (Wayman Associates) 
I would also like to thank the following for other means of 
assistance; 
Harry Facey (Harry Facey Film) 
Matthew Kirkham (Photo Credit) (Matthew Kirkham Film) 
Sonia Ephgrave (Photo Credit) 
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