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Client Surveys: 
One of the most important things you can find out about your freelance business, is if you are doing a valued, respected an appreciated job for your clients. While there are many ways to find this out, a direct client survey can yield strong answers and be a strong measure of your success.
Simple surveys are a great way for large corporations, but can be an issue for many smaller clients. Before you embark on a survey of your clients, please make sure to consider your clients time. They will need to put forth an effort to complete the survey and submit it back to you. If your clients are very busy, your survey could be an annoyance that could hurt your relationship. 

There are several types of surveys that you can perform:

1.) One-on-One Reviews – This is a very simple review, performed over lunch with your primary contact. A social environment will help the conversation, and will keep it somewhat informal. Strive to focus on the high level items; pricing, scheduling, capabilities, efficiency. Try to keep the conversation on constructive criticism.


2.) Mail Survey – This is a very recognized method of surveys. All institutions, from automakers to pharmaceutical companies, send mail-based surveys. This type of survey carries a certain amount of formality to it. For the most part, your clients will be very familiar with this type of form. Mail the survey with a nice cover letter, requesting their participation. The best feature of this survey is the time required. You can send this out and ask for a response by a specific date. As long as you provide the return envelope, you are most likely set. Make sure to self-address it, and provide postage. Make it as painless for your clients as you can.

3.) Online Survey – Again, a very recognizable method of survey, but this does not carry the same formality that the mail-based survey does. Do your best to make this survey as painless as possible. Create the survey as a form page on your website, have the information either be e-mailed to your or populate a database, as your method of storing responses. When contacting your client with the survey, provide a clear expectation on response time and a link to the survey. 

Types of Questions:
All of the questions should be multiple choice, using a simple scale. Use a simple one to five scale or choices like excellent, average, poor. Multiple choices will promote quick and complete responses. Here are some sample questions you could use:
How well have we presented our capabilities to you?

How important was our experience in your decision to work with us?

How important was our creativity in your decision to work with us?

How professional and knowledgeable have you found our company?

How efficient has our scheduling and production been?

How would you rate the value of our services?

How effective has our estimating been?

How would you rate our creativity/production/delivery?

How would you rate the efficacy of the most recent project?

Results:
Overall, you can not expect a large response. You will be doing very well if you get one in five back. But, don’t base your success on that. Also, don’t take the results as gospel either. Most people will just shoot nice answers back to be just that, nice. Use these surveys as clues to problems from specific clients. A client that is truthful, and marks down some dissatisfaction, is the one that you did this for. They need reassurance from you that you will work with them to rectify the situation. 
The survey also works as a simple promotional tool. It will remind older clients that you are still here and show newer ones that you care about their thoughts. Even if don’t take the time to complete the survey, it will help you.

