Here is how we helped a leading global brand transform their creative marketing resource model, cutting costs, increasing flexibility, and keeping their freelancers happy.
I am Anna Smith, co-owner of Beyond the Book, for those that do not know me. Let me walk you through this story.
This client had relied on us, I think it was for about 10 years, where we were helping them with freelance resource, which was mainly around special projects and peaks in their workflow. That had been going very well. We built up a nice relationship over time with various stakeholders within their business. But some 18 months ago, I think it was, they faced a huge restructure where they reviewed the strategy of how their teams were working and delivering against their goals. They wanted to create a smaller UK team and move more roles.
Their new need would create more of a balanced kind of working model where they would have permanent staff but with a flexible team of freelancers.
Their challenges? They needed to reduce agency costs, pay freelancers fairly and on time, and source new digital skills, which were mostly around motion and social content. They also wanted to move to a model where they could test roles out – roles that they thought they might need for the longer term – but use freelancers to test those roles out before committing to long-term hires.
They came to us first because of the trust that we had built up with them over that 10-year period. What we were able to offer them was a fully managed service. What that meant was they took advantage of a dedicated contract team here to source freelancers fast. We are very well versed in IR35 compliance, so we covered that for them. They also had access to our huge freelance database and network of trusted freelancers. We have been in the business for 16 years now, so we have a huge base to draw on. What that means is you get choice, a lot of choice, to ensure that you have a pool of freelancers which can sit within their fixed and quite tight budgets, as well as all sorts of niche skill sets available at any one time. They also needed a new payment system, and so we offered that.
We were able to pay the freelancers quickly, within seven days, and what that would do was make sure that all the freelancers were fully engaged and prioritised this client. All of that took the headache off their hands.
So, what was the result? Essentially, a very smooth, cost-effective model. We ended up managing, I think it was, 19 contractors across three different teams: Creative, Marketing, and Digital. Their compliance was absolutely watertight. The freelancers were very happy and very committed. The client could flex resource quickly without blowing their budgets or slowing anything down.
At the end of the day, they told us that our joined-up, one-stop service helped them hit their ever-changing goals with optimum confidence.
If your business is facing similar challenges, whether it is reducing costs, finding niche freelance talent, or building a blended workforce, or all of the above, we would really love to help.

